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mast OF LLOYD'S 
A MARINE INSURANCE 1S 
WANING, SAYS; MOUNTAN 


vate Underwriters Forced to 
Diversify Because of Losing 
Money 


EW GENIUSES IN BUSINESS 











ire and Marine Results During 
1928 of Northern Assurance 
Reviewed 





This is the time of the year when the 
ritish insurance companies are having 
heir annual meetings, and not only have 
hese meetings had interesting news an- 
es, such as the resignations of J. J. 
tkinson, general manager of the Royal, 
d Hugh Lewis, general manager of the 
.&L. & G. (printed in The Eastern 
nderwriter last week), but the various 
airmen of the British companies are 
scussing developments in the business 
sseen from the international aspect. 
Among the most significant statements 
that of Sir Edward Mountain, chair- 
anand managing director of the Eagle, 
at & British Dominions, about Lloyd’s 
bmpetition. So far as marine insur- 
te is concerned. Lloyd’s is not what it 
Red tobe. Listen to Sir Edward’s com- 
ents On this subject: 


Diversification 


‘can well remember the days when 
most the whole of Lloyd’s business was 
atin. Fire, motor car, accident and 
sellaneous insurance were small side 
ts. Now those classes are so devel- 
ped that marine insurance at Lloyd’s is 
far less importance than it was in 
yeone years, Had Lloyd’s underwriters 
pended for their profits on marine in- 
Hance alone, there would have been a 
ry different situation today. Many un- 
‘writers who have lost considerable 
mds in this connection have more than 
vid i up in other branches, and in- 
‘ val names have been satisfied so 
a as they received a check on balance. 
4 Cannot help thinking that some of 
res at Lloyd’s would be surprised 
mod new? although they have made 
‘in = balance, what they have lost 
wal ¢ last few years on the marine 
on of their business.” 

ere told of the situation dur- 
ts na and following the war in 
bs mad eran’: The large profits at 
hes e, and then the slump; the large 
ile or ora companies, some of which 
ite fhe the fact that additional pri- 
he ters entered Lloyd’s. He 
: fs market is still too large for 
titers hed offered; that many under- 
fered ne to be left out of each risk 
bent = none wished to be. So a 
bee aa has developed than has 
ith it ed in marine insurance, and 

48 come slashing of rates. 

Few Geniuses 


Ption has arisen for many 
t an underwriter is born and 


(Continued on Page 43) 
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PHOENIX 


Assurance Company, Ltd. 
of London 


150 William Street, New York 


A Corporation which has stood the test 
of time! 147 years of successful business 
operation. World-wide interests. Abso- 
lute security. 








DEPENDABLE Excellent Service and Facilities 


Evtablesbed 1782 


INSURANCE 


indemnity Company 
150 William Street, New York 



































"Independence Square 








Every Underwriter Owes a Debt 


The Penn Mutual would like to see each of 
its representatives a member of a Life Under- 
writers’ Association. Anactive member. And 
there’s neither restrained approval nor chiding 
of Agents who accept office and give the nec- 
essary time to associational duties. 


The National Association with the locals, 
has improved the working conditions of every 
underwriter, has created favorable public 
opinion toward life insurance, has beneficially 
influenced legislation, and has supplied a 
standard of ethics that is almost universally 
heeded in our business. 


We believe that every underwriter owes a 
debt to the Associations which only active 
membership can begin to pay. 


Wn. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 





The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Founded 1847 
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COMPANIES LIBERALIZING 
RATES AND CONDITIONS 
FOR AVIATION RISKS 


Many Increase Number of Flights 
Permitted Passengers Under 
Standard Rates 


FAVOR BUSINESS-MAN RISK 


Two Companies Recently Add 
Aviation Risks; Union Central 
Withdraws From Pilots 











Changes in underwriting practice 
among the life companies are of frequent 
occurrence these days as applied to avia- 
tion risks, almost every week bringing 
a modification of classification or condi- 
tions by some company. The noticeable 
trend in these changes is decidedly to- 
ward more liberal underwriting policy. 
Inquiries from the business executive 
type of applicant are becoming more 
frequent every day and are being re- 
garded more favorably by the companies 
accepting aviation risks. 

Several companies that a few months 
ago would not consider any class of avia- 
tion business have recently come into 
the market with rates and conditions. 
Among those in the East which have 
recently joined the aviation group are 
the Guardian and the Home Life of New 
York. These new companies in the field 
come in cautiously with a coverage for 
fare paying passengers flying between 
recognized airports. The Guardian 
starts on a quite liberal basis including 
applicants who are employed by com- 
panies that own airplanes used for com- 
pany executives and operated by a li- 
censed pilot. 

The Union Central Life is the only 
company that has recently cut down on 
its aviation underwriting, the company 
having withdrawn from considering pi- 
lots. It still will insure fare paying pas- 
sengers. 

Trend Toward Uniformity 


Most companies will now take as 
standard applicants making up to ten 
flights a year and will rate the risk 
according to the number of flights over 
ten. Several companies that were rat- 
ing as standard up to five or six flights 
have recently extended the number to 
ten, making this number a fairly uni- 
form basis. aS : 

Of the standard writing companies— 
that is, those that do not write sub- 
standard business—the Mutual Life has 
taken a fairly advanced position writ- 
ing several classiff€ations including such 
applicants as own and operate their own 
plane principally for pleasure and appli- 
cants who fly occasionally with friends. 

Reinsurance is a very important factor 
in the underwriting of all aviation risks. 


(Continued on Page 6) 
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“Insurance and Bonding Requirements 
of Financial Institutions” 


VER 25 different forms of insurance and bonds are needed to 
safeguard the average bank—all of them written by the A&tna Life 
and Affiliated Companies. 


@ What they are and how to sell them is described in the A&tna-izer 
supplement for May, the fourth of a series analyzing the insurance needs 
of various business and professional groups. 


@ While designed primarily for Atna representatives, a limited number 
of copies of this edition has been reserved for distribution to insurance 
men in general. 


ZETNA CASUALTY & SURETY COMPANY 
ETNA LIFE INSURANCE COMPANY 
STANDARD FIRE INSURANCE COMPANY 
AUTOMOBILE INSURANCE COMPANY 


of Hartford, Connecticut 
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Amended: Group Law 
Opens Vast New Field 


COVERS INSTALMENT BUYING 





Makes Possible Mass Insurance on Great 
Scale; Group Life Association 
Discusses Matter 





Some of the life company executives 
identified with the group business are 
greatly impressed with the possibilities 
for wholesale writing of life insurance 
under a blanket contract which have 
been opened up by the new amendment 
to that section of the New York insur- 
ance law which defines group insurance. 
At a meeting a few days ago of the 
Group Life Association there was con- 
siderable discussion of this new defini- 
tion of group insurance which became 
a law April 4 by Governor Roosevelt’s 
signature. 

What is interesting the companies and 


S especially those in charge of group busi- 


ness is the possibility of issuing blanket 
policies to cover all classes of borrow- 


ers and buyers on the instalment plan. 
All instalment houses and. security con- 
cerns selling on partial payment plans 
and the finance companies handling such 
transactions can now be _ protected 
‘against loss through the death or dis- 
ability of the individual borrower with- 
out formal consent on his part under 
a blanket group contract. 

There was some discussion by the 
Group Association at the recent meet- 
ing as to whether to call the new cover- 
age “collective” insurance or some other 
such descriptive name. 


New Definition of Group 


The new definition of group insurance 
is contained in Section 10la of the New 
York Insurance Law, Chapter 292 of the 
laws of 1929 and reads as follows: 

“Section 10la (2). The following forms 
of life insurance are hereby declared. to 
be group life insurance within the mean- 
ing of this chapter: ... (d) life insur- 
ance covering only the lives of all mem- 
bers of a group of persons for not more 
than $10,000 on any one life, number- 
ing not less than one hundred entrants 
to the group yearly, who become bor- 
rowers from one financial institution, in- 
cluding subsidiary or affiliated companies, 
or who become purchasers of securities, 
merchandise or other property from one 
vendor under agreement to repay the 
sum borrowed or to pay the balance of 
the price of the securities, merchandise 
or other property purchased in instal- 
ments over a period of not more than 
ten years, to the extent of their in- 


; debtedness to said financial institution 


or vendor but not to exceed $10,000 on 
any one life, written under a policy 
which may be issued upon the applica- 
tion of and made payable to the finan- 
cial institution or vendor or other cred- 
itor to whom such vendor may have 
transferred title to the indebtedness as 
eneficiary, the premium on such policy 
to be payable by the financial institu- 
hon, vendor or other creditor.” 
_ltis pointed out that under this defini- 
tion of group insurance an opportunity 
's presented for mass group insurance 
on a scale ‘not heretofore possible. Any 
ene or iinancial institution having not 
a than one hundred new entrants to 
‘id group yearly may insure the. indi- 
ve ual debtor up to $10,000. The amount 
Fa insurance is adjusted to the in- 
ae ness. The financial institution or 
of ohare the premium and consent 
the individual is not required. 
in yesid field for group insurance in- 
ae such obvious Prospects as the 
aon manufacturers _ and distributors, 
dlianecrchants, furniture, electrical ap- 
ia, ~ other household equipment 
rele clothing, jewelry, publishing 
ies pec security houses. The 
ms ends even to the borrowers from 
$ under plans such as that launched 





Chicago Better Business Bureau 
Asked to Probe Twister Case 


Action By Life Underwriters’ Association Regarded As An Innovation; 
Bureau Gunning For Man In Big Agency 


The Life Underwriters’ Association of 
Chicago is working at the present time 
in co-operation with the Better Business 
Bureau of Chicago in running down a 
twisting case in that city. 

So far as is known this is the first 
time that the Better Business Bureau 
has handled matters of this kind in con- 
nection with the associations of life un- 
derwriters. Incidentally, the Chicago as- 
sociation has made a subscription to the 
Better Business Bureau there. The 
president of the Life Underwriters’ As- 
sociation of Chicago is Byron C. Howes, 
and the vice-president is Samuel T. 
Chase. 

The agent under fire now for twisting 
represents one of the large life insurance 
companies and considerable data ~ has 
been gathered in the case, including pho- 
tostats of letters and other interesting 
documents. Heretofore, the activities of 
the Better Business Bureau have been 
largely confined to investigation of 
fraudulent stock and investment securitv 
matters and to advertising. It is an or- 
ganization to which people go generally 
when they have lost money in a manner 
they think is illegitimate or where they 
have been lured by fraudulent advertis- 
ing or circular matter. 


Attention to the Better Business Bu- 
reau idea was drawn this week by pub- 
lication in New York newspapers of the 
seventh annual report of the Better 
Business Bureau of New York. This re- 
port makes a statement that inexperi- 
enced investors, both men and women, 
are becoming more sophisticated and in- 
vesting their money now in more legiti- 
mate securities than they formerlw did. 
An interesting paragraph in the report 
follows: 





BYRON C. HOWES, 


President of Chicago Association 


“Another tendency evident recently 
has been the abuse of the words ‘bank,’ 
‘bank shares’ and combination terms 
such as ‘bancshares,’ ‘bancorporation,’ 
etc., which convey the impression to the 
purchaser that the projects are connect- 
ed with banking institutions. 








CELEBRATES 85TH BIRTHDAY 





H. C. Lippincott, Retired, 50 Years With 
Penn Mutual; Old Associates Send 
Affectionate Rememberances 

Henry C. Lippincott, who for fifty 
years was associated with the Penn Mu- 
tual and retired in 1923 after fifty years 
of active service, celebrated his eighty- 
fifth birthday on April 12 and his old 
associates at the home office and in the 
field sent their affectionate remember- 
ances and best wishes. 

For the last thirty-three years of his 
connection with the company he was 
manager of agencies and was known to 
every life underwriter in the country. In 
spite of his advanced age he is keen of 
mind and serviceable of body. He re- 
sides at Woodston, N. J. 





JUVENILES ON NON-MEDICAL~ 


The American National Assurance of 
St. Louis is now writing applications for 
juvenile policies up to and including 
$2,000 in amount on the non-medical ba- 
sis. All the agents of the company have 
been given the privilege of writing non- 
medical on juveniles irrespective of 
whether they have that authority as to 
adult applications. However, if the ap- 
plicant (parent or guardian) for a juve- 
nile policy is more than 45 years of age 
and applicant insurance is desired the 
applicant must be examined on a regular 
adult form of examination blank. The 
American National Assurance writes 
non-medical on adults between 15 and 45 
years up to $2,000 in those states in 
which this form of coverage is permitted. 





not long ago by the National City Bank 
of New York through which the bank 
makes loans to salaried borrowers the 


_Tepayment to be made in small instal- 


ments. This plan has already been pro- 
nounced a success and may be extended 
to thousands of small borrowers. 


MOTIVES FOR BUYING 





A. J. Mullen Discusses Psychology of 
Selling at Pennsylvania Insurance 
Days’ Session 

Everything is bought and not sold, said 
A. J. Mullen, assistant superintendent of 
The Prudential office at Lansford, Pa., 
at the Pennsylvania Insurance Day 
meeting held under the auspices of the 
Pennsylvania Insurance Federation this 
week at Allentown. A salesman by over- 
coming objections creates the desire in 
the prospect for a particular thing, 
whether the object is a life insurance 
contract, radio or automobile and the 
prospect makes the purchase for one or 
more five reasons: Gain of money, gain 
of utility, satisfaction of pride, satisfac- 
tion of caution, yielding to weakness, he 
said. 

“From the remarks or objections of 
your prospect it is easy to discover 
which sales point to talk on. Let us take 
for example a prospect who remarks, ‘I 
don’t like life insurance you have to die 
to win.’ Surely this man will become 
interested in point No. 1: ‘Gain of 
money’, and the answer is an endowment 
proposition, protection is the second con- 
sideration. You dwell on the systematic 
saving, showing the net cost per year or 
for the endowment period and the actual 
gain,” said the speaker. 

If a salesman, which is so often done, 
adds the disability income and accidental 
death benefit charge to his figures, he 
spoils the picture; those figures should 
not be included until after the gain has 
been brought out on the original plan, 
but of course suggested to the applicant 
before the application is completed, ex- 
plaining the extra benefit and charges 
which would not effect the original plan, 


concluded Mr. Mullen. ee 


Old Manhattan Life 
Home Rebuilt As Bank 


NOW UP-TO-DATE BUILDING 





Merged Central Hanover Bank & Trust 
to Occupy Structure; Great 
Vaults Instaled 





One of the most interesting building 
operations in lower Manhattan is the 
conversion of the old Manhattan Life 
building, one of the first tall buildings 


in the city and pointed out to visitors 
as a “sky-scraper” landmark, into a 
wholly up-to-date bank building to house 
the Central Hanover Bank & Trust, a 
merger of two important banking insti- 
tutions. 

The skeleton of the older building has 
been preserved, but the combined Cen- 
tral Union Trust and Hanover Bank oc- 
cupies a structure that in every sense is 
new, and that contains every convenience 
dictated by the most modern practice in 
bank construction. The building opera- 
tions presented many serious problems, 
not the least of which was that the 
Manhattan Life building rested on fif- 
teen massive brick piers set in caissons 
and occupying practically the whole area 
below the basement. In order to clear 
away these piers it was necessary to 
shore the entire eighteen story building 
on temporary supports, demolish the 
piers and insert steel columns in their 
place. The weight of the building was 
then placed on the columns. 

Clearing away the old piers gave room 
for the largest vaults in the world, with 
the exception of those of the Federal 
Keserve Bank. These vaults are three 
stories in height, the bottom level rest- 
ing on solid rock thirty feet below water 
level and forty feet below New street. 
The floor space of the vault area is 
10,000 square feet, and the walls and 
roof are three feet thick of solid con- 
crete, reenforced throughout with steel. 
Each vault is a distinct unit and has 
been protected against every possible 
peril. 

The building has two entrances, one 
on New street, immediately opposite the 
Stock Exchange, and the other on 
Broadway. Eight elevators will serve 
the new structure from the vault level 
tc the eighteenth floor, and the entire 
building is ventilated automatically, the 
air being changed several times an 
hour with the windows closed. 





NINETY AT BUREAU COURSE 





Home Office Men at Hartford’ Four 
Days; Lectures By Research Staff; 
Manager’s Viewpoint 
About ninety home office agency men 
from member companies received the 
standard four-day lecture course in agen- 
cy management when they met at the 
spring conference held by the life In- 
surance Sales Research Bureau in Hart- 
ford May 13-16. More than forty mem- 

ber companies were represented. 

The curriculum of the standard course, 
which emphasizes the problems of the 
manager’s job-recruiting, selection, de- 
scribing the work, financing agents, 
training, supervision, and agency office 
costs—is based on the bureau’s five years 
of study and research. Each day of the 
conference was divided into two sessions 
followed by group discussions. 

Members of the bureau staff who lec- 
tured and directed the conference were 
John Marshall Holcombe, Jr., manager 
of the bureau, H. G. Kenagy, head of 
the field service department, H. E. Niles, 
assistant manager of the bureau, S. G. 
Dickinson, service department, L. B. 
Hendershot, field service department. 





MISSOURI STATE FIGURES 
The Missouri State Life gained $27,- 
344,165 in paid for business during the 
first four months of 1929. The total paid 
for production during the four months 
period in 1929 was $115,505,695, while for 
the corresponding months in 1928 it was 


$88,161,530. 
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Source Material In 
Federal Records Limited 


3 SOURCES OF INFORMATION 

Mass E. H. Sillence, Librarian, Life In- 
surance Presidents, Talks on Subject 
at Special Libraries Ass’n Convention 


Source of material contained in the 
Federal records is necessarily limited in 
scope, because the Federal Government 
itself has limited powers over insurance 
companies, Miss Edith H. Sillence, libra- 
rian of the Association of Life Insurance 
Presidents, New York, said in her talk 
on “Source Material on Insurance Avail- 
able from Federal Records,” at the an- 
nual meeting of the insurance group of 
the Special Libraries Association, held 
last week at the Mayflower Hotel, Wash- 
ington. 

There is, nevertheless, much source 
material within this restricted field. As 
a matter of fact, there is a mass of ma- 
terial in the statutes, departmental rul- 
ings, congressional debates and commit- 
tee hearings, which relate to insurance, 
she said. The period making the heavi- 
est contributions was that of the World 
War when the financial requirements of 
the Government brought about the in- 
troduction of many bills calling for rev- 
enue and, consequently, the Congression- 
al Record contains many discussions, de- 
bates, committee hearings and reports 
bearing on this subject. 


Three Sources of Information 


In speaking further on the subject she 
said: “There are three sources of in- 
formation, first being the ‘Survey of 
Current Business’ issued by the Depart- 
ment of Commerce. The inclusion of life 
insurance data in the ‘Survey of Current 
Business’ was first proposed in 1921 by 
Herbert Hoover, then Secretary of Com- 
merce. In a letter to the Association of 
Life Insurance Presidents, Mr. Hoover 
suggested that the publication of a 
monthly series of the new-business fig- 
ures of its member companies would be 
valuable as an economic guide to busi- 
ness generally. Arrangements for the 
compilation of these figures were soon 
made and the monthly service began in 
February, 1922, when the association for- 
warded to the Department of Commerce 
for publication the January figures in- 
cluding the number and amounts of poli- 
cies of ordinary, industrial and group in- 
surance written by forty member com- 
panies and, as a background, yearly fig- 
ures for 1913 to 1921 inclusive and 
monthly figures for 1921. These forty 
companies had in force 77% of the total 
business of all United States legai re- 
serve companies. The report now in- 
cludes forty-four companies carrying 
82% of the total business. 

“In 1923, a similar compilation of pre- 
mium income of the same companies was 
begun for publication monthly in the 
‘Survey of Current Business.’ A year 
later, statistics showing the classified in- 
vestments of forty member companies 
were also included in this publication. 

“Secondly, the Bureau of Foreign and 
Domestic Commerce is the chief source 
of information regarding foreign insur- 
ance. This particular bureau of the De- 
partment of Commerce is maintained pri- 
marily to assist American business 
abroad, It has trade experts and other 
representatives in most foreign coun- 
tries. The facilities of this department 
are, therefore, very important in obtain- 
ing foreign insurance information. This 
bureau in its weekly ‘Commerce Reports’ 
from time to time, publishes special ar- 
ticles relating to insurance in foreign 
countries. 

“The third and last is the Bureau of 
War Risk Insurance, which is an out- 
come of the World War. The Federal 
Government determined to provide facili- 
ties for the insurance of American ves- 
sels and their cargoes against the risks 
of war and on September 2, 1914, this 
bureau was established. On June 12, 
1917, an act was passed authorizing the 
Bureau of War Risk Insurance to carry 


insurance on the masters, officers and 
crews of merchant vessels, these sec- 
tions being known later as the division 
of marine and seaman’s insurance of the 
War Risk Insurance Bureau. On Octo- 
ber 6, 1917, Congress passed the act pro- 
viding for the insurance of enlisted sol- 
diers and sailors. This section of insur- 
ance on enlisted soldiers and sailors is 
now known as the United States Veter- 
ans’ Bureau, and is still functioning.” 





PRAISES GROUP COVERAGE 

J. E. Gorman, president of the Chicago, 
Rock Island & Pacific, writing in the 
April issue of the “Rock Island Maga- 
zine,” says that “the inauguration of the 
company’s group insurance program is 
one of the finest things ever done for 
the Rock Island employes. It has dem- 
onstrated its value, repeatedly bringing 
aid in times of illness, and has proved 
a veritable God-send in many cases of 
bereavement.” 





ON MEDICAL DIRECTORS’ STAFF 


Dr. W. B. Smith, who has just been 
appointed assistant medical director of 
the Connecticut Mutual, formerly held 
a similar position with the Connecticut 
General. Dr. Smith, a graduate of the 
University of Pennsylvania, is flight sur- 
geon under the Connecticut State Com- 
missioner of Aviation and also flight sur- 
geon of the 43rd Division, Air Service, 
Connecticut National Guard, in which he 
holds the rank of captain. 


PITTSBURGH AGENCY MOVES 

The Howard S. Sutphen agency of the 
Equitable of Iowa in Pittsburgh is mov- 
ing into new quarters in the new Kop- 
pers Building there. It will be located 
on the eighteenth floor. 








The J. E. Morrison general agency of 
the Lincoln National Life at Detroit is 
now located in new quarters on the fif- 
teenth floor of the First National Bank 
building of that city. 








“IT’S A GOOD POLICY” 
MORE NEW POLICIES 


Retirement Income Policies 








(income to the insured) 
LOW COST PREFERRED RISK POLICY 
NEW OWNERSHIP, BENEFICIARY and 
ASSIGNMENT PROVISIONS 
clearly define contractual rights of all parties interested 
COMPLETELY REVISED PLAIN ENGLISH POLICY FORMs 


that will particularly appeal to the conscientious life underwriter. 
WRITE FOR INFORMATION 


Philadelphia Life Insurance Co. 
111 North Broad Street, Philadelphia 





Sra 





N. Y. U. COURSE CLOSING 


Last Graduation Class of Season Fin- 
ishes Wednesday; Under New 
Requirements 


The last class of the New York Uni- 
versity Life Insurance course for this 
school year will graduate Wednesday, 
May 29. This will be the first class to 
have to get permanent certificates under 
the new rules, which raise the amount 
of insurance a graduate must produce. 

At graduation, the students are pres- 
ented with a temporary certificate for 
their class work. Formerly, they then 
had to produce $100,000 of life insurance 
on at least twelve lives within a year 
from graduation. Now anyone who has 
been in the life insurance business less 
than three months must produce $100,000 
on twelve lives, as before; one who had 
between three and six months’ experi- 
ence before entering the course must 
produce $125,000 on at least fifteen lives. 
Anyone with more than six months’ pre- 
vious experience must produce $150,000 
on at least twenty lives. 





Walter B. Sheehan, executive secretary 
of the Buffalo Life Underwriters’ Asso- 
ciation, addressed the Kensington Busi- 
ness Men’s Association in Buffalo 


Stretching the Dollars 


For over five years, The Guardian has been allowing 
interest of 5% on policy proceeds left with the Company. 
This rate is equalled by few other companies, and is 
exceeded by none doing business under New York State 


law. 


Unlike most other companies, The Guardian allows 
interest payments monthly without discount for prepay- 
ment. On this monthly basis, the Guardian’s interest rate 
is equivalent to 5.116% per annum. | 


If you are interested in seeing how such increased 
returns work out to the advantage of the payee, in addi- 
tional years and months of income receivable,—ask for 
“A little talk on Money Mileage,” Publication No. 298. 


ee 


THE GUARDIAN LIFE 
INSURANCE COMPANY OF AMERICA 


“The Company that Guards and Serves” 


50 UNION SQUARE 


New York City 


— 


Longer C. L. U. Course 
At N. Y. U. Next Yea 


TO TAKE FULL COLLEGE SEASoy 


Studies Preparatory to Examination 
Given in Eleven Weeks During 
Present Session 


The preparatory course for the Cha: 
tered Life Underwriter examinations wil 
be given as a full year course at Ney 
York University next year. Classes wil 
start in October. This year the cours 
was given in condensed form, taking but 
eleven weeks. It is felt that this is ip 
sufficient for proper study, as a gre 
deal of material is covered in the cours, 
It is probable that the class will hold 
one session a week. 

Only eight applicants for the C. LU 
examinations have registered in New 
York to date. It is hoped that ther 
will be more. The examinations, whith 
will be taken June 20 to 22 are pre: 
erably taken in two parts, the life it 
surance and economic divisions first ani 
the commercial law, banking and finan 
portion a year later. 

The course that is being given is als 
given in the law and commercial school 
of the university and is being taught by 
professors from those schools. Hor 
ever, it is expected that next year th 
course will include a certain amount 
material to help the life underwriter 
without special relation to the C LU 
degree, 

The subjects and teachers of th 
course this year were: finance, Prol. 
E. Dewey; economics, Prof. E. T. Bik 
lock; commercial law, Prof. Clevelatl 
Bacon, 





FOR INSURANCE EDUCATION 


Z. A. Faison, Jr., of Sebrell, Va., Wah 

to Hear From Others Interested in 

National Association 

Z. A. Faison, Jr., representing the Pe 
cific Mutual Life at Sebrell, Va. 5" 
terested in the organization of an ass 
ciation for insurance education to st 
and compile statistics and other inform 
tion bearing on the social and econo 
values of insurance. Mr. Faison wilt 
that he is interested in hearing {10 
companies and field men in all brancit 
of the business; from schools of busin 
and insurance, and from insurance Pl 
lications and organizations, and W0 
welcome suggestions looking toward th 
formation of such an association. 





N. J. DEP’T NUPTIALS 
Miss Elizabeth M. Butts, daughter? 
Mr. and Mrs. James Butts of ber 
was recently quietly married to Gusti 
De Grave in St. Mary’s Cathedral, Tree 
ton. Miss Butts has been private 
retary to Chris A. Gough, Deputy Com 
missioner of Insurance since Oct? © 
1917. Another marriage in the dep: j 
ment was that of Miss Frances A. ‘ait 
man, daughter of Mr. and Mrs. en 
Hoffman of Trenton, to Robert one 
also of Trenton, in the Immaculate 
ception Church. Miss Hoffman has . 
file clerk in the insurance departn 
for several years. Silver servic 7) 
were presented to both brides by 
ployes of the department. 
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building Agency In 
Upper B’way, N. Y. City 


MUTUAL’S 








PHOENIX OFFICE 


ohn H. Kull Qualified For That Com- 
pany’s Premium Leader Club During 
102 Consecutive Months 






















































John H. Kull, manager of the Colum- 
sis Circle Agency of the Phoenix Mutual 
if and who was appointed some 
months ago, is building up an organiza- 
ion there. He has been doing well with 


1e Char. 
‘ions will 
at New 
sses wil 
€ course 
king but 
1iS iS in 
a great 
€ course, 
will hold 


CLG 
in New 
at there 
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> life in- 
first and 
d finance 


Photo by Bachrach 
JOHN H. KULL 


annuity especially, and is taking surplus 
line business from full time life insurance 


on is also 

1 schookfi/mmen who can qualify under the com- 
taught byMoany’s surplus line rules. 

s. Hor 


Mr. Kull started with the Phoenix Mu- 


tual as a clerk in the downtown office 
of the company; worked his way up to 
assistant cashier, and then decided he 
wanted to become an agent. The com- 
pany has what is known as a Premium 


year th: 
mount 0 
derwritet 


CLY 


h . . 7 
at Leader Club. In order to qualify, it is 
oT Bulgmeccessary to have at least $500 in new 


Premiums each month. Mr. Kull was for- 

unate enough to have 102 consecutive 

months to his credit. From 1918 to 1927 

: _ in the company’s Quarter Million 
ub. 


Clevelaail 


ATION 


re Wants 
sted in 


Mr. Kull was appointed assistant man- 
ager of the downtown office about four 
ears ago, and on January 1 of this year 
Was made manager of the Columbus Cir- 
g the PHBRle office, 
Va., 18 


Pe a KILLS INVESTMENT BILL 
















: inten ssouri Legislature Thought Influenced 
7 pee by Power Company Activities in 
“ing Dropping Amendment 

| branche! Res Missouri house of representatives 
of busines Jefferson City last week killed the 
‘ance purimme uate bill under which the Missouri life 
nd woulgmme "trance companies would have been 
‘oward the stanted the authority to invest their cap- 


tal, surplus and reserve funds in the 

































a: Socks of corporations other than oil, 
LS ; ms and exploitation companies, or 
faces Concerns that paid less than 4% in 
aught ‘ividends for a certain period of time. 
df a The revelations concerning the adven- 
to ne a a of the certain power companies into 
dral, a the newspaper field had much to do with 
ies e € killing of the bill as just prior to the 
puty vf T cat of the measure an attemnt was 
2 a a to amend it to provide against in- 
he dep ‘ urance companies buving stock in 
.s A. Hot Rewspapers, 
rs. Adal set 
t Dountds ONTARIO AGENTS MEET 






ulate Om  . P. Ferguson, manager of the Do- 
in a wr Life of Canada, presided at a 
—_ ¢ 4 ‘rence of its southern Ontario agents 
o oe Wel ast week end in the Reeta Hotel, 
es by ‘ and. N.S. Taylor, of Toronto, was 
Principal speaker at the meeting. 












Tell This To Skeptics 


Even non-believers in life insurance 
can be impressed by certain truths. 


For instance----- 


Tell them that the Prudential alone paid 297,065 
death claims in 1928. 


Then let them know that 22,813 of these 
were on lives of policyholders who had 
been insured less than one year----some 


of them only a few days. 


What further proof need any 
man have of the uncer- 
tainty of life? 


The Prudential 


Insurance Company of America 





Home Office: Newark, New Jersey 


Epwarp D. Durrietp, President 





Actuaries Hear Many 
Learned Addresses 

SOCIETY FOR SOUND METHODS 

President J. D. Craig Tells Of Its Im- 


portant Part in Maintaining Stand- 
ards; Other Addresses 





The Actuarial Society of America 
which met in New York last week heard 
a number of important papers, several 
of which were summarized in The East- 
ern Underwriter last week. In opening 
the society’s deliberations in the Metro- 
politan Life Auditorium, President James 
D. Craig reviewed the activities of the 
society and’ stressed the part played by 
actuaries in standing firm for sound life 
insurance practice. He continued: 

“What obligations do we owe to this 
institution? Two fundamental duties 
stand out: we must keep its present good 
name unsullied and we must develop its 
beneficent and character building influ- 
ence still further. The high reputation 
that it now enjoys comes only from the 
accepted fact that companies operate en- 
tirely and exclusively for the good of 
the policyholder and not for the stock- 
holder or any one individual. Manipula- 
tion of life insurance stock must not be 
countenanced, nor support given to any 
prospectus featuring in glowing terms 
the easy, quick and sure return from 
investing in the stock of any proposed 
new company or combination of compa- 


nies. Axiomatic as this may seem, the 


fact remains that no year passes but 
some proposition comes to notice where 
it is obvious that the guiding motive is 
not the benefit of the policyholder. 

“In all such propositions the actuary 
should be quick to point this out. If 
there is to be an aristocracy of intelli- 
gence in the business, it must also be- 
come a democracy for the diffusion of 
knowledge. Let public opinion be con- 
stantly conversant with the fact that re- 
sponsibility is recognized by educated 
leadership whose first consideration is 
the policyholder or his beneficiary, and 
public opinion will hesitate a long while 
before it substitutes other agencies.” 


Would Extend Interest 


The development of actuarial organiza- 
tions in America was discussed by Ar- 
thur Pedoe, actuary of the Continental 
Life, Toronto, and contrasted with their 
development in Great Britain where a 
large fraction of the entire membership 
of actuarial societies is concentrated in 
a few large cities. Here, the wide dis- 
tribution of members of the American 
Institute and of the Actuarial Society 
has led to the growth of a number of 
actuarial clubs made up of the members 
of one city or locality and managed on 
informal lines. 

It is suggested that the formation of 
these clubs be fostered by the parent ac- 
tuarial associations in order that interest 
in actuarial affairs may be sustained be- 
tween the rather infrequent meetings. 
The scope of the examinations of the 
actuarial society is reviewed in some de- 
tail and a plea is made that the reading 
be consolidated and revised so as to re- 
duce the essential reading to a minimum 
without, of course, making any material 
modification in the pre-determined 
standard of qualification for membership. 
Another suggestion is made in reference 
to the periodic meetings of the society, 
namely, that the time be extended so 
that papers and discussions might be 
more -adequately presented and_ that 
greater opportunity be allowed for infor- 
mal discussion and personal contact. The 
opinion is also expressed that more fre- 
quent joint meetings with other socie- 
ties might be established to the advan- 
tage of all concerned, and that addresses 
by experts on subjects relating to our 
work on its medical, legal, financial, eco- 
nomic or statistical side would add to 
the value of all meetings. 

“Recent years have seen a_ great 
change in the recognition of the actu- 
ary’s work in the companies of the 
United States,” said Mr. Pedoe. “In the 
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leading companies, the chief actuary has 
always occupied a prominent executive 
position and during the last few years 
this has become almost general. In view 
of the magnitude of the life insurance 
companies of the states, the elevation of 
the actuary to rank with the highest ex- 
ecutive officers of his company is a trib- 
ute of no small measure to his ability. 
As the importance of the acquisition of 
business diminishes relatively to the 
growing importance of other phases of 
the business. so the actuary will have 
even greater opportunities to rise to the 
highest positions attainable in the life 
insurance world.” 
Work On Section 97 

In December, 1927, the Superintend- 
ent of Insurance of New York appointed 
five fellows of the Actuarial Society as 
a committee to prepare the draft of 
amendments to Section 97 of the New 
York Insurance Law which ‘would ac- 
complish certain objects desired by the 
Insurance Department. The committee 
consisted of E. E. Cammack, Robert 
Henderson, Arthur Hunter, E. B. Mor- 
ris and M. A. Linton, chairman; shortly 
after the committee had rendered its re- 
port in 1928 Mr. Hunter’s place was 
taken by Henry Moir, and M. Albert 
Linton, vice-president of the Provident 
Mutual Life, told of the activities of the 
committee. The committee held five 
meetings and called two conferences of 
companies representing the different con- 
ditions that would have to be covered 
by the new legislation. On February 1, 
1928, it submitted an unanimous report 
and on February 24 the superintendent 
called a conference of representatives of 
all companies doing business in the state. 
The proposed amendments had _ been 
sent to the companies but in the neces- 
sarily short time that had been avail- 
able the full implication and effect of 
the proposed changes could not be de- 
termined. 

In spite of that fact there was a de- 
cided majority of opinion favoring the 
changes. There was some opposition 
from the representatives of a few com- 
panies as well as from representatives of 
the New York State Life Underwriters’ 
Association. During the latter part of 
1928 some exceedingly interesting letters 
were exchanged by Superintendent Beha 
and the representatives of that associa- 
tion who feared that the new provisions 
might adversely affect the agents’ com- 
pensation and be generally disturbing to 
business. With the turn of the year 
Hon. Albert Conway became Superin- 
tendent of Insurance. He was success- 
ful in allaying the fears of the under- 
writers and on January 31, 1929, at a 
special meeting in Albany, they formally 
withdrew opposition. It is felt that 
great credit is due him for the pains- 
taking and tactful way in which he han- 
dled a difficult problem involving wide 
divergence of opinion. After another 
public hearing at which no opposition 
appeared, a bill which had been intro- 
duced into the legislature by the chair- 
man of the insurance committee of the 
two houses was passed and became a law 
by the governor’s signature on April 4, 
1929, its provisions becoming effective 
January 1, 1930. 

In this paper Mr. Linton presents a 
critical and detailed review of the com- 
mittee’s work. 

Travelers Group Experience 

The experience of the Travelers in 
connection with its group business is- 
sued in the years 1913 to 1918 inclusive 
indicates that there has been a steady 
advance in the average age and accord- 
ingly in the average cost, according to 
Assistant Actuary W. R. Williamson of 
the Travelers in his address. This is 
shown by the growth in the average ex- 
pected loss per thousand from $8.63 in 
the first policy year to $9.95 in the 
tenth policy year. The causes of this 
increase are held to be (1) the net effect 
of turnover and the age at which such 
changes take place, (2) the steady 
growth of the concerns under observa- 
tion, (3) the formulas of insurance with 
particular reference to the so-called ser- 
vice formula which gives the employes 


of short service a smaller amount of 
insurance than the employes of long ser- 
vice. 

In connection with the net effect of 
turnover, it is pointed out that the ratio 
of actual to expected claims increases up 
to attained age 48 and thereafter de- 
creases and that thus there is a margin 
in the mortality portion of the gross rate 
below 35, a deficiency from 45 to 60 and 
again a margin above 60. 


An Experience Formula 


Ralph Keffer, assistant actuary of the 
Aetna Life in his paper on “An Expe- 
rience Rating Formula,” presented an 
experience rating formula developed 
along the lines described by A. W. 
Whitney before the Casualty Society 
some years ago although the formula is 


‘exhibited in a slightly different form and 


is based upon different original assump- 
tions. The general plan is to establish 
a formula for the most probable rate 
which when applied to a particular in- 
dividual risk would produce the actual 
aggregate experience observed. The 
practical result, when annlied to group 
experience, is to give a reclassification of 
the groups by size and experience and 
an average rate for each new class 
which, for a sufficiently large total busi- 
ness, should in the aggregate produce 
the same premium income as if the same 
average rate were charged for each 
group. 





Liberalizing Aviation 
(Continued from Page 1) 


A large number of companies will write 
only what may be reinsured. This fac- 
tor is tending to influence the conditions 
and is making for some uniformity in 
the classifications and limitations. 

One of the classes of risks for which 
inquiries are being made much more fre- 
quently than in the recent past is what 
is usually designated as “Class 2,” that 
is, applicants who are employed by com- 
panies that own their own planes used 
as time-saving means of travel for com- 
pany executives and operated by a 
licensed pilot in the employ of the com- 
pany owning the plane. Many large cor- 
porations having branches or plants 
scattered over the country are using 
planes for quick communication between 
such points. The Standard Oil Compa- 
nies were among the first to adopt 
planes for this purpose. Also the busi- 
ness man of today is flying and the com- 
panies look favorably on this tyre of 
risk. 

The United States Life was one of the 
first companies to go in for liberal writ- 
ing of aviation risks and this company is 
rated one of the most liberal in the field 
in respect to the classifications that will 
be considered. The Sun Life of Canada 
is a company that has long been rated 
among liberal writers of -aviation busi- 
ness. Another company that is rated 
among the most liberal is the Peoria 
Life which writes many mail pilots and 
has a generally liberal classification. 


What the Companies Want to Know 


A chart of life underwriting rules gov- 
erning aviation risks has just been is- 
sued by the life insurance department 
of Johnson & Higgins, New York, Ger- 
ald A. Eubank, manager, which brings 
up to date the rates and conditions of 
all the aviation writing companies. The 
following companies are listed as writ- 
ing aviation business under some classi- 
fications: Canada Life, Equitable 
Society, New York; Guardian Life, 
Home Life, New York; John Hancock 
Mutual, Massachusetts Mutual, Metro- 
politan, Mutual Benefit, Mutual Life, 
New York; National, Vermont; New 
England Mutual, Penn Mutual, Peoria; 
Phoenix Mutual, Provident Mutual, The 
Prudential, Sun Life, Canada; Travelers, 
Union Central and United States Life. 

An applicant for insurance coming 


under one of the aviation classifications 
is now being asked to fill out a ques- 
tionnaire covering the following infor- 
mation: 

What is the approximate total number 





STOP! 


perienced men. 


J. N. FLOWERMAN, General Agent 





LOOK! 


Our book lead system helps agents write millions of new business each 
year. Come in and learn more about it. Several Associate Manager’s 
contracts for Northern New Jersey available to capable and ex. 


FIDELITY MUTUAL LIFE INSURANCE CO. 


LISTEN! 


Firemen’s Building, Newark, N, J. 








How many aircraft ascensions did you 
make during the past twelve months? 

On how many of these flights did you 
travel as passenger over established air 
lines operating on schedule? 

Between what airports? 

Over what air transport lines? 

In what types of airplanes did you 
travel? 

How many of the aircraft ascensions 
made during the past twelve months 
were independent flights? 

For what purpose were they made? 

What was the usual elapsed time of 
these flights? 

In what types of airplanes did you flv? 

Are you now, or have you ever been a 
licensed air pilot? (If so, give full de- 
tails.) 

Have you ever piloted an airplane? 
of aircraft ascensions that you have 
made ? 

(If so, when and how often?) 

Have you any present intention of 
qualifying as an air pilot? 

Do you now own, or have you any in- 
tention of owning an airplane? 

Are you connected with the aviation 
section of any Government Reserve 
Corps or the National Guard Air Serv- 
ice? 

How many hours of military flying did 
you have during the past twelve months? 

Were these all during your period of 
active service? 

When does your commission on enlist- 
ment expire? 

Do you intend to sever your connec- 
tion at that time or will you continue in 
the service? 

Is it your present intention to make 
aircraft ascensions in the future? 

Do you expect to fly more than in the 
past? 

Will you fly solely as passenger on es- 
tablished air lines, or will you make in- 
dependent flights? 

If you make independent flights, for 
what purpose will they be made? (If 
so, give full details.) 





CONNECTICUT GEN’L CHANGES 





C. R. Paxler General Agent at Erie and 
N. B. Magoffin Manager at 
oledo 


The Connecticut General Life has ap- 
pointed C. R. Pixler general agent at 
Erie. He was agency manager for an- 
other company at Dayton in 1926 when 
he joined his brother, R. L. Pixler, as 
general agent at Huntington, W. Va. 
The two brothers successfully developed 
West Virginia and southeastern Ohio. 

Norman B. Magoffin has been general 
agent for the Connecticut General at 
Erie and was advanced to be manager 


at Toledo last week. Mr. Magoffin is 
well known to the company’s field force 
as he was an agency assistant from 1924 
to 1926 in Pennsylvania and West Vir- 
ginia. He previously was a successful 
agent. 





AGENT LONG MAYOR 


Oran _E. Ross, who represents the Mis- 
souri State Life. as district agent at 
Winchester, Ind., has been elected mayor 
of that community for his third four- 
year term, having been in office now 
eight years. He faced a certain amount 
of opposition in his latest campaign. but 
wou by a conclusive majority. He is 
connected with the Indianapolis branch 
of the company. 





R. D. Murphy Secretary 
Of Actuarial Society 


CONWAY SPEAKER AT DINNER 





‘Meeting at Metropolitan Acditorium 


Discusses Disability Underwriting 
and Reinsurance 





The Actuarial. Society of America 
brought its spring meeting to a close last 
week in the Metropolitan Life Audi- 
torium in New York with a discussion 
period when the subjects of underwrit- 
ing of disability benefits and the rein- 
surance of large risks were informally 
discussed. At the Council election J. § 





R. D. MURPHY 


Thompson, Mutual Benefit, was succeed- 
ed as secretary by R. D. Murphy, one 
of the vice-presidents of the Equitable 
Society, and one of the country’s best 
actuaries. Mr. Thompson has been sec- 
retary for a number of years and de- 
sired to be relieved. The Council elected 
is composed of J. D. Craig, Metropolitan, 
president; E. B. Morris, Travelers, and 
J. G. Parker, Imperial of Canada, vice- 
presidents; R. D. Murphy, Equitable 5o- 
ciety, secretary; E. W. Marshall, Prov- 
dent Mutual, treasurer; and J. M. Laird, 
Connecticut General, editor of the Trans- 
actions. 

The following were elected with a term 
expiring in 1932: J. S. Thompson, Mutual 
Benefit; J. R. Larus, Phoenix Mutual; 
H. H. Wolfenden, consulting actuary, 
Ontario, and J. B. Maclean, Mutual Life. 
Arthur Coburn was substituted for 
D. Murphy with a term expiring in 1931. 

At the Society dinner on Thursday 
evening at the Hotel Roosevel! 
tendent of Insurance Albert Conway and 
James V. Barry, fourth vice-president 0 
the Metropolitan Life, were speakers. 
President Craig presided. About © 
were present. 


BANKER TALKS AT D!NNER 





Life Insurance’s value as sccurity for 
bank loans was discussed at © luncheon 
of the Erie, Pa., Life Underwriters i 
Sociation on May 17 in that cily by * 
E. Keim, Erie banker. 

Two meetings of Phoenix \! tual Life 
policyholders. one in Cleveland and the 


other in St. Louis, were held last week. 
Winslow Russell, vice-presiden!. was . 
main speaker in Cleveland, an Col. P 
Gordon Hunter, agency manager, repre 
sented the Home Office at St. Louls. 
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N. Y. State Life Group 
Plans Annual Meeting 


ROCHESTER CONGRESS SUCCESS 


Sales Congress There Last Week Draws 
900 and Many Prominent Speakers 
From Other Cities 





The sales congress of the Life Under- 
writers Association of New York state 
which was held in Rochester last week 
drew an attendance of more than 900 
and a long list of prominent speakers. 
It is now planned to make this meet- 
ing of the state association an annual 


feature. : 

Julian S. Myrick, president during the 
past year, presided at the sessions which 
were held in the Temple Theatre. 
Among other speakers were: Paul F. 
Clark, Boston, president of the National 
Association of Life Underwriters; J. 
Elton Bragg, Union Central, Philadel- 
phia; G. C. Wuerth, Penn Mutual, New 
York; John W. Yates, Massachusetts 
Mutual, Detroit; W. Curtis Knox, presi- 
dent of the Rochester association who 
welcomed the visitors; T. W. Callihan, 
manager of the sales and research de- 
partment of the John Hancock; Vincent 
Coffin, educational director of the Penn 
‘Mutual; and Lester Schriver of Peoria, 
Ill. 

Myrick Tells of Plans 

Commenting on the plan for future 
meeting of the association Mr. Myrick 
said: “In former years the New York 
state association met only in time of 
trouble, As a result few underwriters 
had any acquaintance in their profession 
outside of their own city. By holding 
this Congress annually, and by having 
our officers and directors meet twice a 
year, we hope to broaden the acquaint- 
ance of members and to have an asso- 
ciation which will follow the lead of the 
national organization in protecting the 
individual underwriter and helping him 
to help himself in his chosen field of 
activity.” 

He gave figures of recent sales and 
discussed changes which have been 
adopted in life policy limits. 

J. E. Bragg on “Approach” 

_ Approach is of the utmost importance 
in insurance salesmanship, according to 
the opinion expressed by J. Elton Bragg, 
manager of the Union Central Life at 
Philadelphia. 

“There are two problems to meet 
Mr. Brage reminded the underwriters, 
“first, how to get in; and second, what 
to say and how to say it when you are 
in. Mere speech enthusiasm or ‘pep’ is 
worthless unless you can back it up with 
facts and a definite plan to aid your 
Prospect,” he added. 

Mr. Bragg then showed how an aver- 
age automobile costs its owner $51 a 
month. This same investment in life 
Msurance would obtain protection of 
more than $30,000 for a young man, it 
was said, but further study of statistics 
revealed that the average car owner has 
forty-two times as much protection on 
his car as he has for his family through 
self insurance. Motorists pay an aver- 
age of $8 a month merely to insure 
their cars against the wind, rain and 
Morning dew by building or renting gar- 
ages, as other losses are covered by their 
Policies, hut devote only 3% of their 
‘otal income on the average for insur- 
ance on their own lives. 

emember it costs nothing to a pros- 
bect to study your plan to aid him,” was 

Mr. Brage’s closing thought. 
wide yimsurance tieup with the nation- 
mea Day observance was rec- 
‘ ded by John W. Yates, general 
Sent of the Massachusetts Mutual Life 
* etroit. 

F heel better gift could we dedicate 
policy er than writing her name into a 
of tan providing a freedom from a life 

it anything should happen to us? 

“it. Yates asked. He said life insurance 


” 
’ 


sold in this manner takes the “if out of 
life and puts the sure in insurance.” It 
provides shelter, which is more impor- 
tant to a woman than food. as, he con- 
tended, she can always get a meal to- 
gether, but can not build a home. 


National President Clark Speaker 


Closing requires a special type of 
salesmanship, said G. C. Wuerth, of New 
York. Taking it for granted that the 
salesman has the interest and sympathy 
of his prospect, it is well to divert the 
buyer’s mind for an instant by introduc- 
ing’ some other topic if signs of waver- 
ing interest or outright refusal are 
shown, Mr. Wuerth said. It was sug- 
gested that the agent talk with the pros- 
pect relative to the desirability of hav- 
ing his physical examination before “ask- 
ing his wife about it.” 

Paul F. Clark, president of the Na- 
tional Association of Life Underwriters, 
gave interesting statistics on the present 
status of insurance. It is hoped to pass 
the 100 billion dollar mark in life in- 
surance in September or October, he re- 
ported, thus reaching a goal attained 
after eighty-six years of effort. He 
urged each underwriter to do his bit to 
help reach this goal as quickly as pos- 
sible. 

The recently expressed views of for- 
mer President Coolidge with respect to 
life insurance are a good text for the 
successful underwriter, Mr. Clark said. 
He expressed belief that the thousand 
dollar policy is a thing of the past, and 
that insurance will take a growing place 
in finances of American homes. Its su- 
periority over speculative investments 
was emphasized by the speaker, who said 
that all agents should seek the degree 
of Chartered Life Underwriter, so that 
they might become the advising consult- 
ants of the future. 

“Worms” was the unusual subject of 
Vincent Coffin, educational director of 
the Penn Mutual Life, Philadelphia. The 
worms which cause discomfort and fail- 
ure of many underwriters, Mr. Coffin 
said, are those of self sufficiency, a be- 
lief that there is dullness in selling, and 
self-consciousness. Use of imagination, 
comparisons, and every day illustrations 
were given as antidotes for the ills 
growing out of possession of these para- 
sites. 

Lester Schriver, general agent for the 
Aetna Life in Peoria, Ill., concluded the 
speaking program, giving a humorous 
and inspirational address on “How to be 
Happy ’Though in the Life Insurance 
Business.” 





NEW YORK STATE OFFICERS 





Sidney Wertimer of Buffalo President 
of State Underwriters; G. A. 
Kederich, Vice-President 
Sidney Wertimer of Henry Wertimer 
& Son, managers at Buffalo for The 
Prudential, was elected president of the 
Life Underwriters Association of New 
York state at a meeting held in Roch- 
ester last week. George A. Kederich of 
New York City was elected vice-presi- 
dent and F. H. Wenner of Utica was 
made secretary and treasurer. Julian S. 


Myrick of New York City was presi- , 


dent during the past year. 

Mr. Wertimer has been vice-president 
of the Life Underwriters Association of 
New York state for the past two years 
and is now president of the Buffalo Life 
Managers Association. He is a past 
president of the Buffalo Life Under- 
writers Association and was largely re- 
sponsible for the establishment of its 
full-time secretaryship. 





NEW CHILD HEALTH BOOK 
The John Hancock Mutual Life has 
brought out an especially attractive 
booklet on “Your Baby’s Care.” The 
booklet is by Dr. Susan P. Souther and 
is approved by the medical. committee of 
the American Child Health Association 


* and the North American Health Confer- 


ence. The book may be obtained free 
from the Life Conservation Service of 
the John Hancock Mutual. 
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Should Disability Be Subject to Pro Rate? 


By JOHN M. LAIRD 


Vice-President, Connecticut General Life 


Mr. Laird presented the following paper 
before the meeting of the Actuarial So- 
ciety of America in New York last week. 
By reason of his membership on the com- 
mittee of actuaries representing the com- 
panies which has formulated suggested 
uniform provisions for disability bene- 
fits in connection with life insurance and 
his position as chairman of the disability 
committee of the American Life Conven- 
tion, Mr. Latrd speaks with authority on 
this subject. The early portion of his 
paper dealing with the historical and le- 
gal phases of the subject have been omit- 
ted in the following reproduction: 

Usually the disability income in any 
one company is limited to $250 or $500 
a month. Unfortunately, in the past too 
little attention has been paid to similar 
benefits in force or applied for in other 

companies. Too frequently it has been 
assumed that if the applicant is entitled 
to $25,000 of life insurance, he is also 
entitled to disability of $250 a month. 
Many companies have not paid enough 
attention to the necessity of keeping the 
disability benefit within, say, 50% or 60% 
of the earnings and the advantage of 
limiting the aggregate in all companies 
to $750 or $1,000 a month. 

Accident and health underwriters have 
for years guarded against over-insurance. 
Life insurance officials have not fully 
appreciated the danger of over-insurance 
on disability. 

Every now and then a disability claim 
arises under which the man is entitled 
to aggregate benefits of $1,000 a month 
in several companies. We then discover 
that his actual earnings just prior to the 
claim were only $500 a month. This sit- 
uation may arise in two ways: 

Occasionally when the last policy was 
issued, the earnings were $2,000 a month 
but on account of business reverses or 
impaired efficiency the actual earnings 
have since dropped to $500 a month. Pos- 
sibly the man was not over-insured when 
the last policy was issued, but because 
of the shrinkage in his earnings power, 
he was over-insured when the claim oc- 
curred. 

Much more frequently ‘the earnings 
never exceeded $500 a month and the ag- 
gregate of $1,000 a month—although di- 
vided among two or three companies— 
should never have been issued. Some- 
times the earnings were over-stated in 
the inspection report or by the agent 
Too often each company either disregard- 
ed earnings or thought only of its own 
benefit and ignored similar benefits in 
other companies. 

As there is no suitable pro rate clause 
now in general use in this country, the 
advocates of such a provision have turned 
to the type of clause used today in fire 
insurance and twenty years ago in com- 
mercial accident and health. 

The following clause was introduced 
as a required provision in the Califor- 
nia Legislature at the last session but 
was withdrawn in the hope that uniform 
action might be taken throughout the 
country: 


Pro-Rate Clause No. 1 


“In the event of a claim for such dis- 
ability, the monthly indemnity benefits 
payable, together with the sum of any 
other disability benefits of any nature 
whatsoever payable to the insured under 
policies carried in the issuing company 
or any other company, shall not exceed 
the earnings of the insured during any 
consecutive -.six. months’ period within 
two years immediately preceding com- 
mencement of disability, and all premi- 
ums paid during said two year period 
for that portion of the disability indem- 
nity specified in the policy in excess of 
the amount actually payable:as afore- 
said, will be returned to the insured.” 
This clause reviews the preceding two 


years and limits the aggregate indemnity 
to the earnings in the six months’ peri- 
od in which those earnings were the 
highest. There is no refund of premium 
for the time which may have elapsed 
between the date of the policy and the 
beginning of the two year period. 


During the last year a committee of 
company actuaries appointed by the in- 
surance commissioner of New York and 
another committee of insurance depart- 
ment actuaries appointed by the National 
Convention of Insurance Commissioners 
have been working on “Standard Pro- 
visions” for disability with life insurance. 

These two committees have been urged 
to recommend that the following clause 
be made a requirement for all life com- 
panies in all states: 


Pro-Rate Clause No. 2 


“In the event of claim hereunder, if 
the monthly indemnity benefit payable, 
together with the sum of any other in- 
demnity benefits payable to the insured 
on policies carried in the issuing com- 
pany or any other company and pro- 
viding indemnity for a period in excess 
of two years’ disability, exceeds the av- 
erage earned monthly income of the in- 
sured during the three years immediate- 
ly preceding the commencement of dis- 
ability, then the amount of monthly in- 
demnity benefit payable hereunder will 
be reduced to that proportion of the dis- 
ability income provided by this contract 
which such earned income bears to the 
aggregate of such disability income ben- 
efits. 

“In the event of reduction in the month- 
ly indemnity benefit as hereinabove de- 


scribed, the company will return to the 
insured any premiums unearned because 
of such reduction. : 

“As herein used the term ‘earned in- 
come’ shall mean wages, salaries, pro- 
fessional fees, and other amounts re- 
ceived as compensation for personal ser- 
vices actually rendered.” 

This clause calls for a refund of “any 
premiums unearned.” The amount of 
indemnity in force in any one company 
in a given year depends on the amount 
of indemnity in force during that year 
in other companies and on the average 
earnings during the previous three year 
period. In an extreme case, the compu- 
tation of “premium unearned” apparently 
requires a statement of all indemnity in 
force in all companies each year from 
date of issue to date of claim and a 
similar statement showing the earned 
income from each year during that pe- 
riod. The definition of “earned income” 
is taken from the Federal Income Tax 
Law. 

One company has just announced a 
policy which indemnifies for actual loss 
of “earned income” on account of dis- 
ability and which contains the follow- 
ing provision: 


Pro-Rate Clause No. 3 


“If, at the time of the approval of 
proofs as herein provided, the monthly 
income benefit to which the insured shall 
be entitled hereunder, and other sup- 
plementary health and accident policies 
issued to him by the company, together 
with the income benefits, if any, to which 
he shall be entitled, by reason of disease 
or accident, under insurance in any oth- 
er company or association of whatever 











Mortgages, Inheritance 


Life or Money values. 


and railway securities. 


financial resources. 





Whatever Your Life Insurance Needs 
There is a JOHN HANCOCK POLICY to fill them 


BE it for personal or business protection, or for home and 
family, with settlement of the proceeds by lump sum or by 
instalment or. income payments. Annuity contracts in various 
forms. Total Disability and Double Indemnity issued. 


Special policies covering Partnership Agreements, Funds to 
guarantee a College Education, to provide Bequests, to cover 
Taxes and Estate Shrinkage,—thus 
making certain the carrying out of almost any program involving 


Group insurance has been issued since 1924. The Company 
now issues Wholesale and Salary Deduction insurance to which 
was added in 1928 Group Accident and Sickness insurance, and 
Group Accident and Dismemberment insurance. 

Investments are of high quality, carefully distributed as to 
farm and city mortgage loans, public utilities, government bonds 


Dividend payments are at the highest scale in the Company’s 
history. There has been a genefal reduction in annual cost. to 
policyholders during the past seven years, while in the same 
period the Company has doubled its outstanding insurance and 


Surplus over all Liabilities, $38,667,784 
Reserves, $447,834,175; Other Liabilities, $9,669,748 
Total Assets, $496,171,707 





LiFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 




















kind, shall exceed in the aggregate 75% 
of his former earned income, ascertained 
as herein provided, the monthly income 
provided for herein shall be reduced 59 
that the total monthly income under this 
and such other insurance, if any, shall 
not exceed 75% of such former earned 
income. In event of such reduction fy. 
ture premiums hereon will be equitably 
reduced and the company will pay an 
equitable amount of the cash surrender 
value hereof, computed as of a date im- 
mediately preceding disability. The 
monthly income benefit provided for 
herein will not be restored to its origi- 
nal amount unless there shall be an elec- 
tion at the time of such reduction to have 
the premiums remain at their original 
amount, and to leave with the company 
the portion of the cash surrender value 
referred to above, in which case the 
monthly income benefit provided for 
herein will be restored, subject to all the 
provisions hereof, upon the insured’s re- 
covery from his then disability.” 
This clause does not call for propor- 
tionate reduction based on the aggregate 
benefits in all companies. If the other 
insurance has no pro-rate provision, the 
entire reduction required by the 75% 
rule applies to policies in this company. 
If the insured should happen to carry 
one policy with no pro-rate provision, 
one with this 75% provision and anoth- 
er with, for instance, an 80% provision, 
some working rule would have to be 
established for determining the liability 
of the company with the 75% limit and 
the other company with the 80% limit. 
This clause returns the reserve rather 
than the “unearned premium.” 
Clauses 1 and 2 limit the aggregate 
indemnity in all companies to 100% of 
the earned income in a definite period 
just preceding claim and credit each pdl- 
icy with a proportionate share of the 
reduction. Clause 1 apparently includes 
commercial accident and health. Clause 
2 includes any policy providing indemnity 
for more than: two years of disability. 
This means that clause’ 2 includes most 
commercial accident policies but excludes 
practically all commercial health policies. 
Some Effects Resulting 


The sponsors of these provisions rec- 
ommend that even after the adoption 0 
a pro-rate limitation there should be 
strict underwriting to guard against over 
insurance. They simply feel that if there 
is over-insurance, this should not result 
in Over-payment. 

As this form of pro-rate is not gener 
ally used in accident and health insur 
ance and is a radical departure for @ 
life insurance policy under which the 
death benefit must be incontestable after 
one of two years, let us consider some 
of the effects: 

. The pro-rate clause should not be 
considered a “cure-all.” It cannot taxe 
the place of good underwriting. Som 
have feared that it might lead compe 
nies to issue the disability benefit ews 
more freely than at present and simply 
rely on the pro-rate clause to protec 
aga‘nst over-payment. Others feel - 
the pro rate clause is simply the firs 


step in a program of better underwriting & 


under which the agents and_prospet's 
will share with the company the a 
sibility for keeping the coverage wit! 
proper limits at the outset. | j 
2. The aggregate indemnity inall ee 
panies should be restricted to less t 
100% of the earned income. Clause 
and 2 would give some protects 
those few cases where the aggregate a 
efits exceed 100%. It would be most re 
fortunate if they should lead to the 
surance of benefits to almost by 
whereas today su... benefits might 
good underwriting © = restricted to 
3. Life companies have tried to ‘have 
disputed claims and lawsuits. They 
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reluctantly embarked on disability, know- 
ing that this form of insurance will un- 
doubtedly give more difficulty on claim 
settlements than pure life insurance. ‘Lhe 
pro rate clause injects a new element 
mto certain claims. lf the amount of in- 
demnity appears excessive, proof of 
earnings must be secured. 

No one company can settle its claim 
yntil concerted action has been taken by 
all companies. lf four companies are in- 
volved and one denies liability what is 
the position of the remaining three? 
Sometimes one of the companies may 
not even know of the issuance of the 
other insurance until it has begun mak- 
ing claim payments. One policy may be- 
gin payments at the end of four months 
and another at the end of six months. 
A commercial accident or health policy 
may terminate benefits after twelve 
months. 

4. lf a pro rate clause is introduced, 
perhaps the insuring clause should for 
we sake of consistency and clarity be 
changed to cover “loss of earnings due to 
disability, etc.” At the same time, the 
sales program should be modified in or- 
der that the policyholder may realize 
inat lite companies are not following the 
established practice of accident and 
ucalth insurance but are. turning more 
lo the principles of workmen’s compen- 
sation insurance. The contract does not 
cover mere sickness or loss of time but 
compensates for loss of earnings on ac- 
count ot sickness. 

Earnings vs. Indemnity 

. 5. In fairness to the policyholder, he 
should at each renewal date be reminded 
to compare his earnings with his aggre- 
gate indemnity in all companies. ‘The 
company should not simply collect his 
premium and leave him with the assump- 
tion that he is still insured for $500 a 
month if by reason of reduction in his 
earnings the insurance has now become 
only $230 a month. lf he is thus remind- 
ed of the nature of his insurance and if 
it subsequently develops that the claim 
has to be pro rated, there will be less 
reason for giving him a refund of pre- 
mums over a long period of years. 

If at a certain renewal date he asks to 
have his disability coverage reduced be- 
cause of shrinkage in his earnings, he 
may expect some form of cash value. 

6. Apparently there is no movement 
to change the accident and health stand- 
ard provisions to incorporate such a pro 
rate clause. Under a claim subject to 
pro rate, commercial accident and health 
insurance will be paid in full and the dis- 
ability with life insurance will be reduced. 
; Let us consider a man whose earn- 
ng power is beginning to decline be- 
cause he is growing old or because he is 


Falready suffering partial disability from 


disease. He has been earning $1,000 a 
month and is insured for $500 a month 
ut his earnings have now dropped to 
S500 a month; next year they will proba- 
bly be $400, then $300, etc. If he appre- 
tlates the terms of his policy, he will be 
'empied to retire before his earnings 
drop below $500 a month as he will then 
be entitled to the full disability benefits 
lor the rest of his life. 

. Let us consider a man who buys a 
policy at age 25 and pays premiums for 
ten years. He then has two or three 
years of reduced earnings on account of 
unfavorable business conditions or im- 
paired efficiency. Following this period 
0! lower earning power, he has a serious 
> ial or develops tuberculosis. Should 
is claim be settled on the basis of the 
fait inally purchased in good 
ath or should it be reduced to conform 
vs his earnings at the time of claim? 
me fire insurance, the policy is 
ket or a limited number of years 
mY y on the applicant’s own statements. 
a pr ebeibonne 2 Pc policy is issued only 
rie Sy thorough investigation, usually in- 
Gis de medical examination, an inspec- 
reteene, a report from the company’s 
: Mec ative. The selling program em- 
tion Then’ permanency of the protec- 
rei . tie rate clause may, however, 
i he e benefits vqars after the policy 

en placed. ds 
Other Remedies 


The discussion of pro rate has already 


had a good effect in calling attention to 
other steps which should be taken to 
guard against over-insurance: 

1. The application should call for full 
information about disability benefits al- 
ready in force with life insurance and 
under non-cancelable or commercial. 

2. The application should further ask 
what benefits of this nature are being 
applied for in other companies. 

3. Earnings may be determined from 
the inspection report and a statement 
from the agent. In addition, the appli- 
cation should contain a question reading 
somewhat as follows: “Do your aver- 
age net earnings excluding income from 
investments exceed the aggregate indem- 
nity payable for disability under this and 
all other policies now carried by you?” 
or go still further and make it read: 
“What is your net yearly income from 
your principal occupation exclusive of in- 
come from investments ?” 

For business insurance, a different 
form of question is required showing the 
financial standing of the company and 
the financial value of the applicant to the 
company. 

4. After full information is obtained 
about aggregate insurance and net earn- 
ings excluding investments, the aggre- 
gate benefit in all companies under the 
large amounts should be limited to 50% 
of the average earnings and to some 
definite figure—$750 or $1,000—a month 
regardless of earnings. If-additional in- 
demnity is justified by the present earn- 
ings, it should be placed on the commer- 
cial form where if the earnings later di- 
minish the company can cancel or the 
insured can reduce the coverage without 
loss. 

Life insurance should grant a fixed in- 
demnity large enough and permanent 
enough to take care of real needs but 
not great enough to be a temptation or 
to require marked reduction after the 
policy has been issued. 

If the earnings fluctuate from year 
to year, the disability benefits should be 
denied or limited to a small amount. The 
balance may be placed as commercial ac- 
cident and health insurance. 

6. If it is discovered that the appli- 
cant has secured the insurance by mis- 
stating either his income or the insur- 
ance in force and applied for in other 
companies, his policy should .be lifted. 
If the agent has been at fault in re- 
porting the applicant’s earnings or other 
insurance, steps should be taken to see 
that he does not make the same mistake 
again. To strengthen the case for lift- 
ing the policy, the company should use 
a two-year incontestable clause unless 
one year is required by law and wher- 
ever possible should exclude from the 
incontestable clause the disability pro- 
visions. Perhaps misstatements in the 
application should not be used as a de- 
fense against the beneficiary after death 
but certainly those misstatements should 
be used under disability where the man 
himself is the claimant. In those states 
which do not permit the incontestable 
clause to exclude the disability benefits, 
let us ask for new legislation to pro- 
tect us against fraud and misstatement. 

7. The disability income _ benefit 
should cease entirely before the normal 
age of retirement. Companies which have 
been granting benefits to age sixty-five 
are proposing to stop at sixty. Pos- 
sibly this age limit should in time be 
brought down to fifty-five. Perhaps the 
age limit should vary according to class- 
es. For instance, the coverage on sala- 
ried men might continue to age sixty 
but in the case of professional men or 
business women terminate at fifty-five. 

On January 1, 1929, the medical di- 
rectors recognized “Disability Coverage 
Questionable” as an impairment distinct 
from life insurance impairments. This 
is a step in the right direction. They 
should now go one step further and 
frankly recognize that even though the 
applicant has large earnings and passes 
a medical examination, the mere fact 
that he has already obtained aggregate 





-benefits of $750 a month in two or three 


companies may be cause for declining 
(Continued on Page 18) 
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Francis Clarke Lagerstrom and Richard Perry 
Lagerserom of Portland, Ore., are two of 
NWNL’s family of juvenile policyholders. 






























Never a Source of Worry for 
NWNL Fieldmen! 


ERE, in this column, are some 
H of the best reasons in the 
world why Northwestern 
National agents don’t grope for 
‘something to talk about’’ to their 
prospects. 


A man may be deaf to the ordi- 
nary appeals of life insurance, but 
he never fails to pause and discuss 
his plans for the welfare of his child- 
ren. These photographs, and many more in 
our files, of owners of NWNL 
Children’s Policies are proof 
that this Company’s repre- 
sentatives have furnished 
many mothers and fathers 
with welcome counsel con-“ 





Marilynn and her 
brother John Hoag- 


berg, ag young raced cerning an assured future for 
nea 1s icynhoid- $ Py 
Fag NWNL. eae their boys and girls. 













for their ph h. E P a 
ee cata ia, *‘Children’s Policies offer 


a splendid approach,”’ says an Indiana agent, 
summing up the thought of the Agency Organ- 
ization. | Northwestern National, offering a 
complete line of policies for children from birth 
to age ten, prepares its agents to talk to pros- 
pects about a subject more intensely interesting 
to them than anything else under the sun. 





Phyllis Jean Black, 
Port Huron, Mich., 
another NWNL 
policyholder. 


MORE THAN $288,000,000 IN FORCE 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, parsivent 
STRONG~ MinneapolisMinn. ~ LIBERAL 
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Gttman’s Jncome Charts 


Three Start At Ages 20, 30 And 40; And Three Start At Ages 25, 
35 And 45; Slogan of Agency Is “The Longer You 
Live The More You Win” 


William Ittman, general agent of the 
Equitable of Iowa, Boston, has attracted 
considerable attention in Boston with 
his display of charts featuring insurance 
with Retirement-Income at Age 65. One 
of the charts, starting at age 30, is re- 
produced on this page. 

“Our slogan is ‘The Longer You Live 
the More You Win,’” said Mr. Ittman 
to The Eastern Underwriter. “Our life 
income charts link up directly with this 
slogan.” There are three charts for 
ages 20, 30 and 40, providing for month- 
ly income to start at age 60; and three 
charts for ages 25, 35 and 45, with in- 
come starting at age 65. They are dis- 
played on the walls of his class room. 

Instead of explaining to the prospect 
with words and figures the story of out- 
lay and income, the graphs present a 
vivid picture of the actual results se- 
cured from deposits through a series 


adjoining room, where friendly compari- 
sons of the business of other companies 
with that of the Equitable of Iowa are 
presented by the graph method. If a 
prospect is prone to draw unfavorable 
conclusions, he is given enlightenment 
in this room! Here also one of the 
newest charts, showing dividend-accumu- 
lations, etc., is displayed. 

The accompanying case illustrates the 
application that may be made of the 
chart method as taught at the agency. 
The steps followed in selling the pros- 
pect are pictured in the accompanying 
reproduction of one of the charts. (The 
illustration is a chart starting at age 
30.) 
A policy of Mr. Ittman is always to 
personally greet anyone who calls at 
the agency. He is a thorough believer 
in the theory that those who really want 
life insurance protection will seek the 























GOOD TERRITORY OPEN 


for men capable of establishing and maintaining Agencies in 
localities previously not represented—Midwest and Eastern States 
Union Mutual’s sales increased 
22 Per cent in 1927 
23 Per cent in 1928 
Grow with this progressive Company favorably known for 80 years, 


Union Mutual Life Insurance Company 
Portland, Maine 
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as well as for the personal work. He 
takes great pride in the new class room, 
which adds to the completeness of his 
fine-looking life insurance office. In the 
class room are the income life charts; 
there all the agents meet on Monday 
and Saturday morning for talks by Mr. 
Ittman, and the new men are instructed 
on other days in the company’s course 
in salesmanship, which has had nation- 
al recognition, the company taking the 
first prize at the Sesqui-Centennial for 
the best sales aids of any insurance 





Age: 30 


. FIRST ANNUAL GROSS DEPOSIT. . . 
- FIRST ANNUAL DIVIDEND 

FIRST ANNUAL NET DEPOSIT . 

30 YEARS GROSS DEPOSITS . 

30 YEARS DIVIDENDS 

30 YEARS NET DEPOSITS . 

AVERAGE NET DEPOSIT PER YEAR. 
AVERAGE NET DEPOSIT PER MONTH . 


eevee auns 


ABOUT $23,000 INSTEAD OF $14,540. 


ITEMS 2, 
THE BASIS OF TUE P 
NOT GUARANTEED. 


IF THE DIVIDENDS ARE LEFT WITH THE COMPANY 
UNTIL AGE 60 YOUR MONTHLY INCOME WILL BE 
ABOUT $160 INSTEAD OF $100, AND YOUR EQUITIES 


3._5, 6, 7, 8 AND 9 ARE COMPUTED UPON 
RESENT DIVIDEND SCALE B 


Insurance with RETIREMENT INCOME at Age 60 


If you deposit $26 a month until you reach age 60 you receive $100 a month thereafter as 
long as you live, meanwhile your life is insured for $14,540 
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of years, in stipulated annual or month- 
ly premium payments, up to the age at 
which a life income becomes payable. 
Continuity of performance is pictured in 
another chart which is a combination 
of four graphs and presents, (1) Actual 
vs. Expected Mortality; (2) Death Rate 
vs. Insurance in Force; (3) Interest 
Earned on Investment; (4) Growth in 
Insurance in Force. These charts are 
attracting the attention of bond sales- 
men and insurance brokers alike, and 
before the last edition, just issued, there 
was a waiting list of twenty-five or more 
applicants. To spend an afternoon stud- 
ying the charts as more than one visitor 
at the agency has done, is not unusual. 
Answers to objections are given not by 
word of mouth but by putting these 
charts before the prospect who comes to 
the agency, and by various arguments il- 
lustrated by the graphs, most of the 
opposition can be met. 
Competition Corner 

Equally interesting and profitable for 

study is “Competition Corner,” in the 


agency, after the initial work has been 
done by the agent in explaining what 
the company has to offer for the pros- 
pect’s particular needs. He has found 
time, however, to act as class instructor 


company in the country, and second prize 
for the best general sales ideas. 

“Our slogan here,” continued Mr. Itt- 
man, “is, ‘the longer you live, the more 
you win.’” 








MRS. BLEESE MADE DEPUTY 


Mrs. C. P. Bleese has been appointed 
deputy insurance commissioner of Mis- 
souri. Part of the duties assigned to 
Mrs. Bleese are to take charge of the 
deposit of securities of insurance com- 
panies and the registration of policies 
issued by the local companies. 





TO DEVELOP NEW JERSEY 


The Atlantic Life, which has just been 
licensed in New Jersey, is now shaping 
plans for development in that state and 
will organize an extensive agency sys- 
tem throughout the state. Appointments 
will be announced within the next two 
weeks. 


PENN MUTUAL’S NEW TRUSTEE 


W. Hinckle Smith, a prominent Phila- 
delphia business man, was added to the 
board of trustees of the Penn Mutual at 
its regular monthly meeting on May 8. 
Mr. Smith is a director of many corpora- 
tions. 





THE $10,000 LIMIT 


At the recent meeting of the group 
insurance association companies agreed 
to observe the $10,000 maximum limit in 
group coverage. It has frequently been 
stated that in some group lines execu- 
tives have been written for considerably 
more than $10,000. 





—$§$—————— | 
Penn Mutual Fieldmen 
Plan Annual Meeting 


AT WHITE SULPHUR NEXT WEEK 





Home Office Executives To Attend Gen. 
eral Agents’ and Leaders’ Associa- 
tion Gathering 





General agents and leaders of the Penn 
Mutual Life will gather at White Sulphur 
Springs May 28 to 31 for the forty- 
sixth annual meeting of the Penn Mt- 
tual Agency Association. This organi- 
zation is made up chiefly of the com- 
pany’s general agents. J. Edward Dur- 
ham, general agent in Philadelphia, is 
the president.. The entire program will 
be given to exposition and discussions 
of the agency building plans which the 
company adopted a year and a half ago 
and is actively putting into use every- 
where in its field. 

Home office officials taking part will 
be Vice-President William H. Kingsley; 
Vice-President Hugh D. Hart; Vice- 
President and Counsel Robert Dechert; 
George R. White, actuary; Dr. James P. 
Hutchinson, associate medical director; 
Malcolm Adam, supervisor of applica- 
tions and death claims; E. Paul Hut- 
tinger, assistant to the vice-president and 
research expert; Vincent B. Coffin, di- 
rector of education. John A. Stevenson, 
manager of the home office agency and 
general agent in New York, will give 
the keynote address. Among the na 
tionally known Penn Mutual underwrit- 
ers who will have a part are Frank H. 
Davis, of Denver; Holgar J. Johnson, 0! 
Pittsburgh; Ralph G. Engelsman, of New 
York, John J. Outcalt, of Birmingham. 

At the annual dinner on May 31, Mor 
timer R. Miller, general agent at Roches- 
ter, N. Y., also a trustee of the company, 
will be toastmaster. The speakers wil 
be Hon. George Wharton Pepper and 
Vice-Presidents Kingsley and Hart. 





SUGGESTS TRUSTEE CLAUSE 

The National City Bank calls attention 
to the fact that in view of the pending 
merger of its trust department with that 
of the Farmers Loan and Trust Co, ! 
will be desirable to include in all business 
insurance trust agreements with the bank 
a clause providing for a successor trustee 
or custodian. 

The National City Trust Departmen! 
has just brought out a_ partic ularly os 
tractive piece of literature entitled, Wil 
Your Business Suffer Too?” 


SUN LIFE IN RHODE ISLAND i 

The new offices of the Sun Life se 
Canada in Rhode Island will be locate’ 
in the Industrial Trust building, iw 
dence. C. Nelson Gray has been place’ 
in charge of the new district. 





25 YEARS WITH N. Y. LIFE 
William W. Harrison, agency pe" 
for the central Indiana offices of ™ 
New York Life, is to round out pene 
five years of service with the compat 
May 1. 





120 APP..DAYS 
A. L. Sullenger of the Califorma ing 
cy of the State Life of Indianapolis 
written one application a day 
120 days. 
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Predicts Lower Rates 
By Participating Cos. 


WM. MONTGOMERY’S STATEMENT 





President of Acacia Mutual Association 
Says Time Has Come to Adjust 
Rate Schedules 





In connection with the sixtieth annual 
report to the members of the Acacia 
Mutual Life Association of Washington, 
D. C., President William Montgomery 
issued a statement this week in which 
he predicted that in a short time the 
participating companies will be operating 
on a lower rate basis than at present. 
His statement follows: 

“The time has come for a frank dis- 
cussion of a subject that is of vital in- 
terest to every American home, a subject 
that purely from habit and conservatism 
is discussed too often behind closed 
doors. That subject is life insurance 
rates, the basic factor in America’s 
greatest single enterprise—one that in- 
volves a sum of more than $80,000,000,- 
000 in the form of insurance in force. 

“The occasion for a discussion of the 
subject by the directors of the Acacia 
Mutua! Life Association comes upon the 
conclusion of a successful three years’ 
experiment with rates reduced not only 
below those of other mutual companies 
but as low as those of the stock com- 
panies—lower than many of them. 

“With no selfish interest to serve, 
Acacia makes public the results of its 
experiment because those results affect 
vitally every insurance policyholder in 
the United States. 


Based on Acacia’s Experience 


“Three years ago, after many years of 
careful investigation, the directors of 
Acacia concluded that the premiums 
charged by the mutual old-line compa- 
nies could be reduced materially and still 
be sufficient to guarantee insurance be- 
yond question. Their searching study 
of the rate system revealed that the sys- 
tem of refunding the unnecessary part 
of the premium in the form of a divi- 
dend was not economical inasmuch as 
taxes, fees, agents’ commissions and 
other expenses had to be deducted be- 
fore anything could be refunded. 

“In effect, the system involved taking 
a more than needed premium from the 
policyholder and then assessing him a 
handling charge upon his money before 
returning it to him. 

“A further revelation of the inquiry 
was that stock insurance companies, sell- 
ing insurance as merchandise and prom- 
ising their policyholders no dividends, 
were highly successful as a whole de- 
spite the fact that their premium charg- 
es were lower than those of mutual com- 
panies. The success of these companies, 
the fact that they were paying such large 
dividends to their stockholders, and the 
increased value of theis stock clearly 
proved their stability and general sound- 
ness. 

“It was evident, in these conclusive 
findings, that a mutual company also 
could operate successfully under a’ re- 
duced schedule of premium charges, with 
increased benefits to its policyholders. 

“It must be conceded that the step 
was a bold one—even though based upon 
the most diligent and completely affirm- 
ative research—but in April, 1926, Aca- 
cia adopted a schedule of premium rates 
reduced to the low level of those es- 
tablished by stock companies. Three 


Insurance Librarians 
Meet At Washington 


M. B. SWERIG GROUP CHAIRMAN 





Laura A. Woodward Elected Secretary 
of Insurance Section; D. N. Handy 
Addresses General Association 





Heads of insurance libraries met in 
Washington last week for the twentieth 
annual meeting of the Special Libraries 
Association held at the Mayflower Hotel. 
Special meetings of the Insurance Group 
were held on Monday and _ Tues- 
day afternoons. At Monday’s meet- 
ing, Edward R. Howard, chief of the 
Air Regulations Division of the Aero- 
nautics Branch of the Department of 
Commerce, gave a talk on the work of 
the Air Regulations Division as it has 
to do with the recording of aviation ac- 
cidents, and their study for the elimina- 
tion of aviation hazards. 

Miss Florence Bradley of the Metro- 
politan Life read a paper on “Publicity 
for the Specialized Library Inside and 
Outside the Organization.” 

“A Day in My Library” gave Miss 
Emily Coates of the library of the Trav- 
elers, Miss Heeden of the Retail Credit 
Co. of Atlanta, and Miss Laura A. 
Woodward of the Maryland Casualty 
Co., opportunity to describe graphically 





years have proved the wisdom of that 
step and have proved that insurance 
thoroughly guaranteed can be written by 
mutual companies at rates directly com- 
parable to those established by stock 
companies and besides pay good divi- 
dends. In that interval, official approval 
of Acacia’s course, one that involved 
$300,000,000 of insurance, has been un- 
stintedly given in every analysis of the 
company’s condition. 

“The results attendant upon this de- 
parture, this modernization in insurance 
practice, clearly indicate that within a 
reasonable time mutual companies will 
be selling insurance at lower rates. In 
the judgment of Acacia’s directorate, the 
insurance buying public will insist on 
these reduced premium schedules because 
of the savings which will result. 

“When that day arrives bringing these 
entirely feasible and safe reduced pre- 
mium rates, this association, through its 
courage-requiring pioneer work, will feel 
it has made an important contribution 
not only to all insurance policyholders 
but to insurance companies and their 
agents.” 


—— 








BUSINESS-BUILDERS | 


P Fidelity and Surety Bonds, Liability Workmen's 
is Compensation, Automobile, Accident, Health, 
iat ; yy Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 
Massachusetts Bonding and Insurance Company 


_ _ BOSTON T. J. FALVEY, President 
Capital Policyholders Surplus Assets 
$4,000,000 $8,900,376.30 $17,503,865.43 


Write For Territory 


DEVELOPING 


May 24, 194 








the service rendered by a modern busi- 
ness library. 


At Tuesday’s session, Miss Edith Sil- 
lence, librarian of the Association of Life 
Insurance Presidents, presented an ini- 
tial report.on “Source Material on In- 
surance in the Archives of the Federal 
Government.” When completed, this in- 
vestigation will provide an index to much 
that now remains hidden in the archives 
of the government. 


Miss Mary S. Allen, librarian of the 
Provident Mutual Life, reviewed inter- 
esting books issued during the year. Miss 
Mabel B. Swerig, librarian of the In- 
surance Society of New York, discussed 
old insurance periodicals, their care and 
preservation. An interesting feature of 
this paper was the attempt to trace the 
lineal descent of many insurance periodi- 
cals. Miss Helen Hertell, librarian of 
the Connecticut General, discussed 
“Sources of Titles for Book Purchases” 
disclosing many sources of information 
on insurance literature. 


Considerable interest was shown in a 
discussion of “fundamental books” for an 
insurance library. The aim of this dis- 
cussion was to arrive at selected, recom- 
mended lists of books for companies 
wishing to start a small library and for 
public libraries wishing to extend their 
collections of insurance publications. 
The discussion was initiated last year 
when Mrs. Alice F. Fitzgerald, librarian 
of the National Life of Vermont, pre- 
sented a list of recommended books on 
life insurance. At this year’s confer- 
ence, Miss Pressman presented a list 
of casualty books; Miss Grace Bevan 
of the Phoenix Mutual Life, a list of 
insurance books, and D. N. Handy of 
the Insurance Library Association of 
Boston a suggested list of fire insurance 
books. 


At the close of the group conference, 
Miss Mabel B. Swerig, librarian of the 
Insurance Society of New York, was 


elected chairman of the group, and Mix 
Laura A. Woodward, librarian of the 
Maryland Casualty, secretary. 

At a joint meeting of Special Libraries 
Association, the National Law Libraries 
Association and the State Libraries As. 
sociation D. N. Handy, librarian of the 
Insurance Library Association of Boston 
discussed for the Insurance Group the 
subjects which insurance _ librarians 
would like to see brought out in the In- 
dex and Digest to State Legislation 
authorized by an act of congress ap- 
proved February 10, 1927, and to be is- 
sued bi-annually under the editorship of 
H. H. B. Meyer, chief bibliographer of 
the Library of Congress. 

While it is proposed that this index 
shall enter only general permanent law 
enacted during the intervals between 
publication, it is believed that if contin- 
ued over a period of years and if the 
subject headings can be made consistent, 
it will provide an increasingly useful me- 
dium for the comparative and historical 
study of legislation. 





INDIAN HAS THREE POLICIES 


Inheriting from his forefathers the 
idea of providing for further genera 
tions, Chief Pembroke Bradly, of the 
Chickahominy tribe, which has a reser- 
vation near Richmond, Va., now carries 
three policies in the Mutual Life for the 
protection of his family. 





RE-ENTERS WASHINGTON 
The Guardian Life has re-entered the 
state of Washington. Ralph M. Sweet 

has been made manager at Seattle. 





H. G. JOHNSON MANAGER 
Harold G. Johnson, former assistant 
manager of the Pittsburgh agency of the 
Bankers’ Life, has been made managet 
of the Buffalo agency of this company, 
succeeding W. E. Bargar, who has re- 
signed. 
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happiness of its representatives. 


Pittsfield, Massachusetts 








1851 BERKSHIRE LIFE INSURANCE COMPANY 1929 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
agent. The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
has a well-earned reputation for a co-operative spirit between the Home 
Office and the Field Force that is of inestimable value to the success and- 


"Ask any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


FRED. H. RHODES, President 


B. J. H 
George T. Smith, Vice-President $ 
Chas. F. Nettleship, 2nd Vice-President 





The Colonial Life ‘{nsurance Company of America 
Over ONE HUNDRED MILLION DOLLARS 


A strong and progressive Company, affording agents unusual money-™ aking 
Opportunities through a wide variety of Industrial and Ordinary policies « dapted 
to the insurance needs of the whole family. 

OFFICERS 


Home Office—Jersey City. N. J. . 
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LEDGER ASSETS OF THE EQUITABLE 
December 31, 1928 


SECURITIES 
U. S. Government Bonds........ $ 10,934,750 
(1) Municipal, State, etc. Bonds...... 8,383,207 
Rasiroad DOnds< «:.<. «.0sc-0%s\es e+ 236,571,822 
Public Utility Bonds. ........... 132,556,452 
(2) Industrial and Miscellaneous Bonds 5,164,767 
(a) Boreign HORUS. ois ci 5<k'as cca ca 4,774,296 
og. a ee eee eee 17,124,798 
Pee Y LOANS. 28 oo oe sin diclee 151,579,676 
MORTGAGE LOANS 
Business and Dwelling. .......... 219,493,034 
Home: Purchase: ... 2... 02.0050: 45,679,207 
|e SSIS RRS OS ON Rape See re 176,838,741 
MISCELLANEOUS 
(5) Real Estate Owned.............. 18,696,008 
ER ee pore eee 5,350,580 
CET THRE CORED S 5 a kero was comes aids 1,407,492 








ee diagram shown above discloses at a glance the 
elements which compose the Equitable’s sound 
financial structure. The manner in which the funds 
held for the policy-holders are distributed over the 
various classes of investments represents not a hap- 
hazard growth, but rather the fruition of a compre- 
hensive program adopted by the Society years ago 
and consistently developed. This program reflects the 
best judgment of our Finance Committee, composed 
of men of long and varied experience. The financial 
structure which they have so carefully erected consti- 
tutes, in respect of both the selection of thousands of 
individual investments and their division by classes, 
the very highest order of institutional investment. 


TOTAL ASSETS OVER ONE BILLION DOLLARS 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
393 SEVENTH AVE., NEW YORK, N. Y. 














Page 14 


May 24, 1929 

















—_—= 





LIVEHINTS FOR BUSINESS 










Practical Suggestions to Help the Man With the Rate 


\GETTERS£-3 


<, 


Book Increase His Income and General Efficiency 


The encouraging 


Objections side of objections is 
Are Really given by the “Coloni- 
Encouraging al News,” of Colonial 


Life of America, 
which says that an objection is never a 
serious handicap to the experienced sales- 
man. He knows that whenever the pros- 
pect starts to hunt for reasons why he 
cannot take that policy, he should feel 
encouraged, for that means that he has 
shaken his prospect out of his indiffer- 
ence and the prospect is actually point- 
ing out to the salesman, unconsciously 
the very means by which his application 
can be secured. 

That’s why you should encourge your 
prospect to talk at least 50% of the 
time. Get a man interested and talking 
and he will usually end by talking him- 
sclf into the sale. If you do all the talk- 
ing, you may talk him out of it. 

* 


es 

The property con- 
Property ception of insurance 
Conception makes an appeal to 


of Insurance’ certain types of men 
who are not interest- 
ed in protection, says James H. Eteson, 
assistant superintendent of agencies of 
the State Mutual Life, in the State Mu- 
tual “Field Service.” Those who are 
more interested in their business and in- 
vestments than in their family, he ex- 
plains, will listen to a discussion of in- 
surance as property rather than protec- 
tion. The prospect often uses the argu- 
ment, “I do not need life insurance; I 
already have an ample estate,” but a 
property conception of life insurance, 
which, of course, has other applications 
as, for example, the loss of a valuable 
employe in a business, is an acceptable 
answer to the objection because it con- 
forms to his usual habit of thought. It 
is seldom that any man is indifferent to 
the preservation of what he already has. 

If the owner of a business sees fit 
to purchase fire, marine and embezzle- 
ment insurance to protect and preserve 
his interest in his property, so, too, he 
will incline to protect, by adequate life 
insurance, that part of his estate which 
can be preserved or indemnified against 
loss in no other way. 

- * * 


William T. Cole- 


Steering man, of the Union 
Through Central, in Elmira, N. 
Objections Y., believes in mak- 


ing sales by adroit 
steering of the prospect’s reasoning. Two 
of the common objections and the way 
he steers through them are given in the 
Union Central “Bulletin” as follows: 
“T have all the life insurance I need,” 
is the most common thought expressed 
by prospects. If the agent investigates 
the basis for this remark, he generally 
finds little foundation for it. I have 
found in a great many cases of this sort 
that the insured is protecting his credit- 
ors, the doctor and the undertaker, but 
has entirely neglected care for his de- 
pendents. An analysis of his policies with 
an outline of his liabilities will bring 
out this point. 


“T can’t afford it,” is another common 
dodge used to bring the interview to a 
close. I simply say in such cases: 

“Suppose your wife were taken to the 
hospital with appendicitis, would there 
be any question as to whether or not 
you could afford it? Life insurance, 
when there has been a premature death 
of the breadwinner is just as much a 
necessity for the happiness of your fam- 
ily as an operation for your wife.” This 
type of objection, properly answered, 
opens the way for the “You can’t af- 
ford to be without life insurance attack 
by the underwriter. 

* * 


STUDENTS HEAR ROTHENSIES 





Penn Mutual General Agent Addresses 
Business College Group at Wilming- 
ton On Insurance 


Giving a non-technical explanation of 
life illustrations drawn 
from home situations, Leo D. Rothensies, 


insurance with 
Penn Mutual general agent at Wilming- 
ton addressed a group of business college 
students last week and he summarized 
the picture in the following words: “Life 
insurance comes into the home, takes 
care of mother and of the children, saves 
the home if it is mortgaged, sends you 
boys and girls to college if that is where 
you intend to go. It enters right into 
the very heart of the home and encircles 
your lives with its protection. And still 
more. Father might become disabled, 
before he had grown old, through acci- 
dent or disease and lose his earning 
power. Life insurance would then pay 
him a monthly income as long as he was 
disabled, and if he should go while still 
disabled, the company would pay. mother 
the full amount of the policy, just as if 
father had not received that monthly in- 
come. And if he should become so dis- 
abled, he wouldn’t have to make another 
deposit of a single dollar—the company 
would do it for him. Thus father, as 
well as mother, and you children, is pro- 
tected.” 


HAS CUP FOR MANAGERS 








Missouri State Manager’s Cup First 
Presented to G. S. Hardin, Spokane; 
Donated by Harry Montgomery 


The Missouri State Life now has a 
business trophy for managers similar to 
the ones generally given to individual 
agents. This cup was presented to com- 
petition by Harry Montgomery, manager 
for the company at Seattle, Wash. The 
first winner of the cup was Glenn S. 
Hardin, district manager at Spokane, 
Wash. He won it by paying for the 
greatest percentage of increase in pre- 
miums in the current quarter of the 
year. 

This “Managers’ Cup” was presented 
by Mr. Hardin by the donor at a meet- 
ing at the Spokane agency of the win- 
ner. Charles E. Stumb. Pacific Coast 


agency supervisor, was also present and 
spoke to the agents, 


Gains in Millions of Dollars Mark 
Bankers Life Company’s Best Year 


1928 Gains 
Gain in Income, nearly................. $ 3,000,000 
Gain in Assets, over................... $ 14,800,000 
Gain in Legal Reserve Life Insurance 
Ee eT ey eer $ 52,000,000 
1928 Totals 
Total Income, over .................... $ 37,500,000 
"Feeeh W, GE ne ec cee cas $118,400,000 
Total Life Insurance in Force, over...... $886,000,000 
1928 Business 
Total Life Insurance Paid-For, over. ..... $140,000,000 


BANKERS LIFE COMPANY 


Gerard S. Nollen, President 
Established 1879 





Des Moines, Iowa 
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ADS SHOW W. A. LAW OFFICE 

William A. Law, president of the Penn 
Mutual Life, is seeing a drawing of his 
private office in newspaper advertise- 
ments all qver the country. It is one of 
a series of the offices of important ex- 
ecutives. 


of human relations. 


TALKS ON HUMAN RELATIONS 

President Arnett of the Inter-South- 
ern Life talked to the Kiwanis Club of 
Louisville a few days ago on the subject 
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“PREFERRED LIFE”’ 


50% Commission and your renewals 
guaranteed. Illustrations on request. 


S. SAMUEL WOLFSON, Gen’. Agent 
BERKSHIRE LIFE INSURANCE COMPANY 
Suite: 1503—225 West 34th St., N. Y. 
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We would like to tell you 


mum Cost— Only Company 


CANADA LIFE ASSURANCE 


H. W. JONES, Mgr. 
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pany,” has measured its success by the scope, manner 
degree of its service. 
its service broadens. 





Indemnity Benefits, and prompt payments and practices 
convenience of members are embraced in its present serv 


the best comes to those who give out the best of themselves. 


of New York 
34 Nassau Street New York, N. 





“In This Way We Measure” 


LIFE INSURANCE COMPANY may well measure its 
success by the good it performs rather than by great 
Through eighty-six years THE MUTUAL LIFE 
INSURANCE COMPANY OF NEW YORK, the “first American Com- 


In such a way it is measuring now as 


Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and Double 


It welcomes as field representatives those who know ‘hat 
success is according to the natural law of compensation—‘hat 


The Mutual Life Insurance Compaay 


and 


for 
rice. 


Y. 





DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd — 
Manager of Agencies 
_—_——_ ' 
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Adolph Hollander Of 
Equitable Society Dies 


RAN LARGE NEW YORK AGENCY 





In 1920 Led Equitable Force of United 
States in Production; Had Personal 


Call Record 





Adolph Hollander, manager of the 
Equitable agency at 1170 Broadway and 
at one time one of the largest personal 
writers in the United States, having led 
the Equitable in 1920 with a production 
of something like $5,000,000, died at his 
home at No. 365 West End avenue Mon- 





ADOLPH HOLLANDER 


day night. Mr. Hollander had been ill 
for three weeks. 
After many interesting experiences 


Mr. Hollander became a small manufac- 
turer in the clothing business, later go- 
ing into real estate. He entered life in- 
surance in 1911 as a sub-agent of the 
Equitable Life Assurance Society, made 
rapid progress, eventually becoming a 
general agent. For years he called upon 
alarger number of people each day than 
any other agent, and as a result of that 
acquaintance he began to write a great 
volume of life insurance. His particular 
pride was that he gave all of his busi- 
ness to the Equitable. Most of his poli- 
cles were small, $100,000 being a top 
case for him. In 1920 when he made 
sich a great record he also paid for 
$100,000 premiums in accident and health. 
About eight years ago Mr. Hollander 
decided that he was spending too much 
time on the street and that he would 
devote all of his attention to agency 
building with a result that for some 
years he had a $10,000,000 or $11,000,000 
agency. The agency is exceeding that 
Pace this year. His chief lieutenant in 
Tecent years is Otto W. Kleppe, at one 
time associated with Second Vice-Presi- 
dent W. FE. Taylor. 
_Mr. Hollander leaves a widow, a mar- 
tied son and a married daughter. 





V. D. GRIFFIN GENERAL AGENT 

The Northwestern Mutual Life has ap- 
Pointed Vaughn D. Griffin of Manches- 
ter, N. H., general agent for New Hamp- 
shire and Vermont succeeding E. W. 
Chubb, resigned. Mr. Chubb will con- 
tinue as a personal producer. 





WON SUIT OF CLOTHES 
E, P. Waggener of Columbia, Ky., 
agent for the Sun Life of Canada, is 
Wearing a new suit of clothes, his reward 
fom the home office for fifteen appli- 


cations of $17,500 paid for business at 
the head office. 





_ Charles B. Knight, general manager 
n Greater New York for the Union 


entral Life is one of the staunchest . 


+ levers in special training for the new 
€ Msurance agent. 























EI] As of January 1, 1929, the - 
New York Life had about 
2 Million policy-holders 
Insured for over - 
634 Billions. 








Its assets amounted to 
over 144 Billion 
Dollars. 











NEW HOME OFFICE BUILDING 


NEW YORK LIFE INSURANCE 
COMPANY 


51 Madison Avenue, Madison Square, 
New York, N. Y. 
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|| | NYLIC INCENTIVES and AIDS TO SUCCESS | 
| Nylic Public Service | 
ylic Public Service 
i 
q Life Insurance is “‘public service.” : 
qg It helps individuals to save and insures their || 
life values against loss by death or by total 
and permanent disability. ‘ 
In order to earn interest on the policyholders’ —_||s 
savings, it loans money to home owners, to i 
railroads, to owners of city buildings, to  |5 
public utility companies, to the United States | 5 
government, and to states, counties and munic- 
ipalities. s 
q Probably no other institution serves our people | 
; singly and collectively, both as private indi- |} 
Ey viduals and citizens, in so many vital ways. : 
B gq A company’s usefulness to the community is, 
cl therefore, largely measured by the number of 3 
: people protected, the amount of insurance in |g 
: force and the amount of its invested assets. : 
= ie 
ig 
———_—_——— : 














Newark Sun Life Office 
Promotes L. E. Malone 


APPOINTED AGENCY ASSISTANT 





Succeeds C. Nelson Gray, Transferred 
to Providence, R. I.; L. B. Roberts 
Made Trenton District Manager 





Leyman E. Malone, who has been con- 
nected with the Newark office of the Sun 
Life of Canada since last September, has 
been appointed agency assistant of the 
Newark district, succeeding C. Nelson 
Gray, who has been transferred to Provi- 
dence, R. I., and made manager of the 
new office which the company has just 
opened in that city. 

Mr. Malone has been engaged in gen- 
eral life insurance for more than ten 
years, and was associated with the 
Fidelity Mutual Life for a number of 
years in Topeka, Kans., as general agent 
and later transferred to Asbury Park, 
N. J., as an inspector. Since his con- 
nection with the Sun Life in Newark 
he has written one application every 
piven day and has paid for more than 


Another promotion announced _ this 
week in the Newark office was that of 
L. B. Roberts, who has been advanced 
to district manager and attached to the 
Trenton office. He has been associated 
with the Sun Life for a little more than 
four years and has been a consistent 
producer. 

For the period of one month ending 
May 12 the total amount of paid for 
business was $663,000 and $100,000 in an- 
nuities for the Newark district. The 
agency is also planning to take additional 
space on the twelfth floor of the Military 
Park building due to the expansion of 
territory and additional office force. 





STATE FARM LIFE CONTRACT 





Made by Indiana Farm Bureau Federa- 
tion; Tie-up with Auto 
Farm Mutual 

Directors of the Indiana Farm Bureau 
Federation, meeting in special session in 
Indianapolis recently, signed a contract 
with the State Farm Life Insurance Co. 
of Bloomington, IIl., to give the farm 
bureau the agency for the insurance 
company in Indiana. This announce- 
ment was made by William H. Settle, 
president of the Indiana Farm Bureau 
Federation. 

The State Farm Life is under the 
same management as the State Farm 
Mutual Auto Insurance Co., for which 
the farm bureau has been the Indiana 
agent for several years. There are now 
more than 43,000 Indiana members in 
the company. 

According to James R. Moore, editor 
of the “Hoosier Farmer,” the Blooming- 
ton company provides a special form of 
life insurance designed for farmers and 
their families. All forms of life insur- 
ance are included in its work.. The con- 
tract will take effect immediately and 
headquarters will be located in the of- 
fices of the farm bureau in Indianapolis. 





ILLINOIS ASSOCIATION MEETS 


The Illinois Association of Life Under- 
writers elected Ralph C. Lowes of Peoria 
as president at the annual convention in 
Bloomington May 18. Other officers are 
Herbert Hendricks, first vice-president; 
C. C. Webber, second vice-president; L. 
P. Livingood, secretary-treasurer. _ Dr. 
S. S. Huebner, Charles M. Cartwright, 
C. C. Webber and E. B. Thurman were 
the speakers. 





THREE FRATERNALS DISSOLVED 

Three fraternal societies have been re- 
ferred to the Illinois Attorney General 
for dissolution. They are the Confedera- 
tion of Bohemian American Foresters, 
the Supreme Council of the Ancient 
Universal Order of Harvesters and the 
Knights and Daughters of the Golden 
Rule. 
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Study Sales Control 
And Buyers’ Habits 


INDUSTRIAL RESEARCH PLAN 





James L. Madden Tells Manufacturers 
of Modern Methods of Using Busi- 


ness Analysis 





Industrial research is now devoting 
studies to such subjects as sales control, 
control of salesmen’s activities and con- 
sumers’ habits, according to James L. 
Madden, third vice-president of the Met- 
ropolitan Life, speaking before the Na- 
tional Electrical Manufacturers’ Associa- 
tion at Hot Springs, Va., last week. 

“Particular emphasis is being placed 
on sales control through estimates of fu- 
ture sales volume,” said Mr. Madden. 
“Just so far as these estimates can be 
made reasonably accurate a business may 
be prepared for the demands to be made 
upon it by consumers. To do this re- 
quires the use of sales statistics, careful 
study of the factors which affect sales 
volume and a knowledge of general eco- 
nomic trends. Highly accurate predic- 
tion of future sales has often been made 
possible through such scientific methods, 
particularly when the forecast has not 
extended too far into the future. 

“The study of the distribution of sales- 
men’s time has uncovered some of the 
most glaring wastes in the whole field of 
selling. One very successful firm which 
made an analysis to find out what their 
salesmen were doing discovered that they 
were spending only 15% of their time 
in the presence of customers. The execu- 
tives then developed a plan for improv- 
ing this situation, with the result that 
their salesmen now spend 25% to 30% 
of their time with customers, and a cor- 
responding increase in sales has been 
realized. Manufacturers and distributors 
today are attaching greatly increased im- 
portance to knowledge of consumers of 
the products they sell—knowing how 
they buy, when they buy, where they 
buy and why they buy. It is not unusual 
to find firms making very elaborate stud- 
ies of consumers’ buying habits and find- 
ing it profitable.” 





VERDICT AGAINST COMPANY 





National Life & Accident Lose Alleged 
Suicide Case; Insured Fell Off 
a Train 

The guardian of I. N. Puckett of Lex- 
ington, Ky., was given a verdict of $15,- 
000 against the National Life & Accident 
Insurance Co. when it was disclosed by 
evidence in the Fayette Circuit Court 
that Puckett had been killed accidentally 
and had not committed suicide. The evi- 
dence was that Puckett while in good 
health and his financial affairs were in 
good shape had fallen from the observa- 
tion platform of a train between Lexing- 
ton and Cincinnati, and was killed. The 
company claimed that he had intention- 
ally taken his life in that manner. The 
policy called for $7,500 with a double lia- 
bility clause. 





HUB INSURANCE EXHIBIT 


The General Federation of Women’s 
Clubs through the courtesy of President 
Hewitt of the Boston Association of 
Life Underwriters, will instal an Insur- 
ance Exhibit at their Biennial Council 
meeting at Swampscott, Mass., May 28- 
June 1. Between 2,000 and 3,000 women 
will attend. 





SAFETY IN WELDING 
“Safety in Welding,” the most recent 
industrial publication of the Metropolitan 
Life, is based upon the study of welding 
practices and presents the outstanding 
health and accident hazards involved with 

suggestions for overcoming them. 





MISS SHAPIRO MOVES 
Miss Mary Z. Shapiro, well known 
agent, has removed her offices to the 
Woolworth Building. 


Old Hartford Life 
Fund Soon Liquidated 


NOW HAS _ $1,812,500 





IN FORCE 





Distribution of Men’s Division Within 
Few Years; Women’s Division 
Small in Amount 





A decrease of $326,000 in the insurance 
in force in the Men’s Division of the 
Safety Fund Department of the Hartford 
Life during the year ended March 31, 
1929, is indicated in a report filed with 
the Connecticut Insurance Department 
by Insurance Commissioner Dunham. 

The amount of insurance in force in 
the Men’s Division of the Safety Fund 
now stands at $1,812,500. The number 
of certificates in force declined during 
the year from 1,203 to 1,023. The amount 
of decrease in insurance in force in the 
last quarter was $95,500, and the cer- 
tificates in force declined by 52. 

When the amount of insurance in the 
Men’s Division is reduced by death and 
lapsation to $1,000,000, the Safety Fund 
will be distributed proportionately, in 
accordance with a decision handed down 


THE HOME LIFE INSURANCE COMPANY OF AMERICA 
INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
Home Life Agents have a whole family of potential policyholders 
back of every door bell. Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 
“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


Independence Square 


Interested in Replies from Pennsylvania and Delaware. 


—_———.. 





Philadelphia, Penna. 





ih RE A sar a 


by the Connecticut Supreme Court sev- 
eral years ago. This will result in pay- 
ing off each certificate at approximate- 
ly its face value. On the basis of av- 
erage decrease for the past several years, 
the distribution might be expected to 
take place in the next few years. 

A decrease of $65,000 in the Women’s 
Division of the fund is reported for the 
past year, making the amount of insur- 
ance now in force in this division $290,- 
000. The distribution point in this Safety 
Fund will be reached when the amount 
of outstanding insurance is reduced to 
the then market value of its assets. 
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sales literature. 
claims. 


The Company’s 











Liberal contracts are offered. Well 
organized educational, training and 
sales research departments are at the 
service of our men. 
printed and effectively illustrated 
Prompt, efficient 
underwriting. Quick payment of 


HILLSMAN TAYLOR, President 


SERVICE 


At Your Command- 


HE Missouri State Life has twenty-seven 
Branch Offices located in twenty-seven of the 
principal cities throughout the United States. These 
offices extend to field men the personal cooperation 
of trained representatives in each of the Company’s 


multiple lines—Life, Accident and Health, Group 
and Salary Savings. 


Attractively 


progressive, pio- 
neering spirit makes it a most de- 


More than 


$1,200,000,000 


of insurance in force 


MISSOURI STATE ‘LIFE 
INSURANCE COMPANY | 


HOME OFFICE: St. Louis 





sirable Company for live, forward- 
looking Agents to represent, and 
its new liberal policy forms offer 
attractive selling plans. 


Men of high character and ability 
are offered a real future with the 
Missouri State Life— 


The Progressive Company. 


The Safety Fund department was es- 
tablished by the Hartford Life in 189, 
and was maintained entirely apart from 
the non-participating or stock depart. 
ment of the company. The Hartford 
Life ceased writing business in 1915 and 
now exists solely for the purpose of 
carrying out its assessment business un- 
der the Safety Fund plan. 





VISITED CHICAGO 


E. Paul Huttinger of the Penn Mutual, 
law and tax expert, was a Chicago visi- 
tor on Saturday. 
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Incontestability iG 
Involved in Law Suit 


UNSETTLED QUESTION RAISED 





Levinson vs. Metropolitan Suit Based on 
Situation Having Conflicting 
Decisions of Courts 





A point concerning the incontestability 
clause in life insurance policies that is 
an unsettled question of law is involved 
in the case of Sarah Levinson against 
the Metropolitan Life in the Supreme 
Court, New York County, according to 
Alex Davis, attorney, of New York. The 
policy in suit contains the following 


| clause: 


“Incontestability: This policy shall be in- 
contestable after it has been in force for a 
period of two years from its date of issue, ex- 
cept for non-payment .of premiums. * * *” 

The policy was issued on November 
20, 1926; the insured died on January 
23, 1927. Suit was not brought against 
the insurance. company until after two 
years from the date of the policy. The 
question of law before the court and on 
which the decisions of the various courts 
are at variance is with respect to the le- 
gal effect of the words, “in force for a 
The contention 
of the insurance company, represented 
by Grout & Grout, its attorneys, is that 
the words “in force for a period of two 
years” means that the injured must be 
alive for at‘ least two years after the 


= issuance of the policy, and that if the in- 


sured died before the expiration of the 
two year period, the policy is not in force 
and is contestable. This was the ruling 
of the Appellate Division, Second De- 
partment, in another case, which held 
that the insured must be alive at the end 
of the two year period in order to enable 
the beneficiary of the policy to avail 
herself of the incontestability clause for 
the purpose of eliminating any defenses 
the company might set up. 

Attorneys for the plaintiff contend that 
the policy remained in force upon and 
after the death of the insured, the plain- 
tiff-beneficiary being a party to the pol- 
ty upon the death of the insured and 
that all of the provisions of the policy 
inured to her benefit, including the in- 
contestibility clause. The New York 
Court of Appeals has not squarely passed 
on this question of law, according to Mr. 
Davis, so that the situation confronted 
1s one which is unsettled at this time. 





The National Life Association of Okla- 
homa City has entered Texas. 


Diplomas Given To 56 
By Chicago Institute 


400 ATTEND COMMENCEMENT 





Life Trust Institute’s First Course Com- 
pleted; Beneficial Effects From 
Training 





The first course of lectures by the 
Life Trust Institute of Chicago has been 
successfully completed and about 400 


agents, managers and bankers attended 
the commencement exercises last Friday 
when fifty-four persons received diplo- 
mas. Better co-operation and more ef- 
ficient handling of life insurance trusts 1s 
expected to result from the Institute's 
courses. 

Eugene M. Stevens, president of the 
Continental Illinois Bank & Trust, pre- 
sided and the diplomas were presented 
by Roy L. Davis, director of instruc- 
tion for the Institute. The course con- 
sisted of one session a week for twelve 
weeks at which leading bankers and life 
underwriters were the lecturers. The 
institute is the joint undertaking of the 
Chicago Association of Life Underwrit- 
ers and a group of ten downtown trust 
companies. 

The principal speaker was Dr. Svcs 
Huebner, dean of the American College 
of Life Underwriters and professor of 
insurance at the Wharton School of Fi- 
nance and Commerce of Philadelphia. 
He spoke on “Life Values.” 





NATIONAL LIFE (VT.) MEETING 

The St. Louis and Louisville agencies 
of the National Life of Vermont held 
a joint two-day meeting at the Con- 
gress Hotel, St. Louis, last week which 
was attended by President Fred A. 
Howland, Second Vice-President Edward 
D. Field and Agency Supervisor Will- 
iam O. Searle of the home office. 





MANY WAR INSURANCE SUITS 

During the week of May 13 the 
United States Department of Justice re- 
ceived forty suits from different parts 
of the country on war risk insurance, 
every case being to recover the full 
amount of $10,000. This was an unusual 
volume. 





HEADS FIELD ORGANIZATION 

Chester O. Fisher, general agent for 
the Massachusetts Mutual at St. Louis, 
was elected president of the General 
Agents Association of the company at 


the annual convention held at Spring- 
field. 

















(Con mt topics 


(Topics of The Connecticut Mutual) é 








VoL. 4 


May, 1929 


No. 5 





1846 





a 





Individual 
Treatment for 


Individual Needs and Preferences 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
Hartford 


Over 83 years in Business 


1929 








OLD COLONY HOLDINGS SHRINK 


Appraisal of Florida Real Estate of 
Chicago Company Drops from 
$364,761 to $44,530 
It was brought out at a hearing in 
Chicago this week that the real estate 


holdings of the Old Colony Life of Chi- 
cago in Florida, upon the value of which 
will depend whether the company will 
be taken over by the State Insurance 
Department and liquidated, are esti- 
mated to be worth a total of $44,530 as 
against the company’s valuation of $364,- 
761 and the figure of $149,000 carried in 
the department’s examination records. 

The hearing was before the master in 
chancery for the Circuit Court, Judge 
Harry Fisher having appointed a master 
for the taking of evidence as to whether 
the petition of the attorney general that 
the Old Colony Life shall be liquidated 
shall be granted. An appraiser who 
qualified as an expert on Florida real 
estate values made the estimate of val- 
ues. The Old Colony holds 7,660 acres 
valued at $3 per acre and property at 
Tampa valued at $21,550. 





HOLDS CANADIAN CONVENTION 





Metropolitan Life Dominion Managers 
Gather at Chateau Laurier; Vice- 
President Cox Present 
The Metropolitan Life held its fifth 
annual Canadian convention last week at 
Ottawa with Canadian managers and 
leading agents in attendance. The busi- 
ness sessions were presided over by H. 
E. North, third vice-president in charge 

of the Canadian head office. 

Vice-President Robert Lynn Cox was 
present and addressed the meeting. At 
the close of the convention there was a 
dinner at the Chateau Laurier. 





FIDELITY REACHES $400,000,000 


Philadelphia Company Which Celebrated 
Half-Century in December Rounds 
Out Business in Force 


The Fidelity Mutual Life of Philadel- 


phia reached the $400,000,000 mark of 
life insurance in force on May 16. Last 
December the company celebrated its 
fiftieth anniversary. It took the com- 
pany twenty-three years to reach its 
first $100,000,000 and but four years to 
add the last $100,000,000. 





LOSE MONEY ON GROUP 


Recent figures coming into possession 
of group life insurance men are to the 
effect that several of the companies lost 
money on group last year. One com- 
pany lost about $700,000. 














Speed - 0 - gram 
No. 2 


To help out a broker, the 
policy had to be sent to 
New York by messenger 
on the eleven o’clock train. 


The last man to check it 
realized every minute 
counted. He stationed a 
messenger on the lawn 
below the window of his 
office which is on the fourth 
floor. The completed 
policy was dropped to the 
waiting messenger. He 
raced with it to the West 
Philadelphia station, 
caught the train, and “the 
country was saved.” 


You are entitled to profit 
by such service. 


JOHN MUMFORD 
Brokerage Expediter 


Wells & Connell 


General Agents 
Provident Mutual Life 


33 Liberty St., - New York 
Phone: John 3771 























SECURIT Y— 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance 
Companies in the United States. Through 
the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 


The Mutual Benefit Life Insurance Co. | 


Newark, New Jersey 








Organized 1845 
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Billion In Proceeds 
To Workers Annually 


DR. WOLMAN SAYS IN REPORT 





Survey Shows Huge Sum Goes to 
Wage Earners and Small Salaried 
Group From Insurance 





Wage earners and the lower salaried 
groups receive more than $1,000,000,000 
annually of the total income accruing to 
insurance beneficiaries in the United 
States under all forms of proceeds pay- 
ments, according to the estimate of Dr. 
Leo Wolman, who wrote the chapter on 
“Labor” in the report of the National 
Bureau of Economic Research to Presi- 
dent Hoover’s Committee on Recent 
Economic Changes. Dr. Wolman called 
attention to the fact that life insurance 
has been growing faster than population 
in this country. 

Known streams of income from insur- 
ance, that from industrial, group and fra- 
ternal and assessment insurance, are put 
at $610,267,482 in 1927 in the chapter, and 
adding to this the approximate income 
received by workers from ordinary in- 
surance and workmen’s insurance, Dr. 
Wolman estimates that the present an- 
nual income to the wage-earning and 
lower salaried groups must be more than 
$1,000,000,000. 

Commenting on group insurance, Dr. 
Wolman writes: 

“Nearly all welfare plans now make 
some provision for workers’ insurance, 
principally against death, but in increas- 
ing measure against total disability, sick- 
ness and old age as well. The form of 
workers’ insurance which is most sig- 
nificant in this connection is that com- 
monly known as group insurance, which 
is clearly distinguishable from other ex- 
isting forms of personal insurance.” 

In the five years from 1911 to 1915 the 
increase in per capita insurance in force 
was 19%; in the next five years 62%; 
from 1921 to 1925, 47%; and from 1926 to 
1927, 9%. 

“Ordinary life insurance is still the 
most popular form,” observes Dr. Wol- 
man. 





FOUR AT ONCE 





Applications of Whole Family Result of 
One Call by Cecilio Rosenwald, 
Missouri State Life 


Four applications at one call were 
gotten, by Cecilio Rosenwald of the J. 
Tom Dannel agency of the Missouri 
State Life in New Mexico. The appli- 
cations were on the family of L. Lloyd 
Mayer of Madrid, New Mexico. 

Mr. Rosenwald called at the home of 
this family on May 10. He brought back 
applications on the entire group. The 
apps consist of one Ordinary life, one 
Twenty-Payment life and two 20-Year 
endowment. 

Mr. Mayer is himself a salesman, who 
is in the grocery department of the New 
Madrid Supply Company. The meeting 
of two good salesmen was no doubt an 
interesting and refreshing event, as well 
as a profitable one for all parties in- 
volved. 





HAVE AGENCY EXAMINER 

John S. Tunmore, general agent of the 
Provident Mutual Life in New York, 
and R. A. Van Alst, Jr., general agent 
for the Berkshire Life, have arranged 
with Dr. Harry G. Watson to make his 
headquarters at their offices, 100 East 
42nd street, from one to three o’clock. 


PLANS ESTATE ANALYSIS 





Equitable Trust Forms New Department 
to Give Expert Service in 
Estate Planning 
The Equitable Trust of New York has 
organized a new department to be 
known as the “Estate Analysis Depart- 
ment” which will be devoted to study 
and analysis of the make-up of per- 
sonal estates for the purpose of present- 
ing unified plans for protection of as- 

sets and for efficient management. 

The new department will function as 
a service to life underwriters, attorneys 
and others where expert analysis and 
planning is desired. 


‘Laird On Disability 


(Continued from Page 9) 
further disability income regardless of 
his earnings. The companies should at 
least protect themselves by establishing 
some way of reporting to a central 
clearing-house every case where the ap- 
plicant has secured disability benefits of, 
say, $250 a month in one company. This 
will not only give a means of knowing 
how much disability coverage he is build- 
ing up but may prove that one or more 
of these policies was secured by con- 
cealing the other insurance. If this in- 
formation is available within the first 
year or two after a policy has been is- 
sued, the company will be in a stronger 
position to lift the policy and thus re- 
tire from the risk of excessive disability 
payments. 

One of the inspection companies has 
already recognized this need. On certain 
target risks, it makes a survey showing 
the total amount of life insurance and 
the total amount of disability secured 
in each company. It then distributes 
this information to each company inter- 
ested. This is a valuable service as it 
gives a check-up on the information in 
the application and in the agent’s state- 
ment. It may enable a company to lift 
its policy within a few months after the 
insurance was placed. This same in- 
formation on target disability ceases to 
be defined for instance, as “any case 
in which any one company issues $250 
a month or more,” could be made avail- 
able much more promptly by the com- 
panies themselves through the machin- 
ery already established. 

9. A specific case will illustrate what 
can be done. One company issued dis- 
ability income of $100 a month on a 
man whose application showed that his 
aggregate disability benefits in all com- 
panies at that time were approximately 
$650 a month. Later information showed 
that this application had understated the 
disability and that he had actually had 
$1,500 a month. The company had a 
definite rule limiting the aggregate cov- 
erage in all companies to $750 a month. 
The incontestable clause had not yet be- 
come operative. In fact, it did not apply 
to the disability benefits. The company 
showed the agent and the applicant that 
if full information had been received the 
disability would not have been granted. 
The policy was thereupon returned to 
be re-written without the disability 
benefit. 





Summary 
The movement in favor of pro rate is 
gaining great momentum. The two com- 
mittees of actuaries have recommended 
that it be permitted. Probably some 


states will soon make it compulsory. If 
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Siandard Disability 
Report Completed By 
Actuaries’ Committees 


AT WORK ON TABLE OF RATES 





Report Sent to Commissioners Says Ob- 
jective Was to Get Uniformity; What 
+ _ Effect Will Be 





The two committees of actuaries, one 
appointed by the National Convention of 
Insurance Commissioners representing 
state insurance departments and _ the 
other appointed by the Superintendent 
of Insurance of New York, from among 
company actuaries, have completed their 
labors and in a report made this week 
have drafted proposed standard provi- 
sions for disability benefits in connec- 
tion’ with life policies. James D. Craig, 
Metropolitan, was chairman of the com- 
pany committee and Grady H. Hipp, ac- 
tuary, New York Insurance Department, 
was chairman of the department com- 
mittee. 

The report explains that many of the 
recommendations - represent a middle 
ground and that the main object before 
the committee was to bring about the 
uniformity the commissioners desired. 
On the, much discussed matter of pro- 
rating. benefits, the report leaves the way 
open for the adoption of such a clause 
but it points out that “the difficulties 
incident to drafting and administering a 
‘prorating clause are such that up to the 
present time only one company has 
deemed it expedient to adopt one.” 

It is revealed in the report that the 
committees are working on a table of net 
premiums and reserves and they will be 
prepared to make definite recommnda- 
tions before the end of the year. 


Effects of Standard Provisions 


Adoption of these standard provisions, 
the report says, will have among others 
the following results: 

(1) Elimination of the “professional 
man’s policy,” as the proposed provisions 
do not permit payment of benefits when 
the insured is unable to perform the du- 
ties merely of his customary occupation. 
(2) Exclusion of the payment of any 
disability benefit for the first three 
months of disability—the maximum al- 
lowance permitting benefits to accrue 
after three months with the first pay- 
ment at the end of four months if dis- 
ability has continued so long. (3) Ex- 
clusion of any increasing disability bene- 
fit Such as an increase of 10% a year or 
an increase of 50% after five years and 
10% after ten years. (4) Prohibition 
of retroactive income payments for more 
than one year on delayed claims. (5) 
Requirement of retroactive waiver of 
Premium for at least six months on de- 
layed claims. (6) Requirement of recog- 
tition within certain limits of disability 
Ocurring within the grace period. (7) 
Xclusion of any disability benefit where 
disability occurs after age sixty except 
on certain endowments and deferred an- 
nuities. (8) Exclusion of disability claims 
When notice of claim is not submitted 
Por to death and prior to termination 
of disability. (9) Exclusion of benefits 
or partial disability. 

._ the proposed standard provisions are 


three parts—prescribed, permitted and 
Prohibited. 


Provisions Prescribed 


(1) That total disability is incapacity 
(resulting from bodily injury or disease) 
to engage in any occupation for remu- 
Neration or profit. (2) That total dis- 
ability which has been continuous for a 
Period specified in the provision (not less 
‘an tour months nor more than one 
Year) shall be presumed permanent. (3) 
Hat written notice of claim must be 
a to the company (a) during the life 
'me of the insured and (b) during the 
Period of disability. Failure to give no- 


lee within the time provided in the pol- 


= be shown not to have been reason- 
Y Possible to give such notice and that 
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'Y shall not invalidate any claim if it . 


notice was given as soon as was reason- 
ably possible. (4) That if total and per- 
manent disability is established as re- 
quired by the provisions, any premium 
or instalment thereof which fell due dur- 
ing such total continuous disability, and 
during a period specified in ‘the provi- 
sion (not less than six months) imme- 
diately preceding notice of claim shall be 
waived. (5) That if total and permanent 
disability is established as required «by 
the provisions, which began after the due 
date of a premium or instalment thereof 
in default, but not later than the last day 
of grace, provided such due date was 
within a period specified in the provision 
(not less than six months) immediately 
preceding notice of claim, disability 
benefits shall be allowed as if the de- 
fault had not occurred, but the insured 
shall be liable for the premium in de- 
fault with interest thereon, if any. (6) 
That any dividends which would other- 
wise have become payable during dis- 
ability shall be allowed as though the 
disability had not occurred, unless an an- 
nuity is provided as permitted by para- 
graph 12 hereof. (7) That upon recov- 
ery of the insured from total disability, 
disability benefits shall cease and pre- 
mium or instalments thereof becoming 
bre after such recovery shall be pay- 
able. 


Provisions Permitted 


(8) That the entire and irrevocable 
loss of sight of both eyes or the sever- 
ance of (or alternately, the entire and 
irrevocable loss of fhe use of) both 
hands or of both feet, or of one hand 
and one foot, shall be deemed total dis- 
ability. (9) That disability occasioned 
by certain risks or hazards specified in 
the provision shall be excluded from the 


coverage. (10) That the disability pro- 
vision shall be canceled or modified in 
the event of the marriage of the insured 
if the insured is a female. (11) That 
disability benefits shall be payable either 
to the insured or to a beneficiary. (12) 
That in lieu of income payments, there 
shall be payable an annuity certain for a 
period of not more than ten years, the 
present value of which shall be equal to 
the amount of insurance, but that upon 
recovery such annuity shall cease, and 
the insurance shall be restored at a pro- 
portionate premium for an amount equal 
to the present value of the unpaid instal- 
ments. (13) That in the case of endow- 
ment policies or deferred annuities in- 
come payments shall be made during the 
continuance of disability after maturity, 
provided disability occurred prior. to ma- 
turity and prior to the insured’s attain- 
ing age sixty. (14) That in the case of 
endowment policies or deferred annuities 
maturing at an age not greater than six- 
ty-five, disability benefits shall be al- 
lowed up to the date of maturity, in case 
the disability occurred after the insured 
attained age sixty, but before the date 
of maturity. (15) Any other provision 
not inconsistent with these requirements 
which may be necessary to the efficient 
administration of the coverage provided 
and the protection of the interests of the 
insurer or the insured. 

(The intention is to permit among 
others provisions such as the following) : 
(a) That proof of disability shall be 
made at the time and in the form and 
manner as specified in the provision. (b) 
That the insurer may require proof of 
continuance of disability, including exam- 
ination of the insured by the insurer at 
reasonable intervals. (c) That the in- 
sured may not convert the policy to a 
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higher premium plan during continuance 
of disability. (d) That the insured may 
not change the mode of premium pay- 
ment during the continuance of disabil- 
ity. (ec) That a proportionate reduction 
of income payments, accompanied by re- 
turn of premiums paid on the amount of 
such reduction, may be made in case the 
aggregate monthly amount payable to 
the insured on account of disability ex- 
ceeds the percentage specified in the 
provision (not to exceed 100%) of 
monthly earned income at date of dis- 
ability, or alternatively at date of ap- 
plication. 


Provisions Prohibited 


(16) That disability benefits shall be 
allowed for disability other than that 
defined as total and permanent by para- 
graphs 1, 2 and 8 hereof. (17) That dis- 
ability benefits shall be allowed for dis- 
ability commencing after the insured has 
attained age sixty (except in accordance 
with paragraph 14 hereof). (18) That 
the face amount of insurance shall be re- 
duced by the amount of any disability 
benefits (except in accordance with para- 
graph 12 hereof). (19) That in the case 
of life insurance policies the monthly 
income payment shall exceed 1% of the 
face amount of insurance (exclusive of 
additional accidental death or pure en- 
dowment benefits). (20) That in the 
case of deferred annuities with maturity 
at age 70 or earlier the monthly dis- 
ability income payment shall exceed one- 
twelfth of the annual annuity or in the 
case of deferred annuities with maturity 
at a later age a monthly, income disabil- 
ity payment shall be allowed. (21) That 
income payments shall be made for any 
part of the first three months of total 
disability or for any fractional part of a 
month thereafter. (22) That income pay- 
ments shall be made retroactively for a 
period of more than one year prior to 
written notice of claim to the company 
or in any case for any part of the first 
three months of total disability. 





JEFFERSON STANDARD MEETING 





Field Force Gathered at Home Office 
in Greensboro Hear Prominent 
Speakers 
The Jefferson Standard Life held an 
agency convention at the home office, 
Greensboro, N. C., this week, starting 
with a reception for field force and 
guests Monday evening in the rooms of 

the Jefferson Standard City Club. 


The first business session Tuesday was 
presided over by Vice-President and 
Agency Manager W. T. O’Donohue. 
President Julian Price made the opening 
address. Among those on the program 
were Nathaniel H. Seefurth of New 
York and Chicago, president of National 
Service Publications; Dr. Charles J. 
Rockwell, director, Rockwell School of 
Life Insurance; Gilbert T.. Stephenson, 
vice-president Wachovia Bank & Trust 
of Winston-Salem; and a number of the 
home office and leaders of the field. 





GERARD NOLLEN MONTH 





Campaign for Bankers’ Life President in 
June; April Was Conservation 
Month 

June will be considered “Nollen 
Month” in the Bankers Life of Iowa, 
which is to start a campaign in honor of 
Gerard S. Nollen, president of the com- 
pany. It is hoped that the field force 
= produce $20,000,000 during that pe- 
riod. 

During April the company put special 
emphasis on conservation of policies. 
During the month the conservation total 
was approximately 21% of the aggregate 
paid for during that time. 





INSURED MUST KNOW OF POLICY 
Circuit Judge Stoll of Lexington, Ky., 
in a:dcase this week decided that a 
womarm cannot legally take out insurance 
on hervhusband without his knowledge 
and consent; and that secret policies are 
not legal. The case was Austin Hines, 
administrator, against The Prudential. 
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NEW COVER SUGGESTION 

In an address before the Insurance 
Institute of London a well-known aver- 
age adjuster, J. S. Hogg, senior partner 
of Hogg, Lindley & Co., discussed the 
importance of insurance to credit. 
Among other things he made this sug- 
gestion: “I have little doubt that trade 
would be largely benefited if shippers 
were, by an insurance policy, able to 
guarantee to their buyers the absolutely 
sound delivery of their goods. Natural- 
ly, the question of premium enters large- 
ly into this matter, but many insurance, 
such as insurance on profits and credits, 
which involve comparatively unknown 
risks, have been successful when once 
a fair basis of premium has been fixed.” 





POTENTIALITIES UNLIMITED 

The report of President Hoover’s 
Committee on Recent Economic Changes 
is regarded as one of the most illumi- 
nating economic studies that has been 
made of American business. Of utmost 
significance are the conclusions of these 
experts that “saturation points”—the 
bugaboo of business aetivity—are not in 
the picture. They say: 

We seem only to have touched the 
fringe of our potentialities. The survey 
has proved conclusively what has long 
been held theoretically to be true, that 
wants are almost insatiable; that one 
want satisfied makes way for another. 
The conclusion is that economically we 
have a boundless field before us; that 
there are new wants which will make 
way endlessly for newer wants, as fast 
as they are satisfied. 





Insurance is grouped in this survey 
with the Service funcuons and OF these 
tne commuttee says: “tew or tne de- 
velopments revealed by the survey are 
ot greater potential significance than the 
accelerated growth ot our service indus- 
tries.” 

Indeed, insurance has gone along with 
general business in this era of accele- 
rated pace and has everywhere fitted 
into the new demands and achieved new 
records of its own. 

Insurance is also keenly interested in 
the conclusions of President Hoover’s 
experts that the condition of prevailing 
prosperity can be made to persist—“We 
can go on with increasing activity”’—if 
we develop a technique of balance. In 
the past the experience of the insurance 
companies has followed the curves of the 
business cycle and a technique of bal- 
ance that would eliminate the extremes 
of inflation and depression would be 
of incalculable benefit to alb branches 
of insurance. 

The insurance business can make its 
own contribution to the much to be de- 
sired balance by sound administration 
and wise leadership. The closing para- 
graph of the report deserves a re- 
reading: 

Our situation is fortunate, our mo- 
mentum is remarkable. Yet the organic 
balance of our economic structure can be 
maintained only by hard, persistent, in- 
telligent effort; by consideration and 
sympathy; by mutual confidence and by 
a disposition in the several human parts 
to work in harmony together. 








Executives In Fighting Mood 


About New 


While the competitive situation in all 
the large cities is such as to put head 
fire underwriters of many companies in 
a bad humor almost everything that is 
happening anywhere else is said to be 
current in practice here. Resentment 
against some of the practices in Greater 
New York is crystalizing until at the 
present time a number of prominent 
companies are in a mood for action. 

A number of prominent executives are 
desirous of having made drastic rate re- 
duction on some of the profitable classes, 
in particular the building class. This at 
least will take some of the wind out of 
the sails of the higher commission com- 
panies, these underwriters say. Anyway, 
the situation is rapidly reaching a crisis. 
In the meantime, the old-established 
agencies continue perturbed at the large 


York Situation 


number of appointments being made. 

Reports that at a meeting of ten of- 
fices a decision was made to have these 
offices file their own rates were denied 
by two of the offices whom rumor had 
in the alleged agreement. 

The Eastern Underwriters’ Associa- 
tion at its monthly meeting last week 
decided to appoint a committee to study 
the situation in New York city. The 
E. U. A. wants to co-operate with the 
New York Fire Insurance Exchange in 
effecting any changes that the executive 
committee of the latter may recommend 
in the future. Several fire company ex- 
ecutives contend that excess brokerages 
are being paid in exchange territory in 
violation of rules and that something 
must be done to prevent widespread 
trouble. 
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The Human Side of Insurance 
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R. J. HILLAS 








ROBERT McCONNELL 








Robert J. Hillas, who, as president of 
the Fidelity & Casualty, figures promi- 
nently in the affiliation of that company 
with the Continental and Fidelity-Phe- 
nix, has spent his entire business career 
of fifty-three years with the Fidelity & 
Casualty. He has been its chief execu- 
tive for the past nineteen years. When 
he joined the organization it was going 
through a period of relative poverty. Its 
first home office was so inadequate that 
the clerks and officers were jammed into 
it like sardines in a can. It was some 
time before they could afford a stenog- 
rapher. The turning point came in 1887 
when George F. Seward, for many years 
the United States Minister to China, 
joined the company as its vice-president. 
He was elected president upon the death 
of William M. Richards, the first active 
president of the company. By that time 
Mr. Hillas had advanced to the post of 
secretary. In 1892 he was elected treas- 
urer and in 1903 he became vice-presi- 
dent. Seven years later the board made 
him president. It was at the big fiftieth 
anniversary celebration of the Fidelity & 
Casualty three years ago that Mr. Hillas 
was given public recognition for his un- 
tiring efforts to maintain the F. & C.’s 
position among the leaders of the busi- 
ness. Agents from all parts of the coun- 
try, many of whom had represented the 
company for more than twenty-five 
years, were called to the home office for 
the three-day anniversary exercises. 
They heard Mr. Hillas speak in glowing 
terms about Mr. Seward as “the man 
who made the company,” and as “one of 
the most distinguished figures in the in- 
surance business.” Then they united as 
one to present to Mr. Hillas a memorial 
in commemoration of his fifty years of 
service with the Fidelity & Casualty. 
The presentation was made by C. C. Na- 
dal, the ranking vice-president, who had 
himself seen forty years in the service 
of the organization. 

i ee 

Thaddeus P. Hyatt, assistant medical 
director of the Metropolitan Life, wrote 
one of the prize winning suggestions in 
the New York “Evening World” contest 
relative to the distribution of $10,000,000 
by C. Harold Smith, carbon king. Dr. 
Hyatt suggested that the fund be spent 
in caring for the teeth of children under 
eight years of age both by education and 
by dental infirmaries. 

eee a 

R. R. Lounsbury, president of the 
Bankers National Life of Jersey City, 
has returned from an extended trip to 
Jacksonville, Fla. 


Robert McConnell has succeeded J. J. 
Atkinson as general manager of the 
Royal. An indefatigable worker, an in- 
surance man with a world-wide reputa- 
tion, and one of the strong figures 
among the British underwriters, Mr. 
McConnell is transferred to his new 
post from London where he has been in 
charge of the Royal’s affairs there. 
About twenty years ago he was sent to 
London from Manchester where he was 
branch manager. He is president of the 
Insurance Officials’ Society, vice-presi- 
dent of the London Insurance Institute 
and vice-president of the Chartered In- 
surance Institute of Great Britain. Wal- 
ter Carter, former United States attor- 
ney, and who went to Liverpool in 19% 
as deputy manager, has been made man- 
ager at London. 

* * xk 


H. L’E. Malone and R. G. Roberts 
of H. L’Estrange Malone, European 
general agent. and ‘attorney in Europe 
for the Globe & Rutgers, Insurance Co. 
of the State of Pennsylvania, Camden, 
Security, Agricultural, Hamilton, and 
general agent for Great Britain for 
other companies, including the largest 
Austrian company, are in New York 
City. Mr. Malone is also a well-known 
litterateur. ; 

*. ky * 


Harvey Weeks, who has resigned as 
general agent of the Provident in Buf- 
falo, and who will enter the trust com- 
pany field in New York, talked on “Oats” 
before the Toronto Life Underwriters’ 
Association on May 16. 

oe. s 


Morgan B. Brainard, president of the 


_ Aetna Life and affiliated companies, has 


as a hobby the collecting of old Com 
necticut tavern signs. He has 2 number 
of pre-Revolutionary signs, one contall- 
ing a bullet hole. There are several 
dozen all told. 

a, Jaalh 


Fritz A. Lichtenberg, manager of the 
Massachusetts Mutual Life at Columbus, 
Ohio, paid. an unexpected visit to Bostot 
last week and was the guest of Stanfor 
Wright at the Penn Mutual table at the 
May meeting of the Boston Life Ur 
derwriters. 

* * * 

Morton Downey, one of the first stars 
of the talking moving pictures, was at 
one time an office boy in the home omce 
of the Travelers. He has appeared te 


cently in leading roles in “Syncopation 
and “Mother’s Boy.” 
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Not Writing His Life 

Reports that Darwin P. Kingsley, 
president of the New York Life, is writ- 
ing his memoirs for the “Saturday Eve- 
ning Post” are {ncorrect. 


H. V. Smith’s Fire Mark Collection 
The marvelous collection of old fire 
marks which attracted so much attention 
in the Philadelphia office of Harold V. 
Smith of the Franklin Fire will be 
moved to New York City by Mr. Smith 
and will find a place in his office here. 
Mr. Smith was recently elected vice- 
president of the Home as well as of the 
Franklin. 
* * * 
The “Super Man” Hunt 
Whether or not one of the big com- 
pany organizations in the insurance 
business was trying to locate a super man 
to run its affairs has been a subject of 
discussion for some time. Some say 
“Yes.” Some say “No.” ° Anyway, so 
much has been said about the subject 
that the controversy has refined itself 
into numerous bypaths including cues- 
tions tinged with satire, such as, “What 
is a Super Man?” and “Would you 
know a Super Man if you saw one?” No 
matter what the qualifications are per- 
Sons measuring up to any set of them 
are scarce. 
_The super men in the other walks of 
life have had lots of their glory tar- 
nished, Judge Landis is nowhere near 
the big figure he formerly was and while 
he holds his job he has often been se- 
verely criticized. Will H. Hays of the 
Movies has frequently been accused of 
having clay feet. Shapiro didn’t make 
good with the farmers in the overlord 
job he had 
It is also pointed out that even if in- 
surance should obtain the services of one 
of these master personalities, good at 
ceping companies in line, at building 
Prestige, at watching new laws, at pub- 
lic relations, given a few months in the 
Job, with presidents calling him by his 
tst name, some of the glamor, if not 
Prestige, would wear off. 
1.°s 


* 
Waddill Catchings And His Chum, 
_ William T. Foster 

Waddill Catchings of Goldman, Sachs 

0, who has recently become an im- 
ee figure behind the scenes of in- 
aa be cause of the tie-up the bank- 
oa nas with the National Liberty 
aa " Home groups, and through his 
ile’s 4 going on the board of Sterling 
pi nsuranshares companies, is gen- 
ar regarded as one of the most bril- 
— in Wall Street. He has six 
oil business and banking, eco- 
Willig.” ridge, golf, outdoor life and 
iam Trufant Foster. 
tia meg oster attachment is an outstand- 
isan em unusual friendship. Foster 
ian a the country’s leading econom- 
pes ere are few friendships in the 
Bi gad business world which are 
and C an this companionship. Foster 
whe atchings became friends at college 

te both were members of a debating 
























society. The minds and personalities of 
each seemed to fascinate the other. As 
years went by they began to collaborate 
in writing on economic subjects. Some 
time ago they jointly wrote a book called 
“The Road to Plenty,” which makes a 
plea for an engineering prosperity and 
favors high pressure production, even to 
the extent of speeding up in a period of 
business depression, on the theory that 
the more goods manufactured the lower 
the cost to the consumer, and, therefore, 
the larger the sales. The book had a 
good reception in the business world de- 
spite the fact that some of the country’s 
leaders are not in entire accord with 
the underlying theory. However, as re- 
cently as the late conference of the Gov- 
ernors at New Orleans Governor Brew- 
ster of Maine said he agreed with au- 
thors Catchings and Foster. 

Catchings for years has been growing 
in stature in the business and financial 
world. At the present time he is a di- 
rector in at least twenty of the leading 
American corporations. They | include 
Sears Roebuck, Warner Brothers, 
United Biscuit and Continental Can. 

Some time ago Mr. Foster (with 
Catchings in the background) established 
the Pollak Foundation for Economic 
Research. It is in Newton, Mass., and 
Mr. Foster is director of it. At one time 
Foster was head of Reed College, Port- 
land, Ore. In the May issue of the 
“Nation’s Business” there is an article 
by Foster and Catchings, part of which 
was reproduced in The Eastern Under- 
writer last week. At the present time 
Foster and Catchings are running a se- 
ries of articles in the “Christian Science 
Monitor.” 

It has been asked when Messrs. Fos- 
ter and Catchings get the time to write 
the articles or books they do. I am in- 
formed that at intervals they take a 
holiday, going to Catchings’ place at 
Lake Placid, New York, where for a 
week or so in an environment, includ- 
ing a big log fire, they will spend a lot 
of time in this literary collaboration. < 

The finance committee of the National 
Liberty and People’s National is com- 
posed of Waddill Catchings, chairman; 
Sidney J. Weinberg, Ralph Jonas and 
Wilfred Kurth. Mr. Weinberg, a part- 
ner in Goldman, Sachs & Co., and treas- 
urer of the Goldman, Sachs Trading 
Corporation, has gone on the National 
Liberty group boards. 

* * 


A Hit at Hanover Field Conference 
In Chicago 

I have often seen insurance men 
squirming in their seats with boredom 
during a ten or fifteen minute talk by 
some platitude artist; and, therefore, it 
is a pleasure to record that an insurance 
man recently talked to other insurance 
men for a period of four hours, a talk 
split into two sections of morning and 
afternoon, and he kept his audience in- 
tensely interested for the entire stretch. 


.The occasion was the field conference in 


Chicago last week of the Hanover Fire, 
and the four hour speaker was H. 











White, agency superintendent of the 
Marine Office of America. The Hanover 
is one of the member companies in the 
Marine Office of America. Including 
member and affiliated companies there 


are fourteen members, S. D. McComb 
being manager. 
The special agents “ate up” Mr. 


White’s talk in part for the reason that 
he was describing the different classes 
of insurance written by the Marine Of- 
fice of America, some of which coverage 
is Greek to the average fire insurance 
special. Thus, the forty field men at- 
tending the Hanover’s affajr had the op- 
portunity of hearing explanation of the 
following types of risk given by Mr. 
White: Aeroplane, Aeroplane Cargo, 
Aeroplane Express Shipments, Bridges, 
Builders’ Risks (vessels in course of con- 
struction); bulkheads; Foreign Ship- 
ments of Bullion, Export and Import 
Cargo, Coastwise Shipments, Contrac- 
tors’ Equipment, Cranes, Express, Fine 
Arts, Foreign Parcel Post, Grain, Har- 
bor Shipments, Inland Marine, Inter- 
coastal Cargo, Lake Cargo, Loading Ap- 
paratus, Merchandise Floater, Motion 
Picture Cameras and Equipment, Motion 
Picture Negatives, Motion Picture Posi- 
tives in Transit, Motor Boats, Motor 
Truck Contents, Musical Instruments, 
Ocean Marine, Outboard Motor, Boats, 
Physicians’ and Surgeons’ Instruments, 
Piers, Protection and Indemnity, Ra- 
dium, Foreign Shipments of Registered 
Mail, River Cargo, River Hull, Privately 
Owned Rolling Stock, Salesmen’s Sam- 
ples, Stevedores’ Equipment and Gear, 
Sun Ray, Tarvia Mixing Units of the 
Movable Type, Transit, Transportation, 
Trip Transit and Yachts. 

Of many of these covers I have heard, 
but Sun Ray and Tarvia Mixing Units 
were new ones to me. I asked Mr. 
White what they were. He said that 
Tarvia Mixing Units are found on gon- 
dola railroad cars running up and down 
a track near where improvements are 
being made in roadbed, etc., a mixing 
machine for making Tarvia which is a 
combination of tar, gravel and sand. Sun 
Rays are Sun Ray Lamps which the 
public is using to heat the body and thus 
derive the same benefit as a sun bath in 
Palm Beach‘or southern California. 

One division of Mr. White’s talk of 
especial interest was naturally about 
aeroplanes. He told among other things 
of the Associated Aviation Underwriters, 
the Marine Office of America and Chubb 
& Sons combination. 

The Hanover’s field conference was 
the first of the kind that the company 
has had in Chicago and lasted several 
days. The program was prepared by 
William K. Maxwell, assistant general 
agent of the Hanover, and he received 
many congratulations for the success of 
the convention. On the last day the field 
men’s organization had their own meet- 
ing, without company executives present, 
and the concluding event was a banquet 
with C. W. Borrett as toastmaster. It 
was in the Mid-Day Club, Chicago. Bor- 
rett is state agent of the Hanover for 
Iowa, and is head of the field men’s or- 
ganization. 

From New York came Vice-President 
Montgomery Clark and Secretaries A. E. 
Gilbert and F. Elmer Sammons to at- 
tend the conference. President Higley 
also attended some of the sessions. 

a aa 


Phillips Will Be On Hand 


Among those who will attend the 
meeting of the Association of Fire In- 
surance General Agents to be held in 
Denver June 4 and 5 is Louis Phillips 
of “The American Insurer,” New Or- 
leans, who is responsible for the organi- 
zation. It is the second one in the busi- 
ness of which Phillips is the father. In 
1910 he organized the Industrial Insur- 
ers’ Conference, now quite an organiza- 
tion. 

Phillips got the idea for the general 
agents’ association as he regarded them 
“as the only distinct kind of insurance 
practitioners left on the map ‘without a 
flag.’” He decided they should have a 
flag; so in February and March, 1926, he 
made a personal canvass of forty-two 





supervising general agencies from Rich- 
mond, Va., to San Antonio, Tex., during 
which visits he told them the advantages 
that would accrue to the general agency 
system of doing fire insurance if they 
got together. He then called a meeting 
at Signal Mountain, Tenn., to be held 
May 21-22, 1916. Just seven offices sent 
representatives, but they were good ones, 
headed by Trevezant & Cochran, Dallas. 
Today there are 120 offices in the mem- 
bership. 
ya 


Almost As Good 


Laurence Sherman, a New York ad- 
vertising man and a well known writer 
on insurance subjects, has an article, “A 
Margin’s as Good as a Mile,” in the 
latest issue of “The Hartford Agent.” 
The “almost good” insurance agent is 
compared by Mr. Sherman to Luis Firpo 
when he fought Jack Dempsey. Firpo 
was “almost” as good as Dempsey but 
there was a margin for Dempsey as 
good as a mile. 

* 
Frank Sisson Lecturing 


I notice in the attractions of the Pond 
lecture bureau of New York the name 
of Francis H. Sisson, vice-president of 
the Guaranty Trust. His topics are 
“The Problems of Prosperity” and 


“Frontiers of Finance.” 
* * 


British Sabotage Policies 


Sabotage insurance is being introduced 
into England, and is finding a larger 
market than was expected. The Lon- 
don “Star” says: 

“The British workman, fortunately, 
does not incline to sabotage, and the 
risk is greater in some Continental 
countries, where this form of insurance 
originated. But, as very serious dam- 
age can be done in a short period by 
a few individuals: who know the weak 
points of the works in which they are 
employed, some mill and factory owners 
are taking out policies. 

“The risk of wilful damage being done 
by disaffected workpeople to plant and 
machinery in factories, mines and work- 
shops, on railroads and elsewhere, has 
long been recognized. In industrial dis- 
putes attempts to ‘get even’ with em- 
ployers in this way are not infrequent, 
but it is only recently that it has be- 
come possible to cover the peril by in- 


surance.” 
es * ®& 


No Decision About Insurance 


The Merchants & Traders Bancshares 
Corporation of New York, which is of- 
fering 900,000 Class “A” shares to the 
public, announces that the funds of the 
corporation will be invested in the fol- 
lowing stocks: banking, manufacturing, 
industries, city banks, country banks, 
underwritings and call money. Asked by 
The Eastern Underwriter if it intended 
to make investments in insurance securi- 
ties, Treasurer J. R. Wilson, Jr., replied 
as follows: 

“We are not in a position at the pres- 
ent time to advise you definitely re- 
garding this type of investment.” 

Among those on the board is Albert 
E. Sheridan, president Union Mutual 
Auto Insurance Co. . 


Run Ad About Two Stock Shares 


When a Hartford man recently sold 
two shares of stock of the National Fire 
it was revealed that he had held them 
since July 15, 1890. Fuller, Richter, 
Aldrich & Co., a Hartford investment 
house, was so interested in the long hold- 
ing that it ran a large daily paper adver- 
tisement with the heading, “Thirty-nine 
Years With the National Fire Insurance 
Co.” 

* * * 

Dr. S. S. Huebner, professor of in- 
surance and commerce at the University 
of Pennsylvania and dean of the Ameri- 
can College of Life Underwriters, was 
selected one of the two most popular 
professors at the university in vote of 
the more than 600 members of the Uni- 
versity of Pennsylvania senior class. 
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Dodge Exhorts Agents 
To Form Still More 
Strong Local Boards 
PRESIDENT’S ANNUAL REPORT 
Says Agents Must Act in Self-Defense 


Against Measures Taken to :Subordi- 
nate Agency System 





Syracuse, N. Y., May 21—From the 
local agent’s viewpoint it is absolutely 
necessary that he retain for himself at 
all times as much as-possible direct con- 
tact with the public, President Albert 
Dodge said today in delivering his report 
at the opening session of the New York 
State Association of Local Agents’ an- 
nual convention at the Hotel Syracuse. 
President Dodge stated that he did not 
believe there has been a time when it 
is sO necessary as now for the local 
agent to sell the general public on the 
value of the service he is rendering. 

In the opinion of President Dodge, 
great changes in the operation of fire 
and casualty insurance companies, some 
of which contemplate the elimination of 


the local agent as a factor in getting 
business, have created the situation 
where the agent must be prepared to 


defend himself. Mr. Dodge referred spe- 
cifically to the instalment premium plans 
put forth by a few insurance companies 
and said that the most important ac- 
tivity of the New York State Associa- 
tion this year has been the formation of 
the agents’ finance company, State As- 
sociation Service, Inc., to assist agents 
in financing business and to keep the 
companies from interfering with privilges 
and duties belonging strictly to the agen- 
cy forces. 

Agents Have Neglected Themselves 

While the agents have been educating 
the public in fire prevention and accident 
prevention work, which is largely for the 
benefit of the public and the. companies, 
they have neglected to strengthen their 
own position, and for this reason Presi- 
dent Dodge placed great emphasis in his 
report upon the need for the formation 
and maintenance of strong local boards. 

Along these lines President Dodge re- 
ported as follows in part: 

“The most important activity of our 
association during the past year was the 
formation of state Association Service, 
Inc., for the purpose of assisting our 
members in handling the payment of pre- 
miums on the instalment basis, this ac- 
tion being deemed necessary by your 
officers and directors on account of the 
activity of certain companies putting 
forth instalment plans, and is the first 
time in the history of our agents’ as- 
sociation that such a definite step has 
been taken by the association for the 
purpose of furnishing a service that is 
deemed absolutely necessary. 

“It has done more to bring to the 
attention of the companies and the pub- 
lic than anything else that agents are 
necessary in the handling of the insur- 
ance business, that they are able and 
competent to handle the business as it 
should be handled and to meet any situ- 
ation that is necessary for the handling 
of the business in the interests of the 
public, and to follow out the statement 
so often made that collection of premi- 
ums is wholly the work of the agent and 
not of the companies and any plan that 
would divorce the agent from this work 
is not desirable in any way and we can- 
not help but feel that on account of the 
fact that so few of the companies have 
put forth plans for the financing of pre- 
miums that they, as a whole, are in sym- 
pathy with the proposition that the 
agents should handle their own financ- 
ing. 

Strength Lies in Many Local Boards 

“The real basis of our organization is 


through our local boards and clubs and 
I am very pleased to report that they 
have functioned in fine shape under the 
direction of Past President Eugene A. 
Beach, who will report for his commit- 
tee, and I strongly recommend that steps 
be taken to organize more local boards 
or clubs as it is through these organi- 
zations that the strength of our state 
association is maintained. 

“We consider them so important that 
we held a special meeting yesterday af- 
ternoon with the representatives of the 
boards and clubs and the board of di- 


rectors, so as to give the directors the 
benefit of a closer contact, and I ven- 
to say 


ture from the success of the 





ALBERT DODGE 


meeting yesterday that this will be one 
of the regular items on our program in 
the future. 

“On account of the great changes in 
the operation of the companies engaged 
in the insurance business and because 
of the fact that the large financial in- 
terests are becoming so interested in the 
operation of the insurance companies 
and also the seeming inclination of some 
companies to eliminate as far as pos- 
sible the services of the agent, it is ab- 
solutely necessary that the agent retain 
for himself at all times as much as pos- 
sible the direct contact with the public. 
I think there has not been a time in 
the insurance business when it is so 
necessary for the agent to sell the pub- 
lic on the value of the service he is 
rendering. For years we have been 
urged by our companies to educate the 
public on firé prevention, accident pre- 
vention, road safety and other subjects. 
This was for the benefit of the public 


and incidentally for the companies, for 
reduction in losses benefits both. 
Service Vs. Low Cost 

“The development of the business both 
fire and casualty has raised the question 
whether the agent might not possibly 
direct some of his educational energy 
for his own benefit and make his clients 
realize the value of the service of an 
agent who knows how to actually give it. 
The loss of business by agents to mu- 
tuals and reciprocals is largely due to 
the fact that the assured does not ap- 
preciate that their service is of any 
particular value. The public only thinks 
of dollars and cents. It is not out of 
the way for the agent to draw to the 
assured’s attention the fact that he is 
looking after the assured’s interest all 
of the time. 

“The business today requires an agent 
to educate and post himself in a great 
many ways if he is to give this service 
and the public should be made to see 
that it pays stock companies for in- 
demnity plus service and that the serv- 
ice when competently given is well 
worth the price charged for it. One 
way to procure this education is in the 
attendance at local board meetings, re- 
gional meetings and state association 
meetings such as this, and it is for this 
reason that I strongly urge the building 
up of more, better and larger local clubs 
in our state and in that way we will 
increase our membership very materially 
and keep us as we have always been 
the largest state association in point of 
members in the National Association. 

“We have been particularly fortunate 
in having as a member of our executive 
committee Past President J. W. Rosé 
who is also a member of the executive 
committee of the National Association, 
and we have therefore been able to 
have the advantage of his contact with 
the National Association in many of the 
questions that have arisen for decision, 
and [ think it is highly important that 
we have at all times a_ representative 
on the executive committee of the Na- 
tional Association, if it is possible to 
do so. 

“This year as in previous years the 
Association has had the full co-operation 
of the General Brokers’ Association of 
New York City as well as the State Fed- 
eration of Insurance Agents whose ex- 
ecutive secretary, L. L. Saunders, has 
been of great assistance to us in carry- 
ing out the various activities of our civic 
organization committee, and [I know 
these two associations will continue to 
co-operate with us as we will with them 
to further the interests of the business 
of insurance at all times. 

Four Regional Meetings 

“We have held regional: meetings as 
follows: New York, Little Falls, Troy 
and Watertown. The attendance at these 
meetings has been phenomenal. This is 
largely due to the work of the commit- 
tees functioning so ably in the various 
localities. These meetings are really 
small sectional conventions and. give a 
very fine opportunity for the officers to 
get in very close contact with the mem- 
bership. Your president has attended 
each one of these meetings with other 
officers and I think because of this fact 

(Continued on Page 42) 





Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 


J. A. KELSEY, General Agent 


GEORGE Z. DAY, Ass’t General Agent 





U. S.—Statement December 31, 1928 


$10,841,544 
2,396,058 
910,250 
7,535,236 
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Agents Hurt By New 
Companies—Gardne 


PLACES STRESS ~ ON FINANCE 





Prominent Local Agent Believes Tin 
Will Come Again When Good Under \ 
writing Will Count 


Syracuse, N. Y., May 22.—Local agen 
interests are being affected adverse) 
through the formation of so many ney 


















fire insurance companies because th One 
sponsors of these new compciitors ai streets 
more interested in getting prcimium iol meti, | 
come at any cost for financial manipuk the \ 
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results, Frank Gardner of Pong. Frencl 
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unstable period so long as insurantyy one ¢ 
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bility of great sums available for magi as he 
pulation and investment and who will sg in 19 
worry much about expense and lism effect 
ratios. tentic 
Insurance capital and surplus in thi field 
last few years has more than double his s 
while the unearned premium has (i flamis 
mained about stationary or decrease black 


said Mr. Gardner, and it remains a qUCHR® ing; 

































































tion whether the time will not coll “De 
when it will be wiser to withdraw 4 90H you ; 
part of this new capital and surplus 24% your 
invest it elsewhere. When this tit 
comes Mr. Gardner believes there Wl EF: 
not be much confusion in the minds? ‘ ri 
agents and others as to the priority ¢ me er 
either the banking or underwriting «@ Pe W 
of the insurance business. eg 
Many New Companies Will Pass OWNS mini: 
of Picture teen 
“New companies are paying hight » So 
commissions and the old oncs growl ater 
uneasy at seeing the younger « nes taki aay Munir 
choice business and apparentl assimilat "i 
ing it without trouble,” said Mr. Garth ee 
“and they will do so as long as lose hi 








are light as they have been for the mM 
few years. It must be that fire prev 
tion is having its effect; that |ctter 
struction is keeping fires from spreatitt 
and motorized departments with hight 
trained men give better resulis. | Fi 
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and be able to produce a volime af 
versified good business. ‘ 
“I do not expect the mille unu! 
that the stock holders of the com 
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&verybody In Syracuse Knows “Simmy” 


W. J. Farber Agency Keeps Messenger, Dressed Like a Roxy Usher, Busy Trotting Around Streets, 
Offices and Hotels; Head of Agency a Former Mining Boy Whose Interesting 
Career Is Described on This Page 


One of the most familiar figures on the 
streets of Syracuse N. Y., is Jimmy Ne- 
meti, uniformed messenger boy used by 
the W. J. Farber Agency of that city, 
who in a natty uniform of tight-fitting 
French gray, trimmed with bright red, 
and often wearing a cape lined with red 
silk, is apt to-make an appearance any- 
where on errands for the Farber Agency. 
A client calls up the Farber Agency and 
asks for information about rates, com- 
pensation, automobile or otherwise. He 
is given a very polite answer and after 
the telephone conversation is over, a 
hurried letter is written with all the 
facts and in a few minutes Jimmy is in 
the office of the client with the infor- 
mation. 

If publicity is to be taken to a news- 
paper office; if a policy is to be deliv- 
ered; if a bank or lawyer’s office is to 
get some literature; if a city office is to 
be seen relative to a client’s automobile 
license; if a letter is written to a_ busi- 
ness man, the message is generally en- 
trusted to Jimmy. 

Surprise Visit to a Dining Room 


Recently, Robert T. Stewart, assistant 
general agent of the Middle Depart- 
ment, and Chauncey S. S. Miller, adver- 
tising manager of the North British & 
Mercantile, were having lunch at a lead- 
ing hotel in Syracuse. They were sud- 
denly confronted by Jimmy with his 
swagger stick and his snappy salute, and 
both were presented with thermometers, 
one of the souvenirs of the Farber of- 
fice. Stewart and Miller had just about 
recovered from their surprise when 
Jimmy again saluted and disappeared. 
This messenger boy idea is regarded as 
one of the cleverest advertising stunts 
which any agency has pulled off. 

William J. Farber, or “Boo” Farber, 
as he is called, only started his agency 
in 1928, but his original methods and 
effective salesmanship have attracted at- 
tention among all the fire and casualty 
field men upstate. Take the matter of 
his Stationery It is surrounded by a 
flaming red border. At the bottom in 
_ and red ink appears the follow- 

g: 

“Don’t say ‘Boo’ about insurance until 
you see Farber. I am as near you as 
your telephone.” 

: Was Boy in the Mines 
Farber is a decidedy interesting char- 
acter. At the age of twelve he started 
Aitebs in the coal mines of western 
ennsylvania. The initial job was that 
of a trapper boy. Later, he became a 
mining engineer. At the age of nine- 
= he h id an engineering and survey- 
* Srpplatd of his own. He noticed that 
ihe college boys had obtained their 
- § egineering training under his 
uPervision they beat him out to much 
a pasitions in later life. This start- 
his = thinking and he decided to work 
high ol ‘hrough college. He had no 
mo ee preparation and, therefore, 
Bethlehae > to spend three years at 
iehieos 4 Vreparatory School in Beth- 
oA to get, his credits. He 
sala way. Incidentally he was an 

. e, and that helped a lot. 
Minne otter 8 intention to follow 
te ead neering, but at the time he 
of his “y to enter college a close friend 
decided im killed in the mine, so he 
in the re future work would be 
dike g. : hie) Therefore, instead of 
ing insti niversity to study min- 
pia ra ‘ring he entered Syracuse 

ity and was graduated as a 


chemi : eras 

that ‘he It is characteristic of the man 

Universi 
Versity of Syracuse, doing various 


worked his way through the ° 


jobs, such as driving a laundry wagon, 
washing dishes, mowing lawns, waiting 
on tables, taking care of furnaces—yet 
in spite of that he was a three-letter 
man in basketball and football. It wasn’t 
an easy task but he has no regrets. 
How He Entered Insurance 


Upon his graduation from the Univer- 
sity of Syracuse as chemist in 1915 he 
found that field crowded, so he took a 
position as inspector and rater with the 


JIMMIE NEMETI 


Underwriters’ Association of New York 
State. After two years with that organi- 
zation he decided that the selling end 
would have an appeal so he went through 
the Travelers’ Training School in lia- 
bility and-casualty lines and became a 
special agent of the Travelers, working 
in a branch office in Reading, Pa. Then 
the agency field beckoned and he be- 
came manager of the liability and casual- 
ty department of Bowen, Perry & Fobes, 
one of the leading firms in Syracuse. 
For ten years he was associated with 
that firm, during which period he also 
coached the freshmen teams at Syracuse 
University and for four years was an 
assistant coach at the University of 
Syracuse. 

Farber’s next step was to go into in- 
surance on his own. On February 1, 
1928, he established an agency which 
he endeavored to make different from 
others, if possible. He regarded his nick- 
name as one of his best assets. That 
nickname is “Boo.” He was called that 
in prep school and college and he pro- 
ceeded to capitalize it by having it shown 
in his advertising. That attracted pre- 
liminary attention and interest as to how 
he acquired the name which was given 
to him as a boy working in a coal mine. 
The first six months he featured the 
nickname “Boo.” Once a month he had 
a boy deliver blotters in every large of- 
fice in Syracuse, the blotter having an 
imprint of a little man, the features of 
which were somewhat characteristic of 
himself; in other words, a little stout 
and. slightly bald. 


Helps Public to Get Auto Licenses 


His agency was the first to be estab- 
lished on the grade or street floor in 
the town of Syracuse. He used the show 
windows for display advertising to good 
advantage, and one of his stunts at the 
present time is to invite the public into 


his place of business to renew automo- 
bile licenses, which the Farber agency 
fills out, gives notary public service with- 
out any fee, and obtains the renewal 
licenses at the court house by sending 
Jimmy, the uniformed messenger, to the 
building every hour. That, incidentally, 
results in each person calling back at 
the Farber office for the second time to 
get the new license. Hundreds of people 
have been served by this stunt and the 
Farber agency expects to serve at least 
1,000 more between now and June 1. 
Thus he keeps the agency in the public’s 


e. 

All the people in Farber’s organization 
are especially picked with an idea that 
each person can do his or her share in 
bringing out the individualistic side of 
the agency. The secretary of the agency 
and office manager is Miss Marie Doyle, 
who received her training at the Un- 
derwriters’ Association at the same time 
Farber did. She was later associated 
with and managed the agency of Leon- 
ard, Turnbull & Johnson, and became as- 
sociated with A. T. Armstrong & Co., 
when those two agencies consolidated. 
She knows a trick or two about pleasing 
the public. 

In discussing how he got Jimmy, Mr. 
Farber said to The Eastern Under- 
writer: 

“IT must confess that although uni- 
formed messengers are used in other 
cities, particularly New York and Lon- 
don, the particular design, color scheme 
and style uniform of our messenger is 
original. When I decided to hire a com- 
bination messenger and errand boy I fig- 
ured that during the time he was on 
the street, at the banks, in the offices 
of lawyers, doctors and other business 
places he might just as well be a walk- 
ing advertisement. Not wishing to make 
a sandwich man of him, I took particu- 
lar pains to have the uniform snappy 
and as dignified as possible. I therefore 
took him to New York and had a uni- 
form made by a tailor who makes the 
majority of uniforms for motion picture 
houses and theatrical interests. There 
are two different styles of uniform. He 
made a special trip to New York for the 
final fitting. 

“You may be interested to know where 
I picked this boy up. I found him work- 
ing behind a soda counter. One day I 
happened into a drug store and asked 
for a Coca-Cola with some lime and 
lemon added. I did not pay any atten- 


tion to the boy at that time. However, 
about ten days later I happened in the 
same store and asked for Coca-Cola. As 
I was about to give the other instruc- 
tions, Jimmy beat me to it by asking: 
‘Do you want lime and lemon this time ?’ 
I was all attention. He certainly is snap- 
py, alert and very much of a little gen- 
tleman and he registers well wherever he 
goes. He is fifteen years old and his 
father is a shoemaker.” 

At the annual meeting this week of 


Jimmie Posed With Cape and Stick 


the New York Association of Insurance 
Agents, Jimmie acted as page boy. 

Mr. Farber runs large ads in Syra- 
cuse papers when the occasion warrants. 
On May 2 he had a three-quarter page 
ad showing pictures of everybody in his 
organization. Among the men in the 
picture were Daniel J. Smith, who has 
been appointed manager of the claim de- 
partment, and Clifford Barry, manager of 
the surety and burglary department. 
Their careers were also used. The women 
in the picture were Miss Doyle, secretary; 
Frances A. Dougherty and Hollis Higgs. 
When Mr. Farber was appointed general 
agent of the Southern Surety for sev- 
eral counties that was made the occasion 
of a half-page ad. 

The fire insurance companies in the 
Farber agency are the North British & 
Mercantile, Columbia and Victory Fire. 





ALBANY FIREMEN’S SCHOOL 


Lectures and Courses Repeated Each 
Week For Ten Weeks; Other 
Cities Send Men 


The Albany zone firemen’s training 
school opens Monday, May 20, under 
Fire Chief Michael J. Fleming. Chiefs 
from Cohoes, Watervliet, Hudson, Rens- 
selaer, Catskill and Kingston will send 


firemen to the lectures and courses. 

The school will continue ten weeks. 
Fighteen Albany firemen will attend, and 
as many men as can be spared from out 
of town departments will come for one 
week each. The courses and exercises 
will be repeated each week, Chief Flem- 
ing said. 

Three more schools in Binghamton, El- 
mira and Utica already have been opened 
and the others throughout the state are 
expected to start within a month, accord- 
ing to William P. Capes, executive sec- 
retary of the mayor’s conference under 
the jurisdiction of which the training sys- 
tem is operated throughout the state. 


INCORPORATION OF BROKERS 
General Brokers’ Association Feels There 
Are Many Advantages To Be Gained 
By. Incorporation 

At the monthly meeting last week of 
the General Brokers’ Association of Met- 
ropolitan District, Inc., 18 Beaver street, 
a general symposium was held on the 
question: “Is it advisable for an insur- 
ance broker to incorporate ?” 

J. L. Wood, chief of the complaint bu- 
reau of the State Insurance Department, 
and George X. Levine, counsellor-at-law, 
were guests of the association and con- 
tributed their respective points of view 
on the subject. It developed from the 
general discussion that it was advisable 
for insurance brokers to incorporate their 
business. The advantages, as they de- 
veloped in discussion, were summarized 
as follows: 

Incorporation enables a broker—after 
death—to continue his name and the 
nrestige which he built up during his 
lifetime; it enables a broker to conserve 
for his family the efforts of his many 
years’ labor. 
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Sprinklered Risk 
Agreement Reached 


EASIER COMPETITION IS SEEN 





W. H. A. Munns Says Amendment to 
Law to Aid Companies Will Be 
Pushed Through 1930 Legislature 





Syracuse, N. Y., May 22—A deter- 
mined effort will be made early next 
year to pass through the New York 
state legislature an amendment to the 
insurance law that will place the stock 
companies on a more equitable basis for 
the writing of selected sprinklered risks, 
according to William H. A. Munns of 
Syracuse, reporting today as chairman 
of the conference committee with fire 
rating organizations before the closing 
session of the New York State Asso- 
ciation of Local Agents’ convention. Mr. 
Munns said that an agreement had been 
reached upon an amendment this year 
but it was not until the closing days of 
the legislature and there remained no 
chance to push the necessary legislation 
through. 

Reporting on ‘the sprinklered 
problem Mr. Munns said: 

“In the committee’s report at the an- 
nual meeting in 1928 there was refer- 
ence made to the subject of sprinklered 
risk competition and your committee ex- 
pressed dissatisfaction on the lack of 
co-operation on, the part of the compa- 
nies. Shortly after that we were in- 
vited by Mr. Ward, secretary of the 
Rating Organization in New York, to 
attend a meeting with a sub-committee 
of the governing committee of the or- 
ganization for the purpose of discussing 
this important subject. Mr. Fiske and 
your chairman attended the meeting on 
June 19 and although there was no con- 
clusion reached we were assured that the 
matter would be put before the govern- 
ing committee with recommendation for 
action. 

“The mills of the gods grind slowly 
and it was not until January, 1929, that 
we were called again to meet the com- 
panies’ committee. Messrs. Fiske, Gard- 
ner and your chairman attended this 
meeting on January 25 and after full 
discussion it was agreed that the Super- 
intendent of Insurance should be ap- 
proached with regard to an amendment 
to the law so that the stock companies 
would be put on a more equitable basis 
in the writing of the selected sprinklered 
classes. Unfortunately, Superintendent 
Conway had just taken office and was 
reluctant to pass on something which 
apparently previous superintendents had 
vetoed. However, Mr. Gardner, who was 
delegated by the joint committees to 
take the matter up with the department, 
was able to come to more or less of 
an understanding as to what should 
properly go into the make-up of the 
amendment. 


risk 


Agreement Reached too Late 


“The joint committee met again on 
February 26 and agreed on an amend- 
ment which, if passed, would give the 
companies the desired leeway in han- 
dling this class of business. This went 
to the governing committee the next day 
and after some delay was passed back 
to Mr. Gardner as the one to take it 
to the Legislature. By this time the 
closing days of the Legislative Session 
had been reached and the result was 
that nothing could be done. The mat- 
ter of sprinklered risk competition 
therefore stands just where it did a year 
ago, excepting that the necessary amend- 
ment will be ready for introduction at 
the next legislative session, at which 
time the members of this association 
should be ready to get behind it with 
all the effort and influence at their com- 
mand. 

“This committee does not need to tell 
the members that the Rating Organiza- 
tion has issued a new book of general 
rules, nor is it necessary to call atten- 
tion to the fact that the new rules are 
welcome for the reason that the change 
has produced considerable simplification. 
The committee has been working since 


Sees Better Days For 
Farm Underwriting 


UNIFORM INSPECTION REPORTS 





F. J. Mitchell Tells Agents These Are 
Being Prepared; Asks Careful Selec- 
tion of All Risks 





Syracuse, N. Y., May 22.—Underwrit- 
ing of farm risks may be facilitated and 
improved by the use of uniform inspec- 
tion reports and a better selection of 
risks on the part of agents themselves, 
Fred J. Mitchell of East Aurora, N. Y., 
a member of the farm underwriting com- 
mittee, told the New York State Asso- 
ciation of Local Agents at its annual 
convention here at the Hotel Syracuse. 
He said that an agents’ committee had 
been working for some time upon a 
uniform reporting blank and_ several 
companies have already expressed satis- 
faction with it. 

“As each company now has a different 
form of inspection report,” said Mr. 
Mitchell, “and will write only small lines, 
an agent who has a large risk to place 
is thereby required to write a number 
of policies and is necessarily obliged to 
make an equal number of inspection re- 
ports, which involves a large amount of 
additional work. If we could bring about 
a uniform inspection report that would 
be accepted by all companies, that in it- 
self would be a great service to the mem- 
bers of our association who write farm 
business, as they will then be required 
to make up only one inspection report 








1923 on this subject and we find upon 
checking the new book that the or- 
ganization has accepted some of the 
suggestions made by us in the earlier 
years of the negotiations. Along this 
line. we were called into conference in 
January, 1929, meeting with the rules 
and forms committee of the Rating Or- 
ganization for the purpose of going over 
the new forms published by the organi- 
zation to comply with the new rules.” 


using aS many carbon copies as needed 
for the various companies on the risk. 

“Such a uniform inspection report 
blank would be an excellent guide to 
agents who are unaccustomed to writing 
farms. An agent could then more easily 
distribute the liability on a farm risk 
among aS many companies as he wishes, 
giving each its fair proportion of farm 
business. We believe that there are few 
companies writing insurance in this state 
that would not accommodate a _ good 
agent by accepting $500 or $1,000 subject 
to one fire on any risk, providing, how- 
ever, the agent carefully selected the 
risk and gave each company its pro rata 
share of protected business. 


Agents Somewhat to Blame Themselves 


“We are of the opinion that the 
agents, themselves, are to blame to some 
extent for the present difficulties. The 
representative who makes a thorough in- 
spection, gives his companies a complete 
report thereon, and makes a careful se- 
lection of risks, has little trouble in plac- 
ing his farm business with leading farm 
writing companies. 

“We can readily see that the desirable 
business would help carry the farm risks 
and also spread the liability in such a 
way that no one company’s farm losses 
could be very heavy in an agency. If 
the members of our association, who are 
having trouble with farm business, will 
be conservative in the amount of liability 
assumed—and then spread it among as 
many companies as is consistent with 
the class of risk; advise lightning rods 
on hay barns, and a 2% gallon fire 
extinguisher in the dwellings; talk fire 
prevention to the assured; give the farm 
risk the same attention they would a 
specifically rated mercantile, upon which 
they are endeavoring to eliminate the 
faults of management, they will soon ex- 
perience the confidence and support of 
thir companies and greatly improve the 
present farm conditions, which may save 
the farmer eventually an increase in 
rates and the companies some unneces- 
sary losses. 








The 


London & Lancashire Insurance Co., Ltd. 
OF LONDON, ENGLAND 





Law Union & Rock Insurance Co., Ltd. 
OF LONDON, ENGLAND 





Orient Insurance Company 
OF HARTFORD, CONN. 





Safeguard Insurance Company 
OF NEW YORK 





Eastern Department 
Hartford, Conn. 








Western Department 
Chicago, Ills. 


Pacific Department 
San Francisco, Cal. 














_ “Here is an opportunity to render real 
Insurance service to the great farming 
industry of your own state. We must 
not for a moment lose sight of the farm 
hazards, and that the class is generally 
undesirable to the companies. Why not 
be just a little more careful and give 
your companies a fair chance? Ap 
agent who is not willing to devote the 
time and energy necessary to furnishing 
the companies the fullest information 
about the farms he wants them to write 
is not eligible to be granted the facili. 
ties of his farm writing companies, 

“The companies on a whole have 
shown a desire to co-operate in improy- 
ing farm writing conditions and as q 
result of the activity of our association 
on this subject have appointed a special 
committee, which has also drafted a uni- 
form inspection report risk. 

“In order to assist in correcting the 
present conditions we need the earnest 
support and co-operation of each mem- 
ber of the association. If I may be per- 
mitted, I would suggest that the new 
farm committee be authorized to arrange 
a meeting with the company farm under- 
writing committee in the very near fu- 
ture, draft a uniform inspection blank 
together, and have same printed and dis- 
tributed among our members, until such 
time as they are furnished by the-com- 
panies.” 





MORE FREEDOM FOR MUTUALS 


Gardner Tells Agents it Is Not Fair for 
Legislature to Discriminate in 
Favor of Mutuals. 

Syracuse, N. Y., May 21.—This year 
the trend of insurance legislation was 
toward greater liberality in mutual in- 
surance, both fire and casualty, Frank L. 
Gardner, chairman of the laws and leg- 
islation committee, reported today to the 
annual convention of the New York State 
Association of Local Agents meeting at 
the Hotel Syracuse. Companies have 
grown, and the mutual, although gen- 
erally the weakest as to assets, has fewer 
restrictive laws than stock insurance, said 
Mr. Gardner. Despite this position the 
mutuals have worked hard ‘this year to 
cut away a good portion of the restric- 
tions still effecting them. 


“Co-operative companies are limited as 
to the net amount they can write subject 
to one fire,’ said Mr. Gardner. “They 
want this changed. Other mutuals have 
tried to get through legislation which 
would allow them to write business with- 
out the assessment feature, although the 
right to make an assessment takes the 
place of capital. We will not only have 
to watch this situation but must take a 
positive stand and that is, if it is wise 
to make one class of companies file 
rates and forms and live up to them, it 
should apply equally to every company 
doing business in the state. At the pres- 
ent time not only can mutuals quote 
rates to suit themselves, they can also 
write business on forms which they 
change for competitive purposes. 

“If the policy holder is best served by 
competition, in form and rates, then cut 
out all regulatory legislation. If that 
is not the case, then let it apply to all 
alike. If the mutuals make a profit, let 
it be paid in the form of dividends and 
not in cut rates and unchecked forms. 
At the present time there is a feeling 
in the legislature that by giving the 
mutuals greater leeway the insurance 
buying public will be helped. 

“I am emphasizing this because if you 
want a fair deal for stock insurance, you 
must not only realize this situation but 
must take it up personally with your 
members of the legislature and insist that 
if any bills are passed giving greater lee- 
way to insurance companies, that stock 
companies be included. There should 
certainly be no discrimination in the laws 
effecting insurance companies, although 
at the present time the greater restric 
tions apply to those that are the strong 
est rather than on the basis that the 
restrictions should only be applied, t? 
protect the policy holder by keeping 
the companies from taking risks likely 
to weaken them and effect their loss 
paying powers.” 
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instalment Premiums 
Leading Topic Upstate 


J. W. ROSE REPORT AT SYRACUSE 





Auto Merit Rating Also Discussed; A. 
Duncan Reid Sees Room for 
Much Improvement 





Instalment payments of insurance pre- 
miums overshadowed other topics at the 
opening session of the forty-seventh an- 
nual convention of the New York State 


Association of Local Agents held in Sy- 
racuse this week. J. W. Rose of Buf- 
falo delivered a clear review of the situ- 
ation and asked support for the New 
York agents’ .own finance company, the 
State Association Service, Inc. 

The picture of instalment premiums 
given the convention was presented fol- 
lowing the officers’ reports. It is the 
question uppermost in local agency 
minds today. 

Gain in Membership 

Within another twelve months the 
State Association will probably go over 
the 1,000 mark in membership. There 
are now 951 agents within the ranks, 
the highest total ever reached, and a 
gain of forty-six members during the 
year. 

Secretary-Treasurer Charles F. Miller 
of Rochester said that never before have 
so many agents applied voluntarily 
. for membership in the association. More 
than one hundred agents joined for the 
first time or were reinstated since the 
last annual convention, while fifty-six 
agents were dropped from the roll for 
one reason or another. Queens and 
Westchester counties showed excellent 
gains in membership in 1928-29. 

Reid Makes Fine Impression 

President A. Duncan Reid of the 
Globe Indemnity of Newark made one 
of the best talks of the convention. It 
is reported elsewhere. He held the com- 
plete attention of his audience. 

This convention is largely educational 
and explanatory, with set addresses and 
committee reports predominating. There 
was practically no discussions from the 
floor during the first day. The program 
covered a wide range of subjects, both 
of a sales and controversial nature, but 
each was handled almost exclusively by 
a platform speaker, with the delegates 
not seeking to express individual opin- 
lons or to ask questions. 

Merit Rating Problem 

Harry Wadsworth of Syracuse pre- 
sented the report on merit rating versus 
cut rates in the enforced absence of 
E. Paul Schaefer of Mount Kisco. He 
cited the previously published arguments 
for and against merit rating on automo- 
bile liability and property damage poli- 
cles, 

“Personally I believe the penalty 
under the revised plan is unworkable,” 
said Mr. Wadsworth. “and subject for 
further conferences with the companies. 

Owever, it should be loyally supported 
Meanwhile for a company rate war 
would be an unthinkable disaster.” 

President Reid of the Globe was asked 
'o give his opinion on the merit rat- 
ing plan. He said the principle is es- 
sential to the future welfare of the busi- 
ness, but the difficulty is to find a bal- 
anced plan. The present arrangement, 
which he termed a “joke,” was forced on 
the companies by hasty action he said, 
and will continue until a more equitable 
Plan is devised as mature thought is 
given the whole subject. 


Questionnaire on Agency Costs 
Richard Cary of Niagara Falls was ap- 
Pointed chairman of the committee on 
Nominations and T. L. Rogers of Little 
alls headed the resolutions committee. 
illiam J. Richards of Syracuse present- 

the membership committee report. 
hile the New York Association leads 
€ country in the number of members, 
¢ Ohio and Pennsylvania associations 
fach have between 700 and 
and are growing fast. 


e 


Gilbert A. Amsden of Rochester, chair- 


800 agents - 


man of the committee on agency costs, 
told the agents that a questionnaire on 
this subject will be sent them about 
July 1. He asked that these question- 
naires be answered more fully and ac- 
curately than those distributed a couple 
of years ago. 

Eugene A. Beach of Syracuse, who 
delivered the address of welcome at the 
opening session of the convention, has 
been honored many times by his fellow 
agents by appointment or election to po- 
sitions of responsibility. A few of the 
posts held by Mr. Beach include sec- 
retary-treasurer, president, director and 
member of the executive committee of 
the New York State Association, re- 
gional vice-president of the National As- 
sociation and president of the Syracuse 
Insurance Exchange. 

Case and Cole Present 


Two leading figures in the ranks of 
the National Association of Insurance 


Agents, James L. Case of Norwich, 
Conn., a past president, and E. J. Cole 
of Fall River, Mass., a member of the 
executive committee, were present at this 
convention. Arthur Arnow was there 
representing the General Brokers Asso- 
ciation of New York. 


The Insurance Agents Club of Water- 
town is on the job on using co-opera- 
tive or institutional advertising in the 
local newspapers of that up-state city. 
The club had copies of these advertise- 
ments on display in the lobby of the 
Hotel Syracuse. 


The Excelsior Fire Insurance Co. of 
Syracuse was again host to the con- 
vention delegates at luncheon Tuesday. 
Frederick V. Bruns, president, himself 
a local agent also, and former president 
of the New York State Association, pre- 
sided. 

Convention details were ably handled 

(Continued on Page 36) 





















years. 





SEASONED 
STRENGTH 


Organized in 1841, The CAMDEN 
has faithfully served its agents 
and their clients for eighty-eight 
Its strength goes deeper 
than mere dollars and cents. Years 
of mutual loyal co-operation of 
home office and field have de- 
veloped a seasoned strength of 
organization adequate and 
prepared for every 
development. 


Eighty-Eighth Year 
SURPLUS TO POLICYHOLDERS 
$6,812,238 
TOTAL ASSETS 


$13,502,577 








CAMDEN FI 


INSURANCE ASSOCIATION 


Camden 


New Jersey 








Resolutions Passed 
By N. Y. Association 


RE-AFFIRM MILWAUKEE PLANK 








Condemn Stock Reinsurance of Cut- 
Raters; Albert Dodge of Buffalo 
Re-Elected President 





The resolutions passed by the New 
York association at its Syracuse con- 
vention re-affirmed the principles enunci- 
ated in the Milwaukee declaration; con- 
demned the practice of stock companies 
reinsuring mutuals and other cut-raters; 
and endorsed the American of Newark 
and the Excelsior of Syracuse for their 
stands against paying non-policy writers 
commissions in excess of those paid to 
brokers. 

Officers Elected 

President Albert Dodge of Buffalo, 
who has conducted such a successful ad- 
ministration during the last year, was 
re-elected head of the New York 
State Association of Local Agents. First 
Vice-President Warren M. Gildersleeve 
of Central Valley and Secretary-Treas- 
urer Charles F. Miller of Rochester were 
also re-elected. T. L. Rogers, Little 
Falls, member of the state legislature, 
and a keen student of state fund affairs 
and competition, was elected second 
vice-president to succeed Thomas J. 
Maxcy, Elmira, who was forced to re- 
sign through pressure of other work. 

The following were elected directors of 
the association: Gilbert T. Amsden, 
Rochester; C. J. Ayers, Saranac. Lake; 
Eugene A. Beach, Syracuse; H. L. 
Brownell, Watertown; Richard Cary, 
Niagara Falls; M. H. Steele, Bingham- 
ton; A. C. Edwards, Sayville; Frank L. 
Gardner, Poughkeepsie; F. L. Greeno, 
Rochester; John, S. Hamilton, Glovers- 
ville; H. J. Burrall, Geneva; Edward S. 
Poole, Albany; Fred G. Noxsel, Buffalo; 
J. W. Rose, Buffalo; E. Paul Schaefer, 
Mt. Kisco; J. Gordon Smith, Rome; 
Bert G. Tiffany, Jamestown, and A. C. 
Wallace, Goshen. 


W. W. HEPPELL’S REPORT 








Calls Past Year an Uneventful One for 
His Committee on “Conference for 
Casualty Rating Bureau” 
Syracuse, May 21.—William W. Hep- 
pell, Dunkirk, N. Y., chairman of the 
committee on “conference for the cas- 
ualty rating bureau,’ was glad to say 
this afternoon in presenting his report 
to the New York State Agents’ conven- 
tion that circumstances had dealt kindly 
with his committee during the past year. 
He added: “There have been no com- 
plaints filed by any of the association 
members in regard to casualty rates nor 
were any invitations received from the 
companies to participate in their delib- 
erations. Consequently there has been 
no necessity for any action on the part 

of the committee.” 

Reviewing the changes of the past 
year, he called attention to the reduc- 
tion on May 1, 1928, of 4% in compen- 
sation rates and the introduction of the 
loss and expense constant for estimated 
premiums less than $400. “There has 
been a more liberal attitude shown by 
the companies in accepting small risks,” 
he said. 

Mr. Heppell referred to the recent 
merit rating plan which gives a reduc- 
tion of 10% in automobile liability rates 
to those who have not been involved in 
an accident for the previous twenty-one 
months. He described the paragraph in 
the endorsement referring to brakes and 
steering gears as “something approach- 
ing a warranty with a mild, unenforce- 
able penalty.” His committee has en- 
deavored, in this clause, to continue ac- 
cident prevention work in a constructive 
way. rewarding good drivers having no- 
accident records with the 10% reduction. 





Cc. E. RICKERD ON PROGRAM 

Cc. E. Rickerd, advertising manager, 
Standard Accident, was on the Syracuse 
program of the New York State Agents’ 
convention this week. 
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MANY OBJECTIONS 


Past President of N. Y. Ass’n. Says New 
Field for Business Is Opened; Must 
Be in Agents’ Hands 





Syracuse, N. Y., May 21—An _ out- 
standing feature of the opening session 
today of the convention of the New York 
State Association of Local Agents at the 
Hotel Syracuse was the report of Past 
President J. W. Rose of Buffalo on the 
instalment payment of premiuims and the 
general operation and functions of State 
Association Service, Inc., the associa- 
tion’s own financing organization. Mr. 
Rose presented an exhaustive treatise on 
this subject, reviewing the history of in- 
stalment premiums in insurance, the rea- 
sons why agents formed their own fi- 
nance body, how that body has succeed- 
ed, answered objections to the use of in- 
stalment premiums and presented a vig- 
orous defense of the local agent as a 
factor in the insurance business. 

Mr. Rose pointed out that if instal- 
ment premiums are here to stay they 
must be handled by the local agents 
themselves. In the light of past expe- 
rience, he said, he could not anticipate 
co-operation from company organiza- 
tions nor from companies collectively. 
Before the State Association Service, 
Inc., was formed the sponsors sought to 
learn whether there was a field for the 
sale of more insurance if assureds had 
the privilege of paying premiums month- 
ly. The agents found that a vast num- 
ber of persons are living on the monthly 
budget plan, and that the payment of 
automobile and other insurance premi- 
ums could be fitted in well to such an 
arrangement. 

“And so if instalment payment of in- 
surance premiums is to be forced upon 
us either from the necessity of meeting 
a new competition or supplying 2 public 
need, we should not forget that the col- 
lection of premiums on that basis is 
still a part of production and therefore 
the: business of the agent or broker. 


Opens Road for More Business 


“Many of you have clients for whom 
you write only a portion of their insur- 
ance. Solicit those clients for all of 
their business showing them how you 
can rewrite all their policies as of one 
date, budget their total premiums in one 
item which can be paid in monthly pay- 
ments thereby spreading their insurance 
expense over the entire year at a less 
cost than they could borrow the money 
from the bank. 

“Select some merchant or manufac- 
turer, who knows he is under-insured 
and whom you know is under-insured. 
He hasn’t a large amount of capital in 
his business and a fire or other insurable 
disaster would wipe him out. Make up 
an insurance program of protection that 
he ought to have, fire insurance, use and 
occupancy, rental value, automobile, bur- 
glary, plate glass. Say, for example, that 
the premium on all the insurance he 
should have amounts to $5,000. He can’t 
pay it. Show him how he can pay it 
out of income, out of the profits on that 
part of the premiums which you leave 
in his business from month to month. A 
manufacturer who does not make 25% 
gross manufacturing profit on the capi- 
tal invested in raw material and labor 
had better quit business. Here is the 
way it works. He pays you $1,000 down, 
leaving $4,000 of his necessary insurance 
cost in the business. The next month 
he pays you $500, leaving $3,500 still in 
his business. Carry that through for the 
year and let him see how nearly the en- 
tire cost of his insurance is paid from 
increased gross earnings or manufactur- 
ing profits made possible by the capital 
you have left with him to be invested in 
raw material and labor. Furthermore, 
his banking credit has been improved 
not only because he carries adequate in- 
surance but because in his financial 
statement his assets are actually in- 
creased by the amount of those deferred 









premium payments still employed as _ those agents, let me repeat that whether 
working capital in his business. 
already have it. What are you going 
to do about it? You are either going 
to meet the situation as an agency and 
‘production service or you will have the 
companies doing it for you which will 
mean only another step toward the elimi- 
nation of the American Agency System. 
Furthermore, this service, as members 
of the New York State Association have 
organized it, is an instalment payment 
plan for the benefit and convenience of 
the assured, but is a cash payment plan 
so far as you are concerned. 

“T notice that one agent replied that 
in his opinion it would lower the stand- 
ard of the business as a whole. That is 
all bosh! The man who has a little 
home with a wife and a couple of chil- 
dren whom he is trying to bring up in 
the right way and who pays his bills by 
the month, but pays them, is just as good 
a risk and sometimes better than the 
man who is making $15,000 or $50,000 a 
year, because that man of the smaller 
income is not visiting so many night 
clubs or patronizing so many _bootleg- 
‘gers. That man is a good citizen, and a 
good risk. He wants insurance and will 
pay for it if given the opportunity to 
do so on the same basis as he pays other 
bills. 

“A few agents, and I noticed one from 
our own State, replied that they had 
found no need or demand for the in- 
stalment plan of paying insurance pre- 
miums. If that is so, it is because they 
have not looked for it or did not recog- 
nize it when they saw it. Have they 
neved had policies returned ‘Not taken’ 
for no other reason than the fact that, 
due to unforeseen circumstances, the as- 
sured could not pay the annual premium 
at that particular time? Have they 
never canceled for non-payment policies 
that the assured wanted but could not 
pay for at the moment? Of course, they 
have. And if they had offered those 
assureds the privilege of paying monthly 


Replying to Objections 


“Now let us look for a moment at the 
other side of the picture. The National 
Association of Insurance Agents and 
several of the insurance papers have 





J. W. ROSE 


asked agents throughout the country 
what they thought of the instalment 
payment plan and have published vari- 
ous opinions received. A majority of the 
replies were favorable. Let us review 
briefly some of the objections. 

“Some agents replied that they were 
opposed to any instalment payment plan. 
This is simply dodging the issue. To 
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Life is full of uncertainties. And these uncertainties 
are the cause of much worry and distress. Fortunately 
many of them can be prevented. For example, there 
is no need for an individual or business concern to 
bear the whole burden of loss from fire or other in- 
surable hazard. That is where insurance enters the 
picture. ; 


By removing the financial burden resulting from 
unexpected and unpredictable emergencies, sound 
insurance fills an urgent need. It eliminates much 
financial distress and worry and supplies the assurance 
of indemnity in case of loss. 


An insurance policy backed by the Homestead 
carries with it the assurance of sound protection. 


The Homestead 
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— 
they would have then and there found, 
need and a profitable field for an jp. 
stalment payment plan. 

Lessens Costs to Agents 

“Some agents seemed to think thy 
an instalment payment plan would jp. 
crease the work and detail of their of. 
fice and their overhead expense. The 
plan of State Association Service, Inc 
actually lessens your work and expense 
and makes it unnecessary for you 
borrow money at the bank with which 
to pay your balances. 

“In working out this plan your com. 
mittee was very careful that the Ney 
York State Association of Local Agents 
should not engage in any commercial ep. 
terprise nor go into business in compe. 
tition with its members or on ani other 
basis. It simply used the machinery of 
its organization for the benefit of jts 
members in the formation of a plu 
whereby they themselves could better 
service and more economically finance 
their own business. No one would deny 
that the merchants of any city have, 
perfect right to organize their retail 
merchants association for the collection 
and exchange of credit information ani 
to utilize their combined experience in 
their extension of credit and the colle. 
tion of their bad accounts. No one wil 
deny that any two or three agents woul 
be justified in combining their years of 
experience and volume of premiums for 
the purpose of more efficiently handling 
and servicing their own business or any 
part thereof. It is just as reasonable for 
any number of agents or all the agents 
who happen to be members of the New 
York State Association to combine their 
experience and premium volume in the 
formation of this plan for the purpose of 
increasing their production and income, 
lessening their collection costs and giy- 
ing better and bigger service to their 
clients.” 





C. B. SMITH AT SYRACUSE 


National Ass’n Executive Committee 
Head Cites A plish ts; Oil Con- 
troversy Not Ended Yet 

Syracuse, N. Y., May 21.—Clyde B. 

Smith, Lansing, Mich., chairman of the 
executive committee of the National As- 
sociation of Insurance Agents, received 
a great reception when he spoke today 
before the annuaal convention at the 
Hotel Syracuse of the New York State 
Association of Local Agents. He talked 
on what the National Association has 
done to further and protect the interests 
of local agents, touching upon many cur- 
rent problems. 
_ While there are some conditions ex 
isting today which tend to disappoint lo- 
cal agents, Mr. Smith said, such as the 
difficulty to secure collective co-operation 
from the first insurance companies, there 
is no cause for real discouragement. No 
matter what may happen the National 
Association will go forward and upward, 
temporary setbacks not prevailing, Mr. 
Smith told his listeners. 

Telling of the unsuccessful attempt 0 
get the Oil Insurance Association to te 
tore the 15% commission in force priot 
to the cut to 10%, Mr. Smith said that 
the National Association executive com 
mittee will meet within the next month 
to consider what further action may be 
taken. ; 

Mr. Smith congratulated E. M. Sparlia 
of Rochester, N. Y., chairman of the 
membership committee of the National 
Association, upon his work in aiding the 
association to get its yearly quota 0 
new members. The New York Associa 
tion is the largest in the country, bu! 
the Pennsylvania Association is coming 
along fast and is offering New York 4 
stiff fight. 


HAMPTON ROADS CHANGES 

A. B. Carr, former underwriting mant 
ger of the Hampton Roads Fire & Me 
rine, has resigned. Clem Deck, who has 
been with the company several years, has 
been appointed assistant gener! mana 
ger under General Manager W. E. Mc 
Cullough. James J. Harris continues 
his former position as assistant sect 
tary. 
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/ Two dines of silver- same size-same 
/ weight. One is a coin,the other a slug. 


























' The coinis worth thé value stamped upon 

| it; the slug is just a isc of silver metal. 

| Agencies differ too. Like the minted coin, 

the local agency vai bears the Etna 
Fire Group seals is) istinguished byits | 
association with companies eminent in 

| their several fields. | 

|__| | | 











ie 
Fit 

EZ 

Ay 








i Ss 
Etna Insurance Company 
The World Fire and Marine Insurance Company 
The Century Indemnity Company 


HARTFORD - CONNECTICUT 


Such distinction is bound to benefit both the agent and his policyholders. 
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Plea For Sound Underwriting and Self Control 


President Bulkley of National Board Says Fire Insurance Business Cannot Be Operated in Long 
Run Successfully As An Investment Trust; Asks Study of Causes Which Act to 
Depress the Average Rate 


The annual address of the president of the National Board of Fire Underwriters 
is always one of the most important documents in the history of each economic 


year. 


The talk made by George G. Bulkley at the annual meeting of the Board on 


May 23 consisted of a series ot observations and conclusions important to the insur- 


ance and business fraternity. 


Not the least significant thing he said was his caution 


that the extraordinary advance of security values cannot be expected to continue 
indefinitely and that in the long run companies must operate successfully on their 
own keel rather than on so-called investment trusts, and at the same time must 


exercise self-control. 


His own opinion is that the future need show no apprehen- 


sion because the underwriting situation is solid. 
Companies are doing more effective public service than ever, said Mr. Bulkley. 


He called attention to the increasing growth of property values. 


The percentage 


of insurance placed has not kept up to the percentage of property value increase. 


Rates are going down. 


President Bulkley advocated a careful study of the causes that are operating 
to depress the average premium rate for each hundred dollars of insurance. 

Mr. Bulkley also discussed the various activities of the National Board during 
the year, including the important work of the committee on adjustments, and before 


concluding he called attention to the heavy tax bill of the companies. 


In 1927 


taxation of stock fire companies represented 3.25%, so far as National Board com- 


panies is concerned. 


In 1928 the ratio of net premiums rose to 3.88% or 8 1/3% 


of the companies’ entire underwriting expense. 


Mr. Bulkley said in part: 


“For two years in succession the com- 
panies composing the membership of the 
organization have had the satisfaction 
of finding that their operating results 
made a reasonably good showing on both 
the underwriting and the investment side 
of their business. In 1927, for the first 
time since 1919, the fire and lightning 
operations of our member companies, in- 
stead of resulting in an underwriting 
debit, yielded an appreciable underwrit- 
ing credit, thereby enabling the compa- 
nies to get the full benefit of the sub- 
stantial increase in the value of their 
investments brought about by the con- 
tinued rise in the security markets of 
the country. This favorable experience 
of 1927 was happily repeated in its main 
features in 1928. The fire and lightning 
account of the member companies as a 
body made a showing last year which 
compares favorably with that of the pre- 
vious year, the rate of underwriting 
profit which the National Convention of 
Insurance Commissioners has held to be 
just and reasonable for the business. At 
the same time the general course of in- 
vestment values during 1928, despite the 
reactionary tendencies displayed by cer- 
tain classes of securities (notably, high 
grade bonds), was such as to give ad- 
ditional strength to the companies’ finan- 
cial position. Hence it may be affirmed 
that never before since its earliest be- 
ginnings has American stock fire insur- 
ance been as adequately equipped as it 
is today, both financially and otherwise, 
to carry the increasingly heavy respon- 
sibilities that rest upon it in the way, 
first, of providing dependable protection 
against loss by fire for the owners of all 
insurable property in the country, what- 
ever its character or location; and, sec- 
ond, of maintaining and conducting with 
constantly increasing efficiency the great 
quasi-public services to which I referred 
a moment ago. 

Both Caution and Encouragement 

“At this point, however, a few words 
both of caution and of encouragement 
are perhaps in order. On the one hand, 
let us not make the mistake of assum- 
ing that either the present unprece- 
dentedly strong position of the stock fire 
insurance companies or the favorable re- 
sults of their operations during the past 
two years are in themselves conclusive 
with respect to the future prosperity of 
our business. On the other hand, let us 
not underestimate the importance in this 
connection of the country-wide con- 
structive work undertaken by the com- 
panies during these recent years of pros- 
perity with the object of strengthening 


and stabilizing the general underwriting 
situation. 

“It goes without saying that it would 
be prima facie over-optimistic and haz- 
ardous to deduce a permanent improve- 
ment in our underwriting profits follow- 
ing seven years of uninterrupted and 
often severe underwriting losses. Simi- 
larly, no sensible person would rest his 
belief in continued financial success for 
the fire insurance companies upon the 
assumption that the extraordinary ad- 
vance of security values which has been 
in progress for almost five years may 
reasonably be expected to continue in- 
definitely, thereby making substantial 
annual investment gains a regular and 
dependable feature of the companies’ op- 
erations. Nevertheless, there is every 
reason for hopefulness for the future in 
the manifest improvement in underwrit- 
ing conditions which has resulted from 
the determined efforts the companies 
have been making for some years past 
to bring about uniformity and sanity in 
underwriting practices, to lessen the ex- 
cessive burning rate for which America 
has too long been notorious, and in gen- 
eral to get control over the wastes and 
leakages which developed in the business 
during the period when the country’s in- 
dustrial and commercial expansion was 
so rapid that both the organization and 
the underwriting methods of fire insur- 
ance were subjected to a continuous 
strain in keeping pace with it. In other 
words, the guiding minds in American 
fire insurance have not been misled by 
the very welcome investment gains re- 
cently derived by the companies from 


the extensive advance of security prices 
into thinking that the companies can be 
successfully operated in the long run 
rather as so-called investment trusts 
than as prudently and efficiently man- 
aged agencies for providing the entire 
community with protection against 
losses by fire. 
Must Exercise Self-Control 

“On the contrary, nobody has per- 
ceived more clearly than the leaders of 
our business that the ultimate success 
or failure of the companies will depend 
wholly upon their ability to secure and 
maintain effective control over all the 
elements that enter into fire underwrit- 
ing. 

“With this basic truth in view, the 
constructive minds in the business have 
during the recent years of financial pros- 
perity for the companies been unremit- 
ting in their efforts to place our under- 
writing upon a permanently safe and 
sound foundation. It is interesting to 
note here that in the prosecution of this 
all-important work the interest of the 
companies has to a large extent coin- 
cided with the public interest, the prin- 
cipal gains achieved in the underwriting 
situation being attended by correspond- 
ing gains in the effectiveness of those 
public services which I have already de- 
scribed as rendered by the stock fire in- 
surance companies. When due consid- 
eration is given to the far-reaching ef- 
fects of these various constructive activi- 
ties—activities not only participated in 
by the officers of the companies them- 
selves and their field representatives, but 
also given systematic development and 
direction through the National Board 
and other organizations—it seems to me 
that it is no mere lucky coincidence that 
during the very period when the com- 
panies’ investment position was showing 
the greatest gains their underwriting sit- 
uation also improved to such an extent 
that they are now largely relieved of 
apprehension lest a sudden reversal of 
form in the securities market, such as 
experience indicates is possible at any 
time, should produce the unhappy com- 
bination of a sharp shrinkage in the 
value of their investments superimposed 
upon a more or less severe underwriting 
loss. 

The Loss Situation 


“In support of what I have just said, 
it is appropriate to refer to last year’s 
fire losses in this country, based on the 
experience of companies holding mem- 
bership in the National Board and the 
others subscribing to the work of the 
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Actuarial Bureau, plus 25% for unreport. 
ed losses. The first significant fae 
brought out by these figures is that, not. 
withstanding a very large increase in the 
total value of insurable property in the 
United States by reason of a high rate 
both of building construction and of jp. 
dustrial production, the total value of 
the property destroyed by fire in the 
country in 1928 showed a decrease from 
the corresponding figure for 1927. It js 
true that this decrease was substantial- 
ly smaller than that realized in 1927 3 
compared with 1926; and it was less also 
than some of the earlier fire loss returns 
had encouraged us to hope for. Wher, 
however, the downward movement of 
last year’s fire losses is compared with 
the sharp upward movement of last 
year’s fire losses is compared with the 
sharp upward movement of property 
values covered by insurance, it becomes 
at once apparent that there is less cause 
for disappointment on account of the 
fire loss experience of 1928. According 
to our estimate, the loss total for 192 
was $472,224,568—a decrease of $6,00)- 
000 from the total for 1927, viz., $478- 
254,620—and of $88,000,000 from the rec- 
ord-breaking total for 1926, viz., $500- 
548,624. These figures indicate that the 
efforts of the stock fire insurance con- 
panies, in co-operation with other public 
and private agencies, to check the dread- 
ful fire waste evil that has too long been 
a most serious economic drain upon the 
American people, are at last beginning 
to bear fruit. Therefore, it is reasonably 
to be hoped that fire underwriters may 
henceforth expect a downward tendency 
of the burning rate, except, of course, 
when this tendency may be temporarily 
interrupted by unforeseeable conflagra- 
tions of greater or less magnitude. 
“As against this slightly more favor- 
able loss experience of the country in 
1928, the net losses paid by all compa 
nies, members of the National Board, 
showed an increase of over two anda 
half millions. According to the figures 
reported by the member companies 0 
the National Board, the total amount o 
earned premium income last year was 
$639,979,668, as compared with $627,538- 
621 for 1927 and with $634,525,912 for 
1926. The fire and lightning business of 
the companies last year resulted in a 
underwriting credit balance of $30,189; 
567 or 4.72%, as compared with a sim- 
ilar credit balance of $30,932,388, of 
4.93%, in 1927, but with a debit balance 
of $23,738,595, or 3.74%, in 1926. Last 
year, therefore, for the second time ™ 
a very long period of years, the com- 
panies’ underwriting profit on the fire 
and lightning business came withit 
measurable distance of what it should 
have been upon the basis of the rate of 
underwriting profit which the Nationd 
Convention of Insurance Commissioners 
has determined to be just and reasol 
able, namely, 5% of normal profit plus 
3% for the constitution of a conflagr* 
tion reserve, or 8% in all. When cot 
templating this encouraging outcome 6 
last year’s underwriting, however, v 
must not forget that several years ° 
similar experience will be needed 0 
make good the heavy underwritins 
deficit which accumulated during the a 
riod of nearly a decade in which annua 
underwriting debits succeeded one a 
other almost without interruption. 


Increase of Property Values 
“In this connection I feel impelled ' 
dwell briefly upon an aspect of the wr 
derwriting situation which in my opt 
ion deserves more consideration that . 
has hitherto received. I refer to 


declining tendency of the compamlt 
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gross fire and lightning premium income 
in the face of a continuous large in- 
crease in the aggregate value of the 
property which the companies are insur- 
ing. During the past two years, for ex- 
ample, the value of insurable property 
in the United States was increased to 
the extent of not far from ten billions 
of dollars through new building con- 
struction alone, while it is well known 
that the volume of goods of nearly all 
kinds in process of production and dis- 
tribution exceeded all previous records. 
During this same period the gross pre- 
mium income of the stock fire insurance 
companies showed a decrease of more 
than fifty-two and a half millions. The 
primary cause of this situation is fa- 
miliar to all of us; it is the steady de- 
cline of. the average rate of premium 
received by the companies for each $100 
of insurance written. For example, if 
the 1927 average rate of premium of .86 
was applied to the gross insurance writ- 
ten, of $141,000,000,000, for 1928, the 
gross premium charged would have 
shown an increase of approximately 
$37,000,000 instead of a decrease of $23,- 
(00,000, brought about by the lower an- 
nual rate of .834. The public at large 
little appreciates how extensive this de- 
cline has been during the past quarter- 
century and even during the past ten 
years, or what a saving of cost to the 
buyers of fire insurance it has meant. 
The truth is that, in the most marked 
contrast with all other prices, the aver- 
age price of fire insurance in this coun- 
try is today 17.6% lower than it was at 
the end of the war. It is a matter of 
common knowledge that the fire insur- 
ance companies, through the rating 
methods they have developed, have 
hitherto given to the insuring public the 
fullest possible benefit of all the im- 
provements in building construction and 
of all the gains in fire prevention prac- 
tice for which the comnanies’ own initia- 
tive has been to a large extent respon- 
sible. It is elear, however, that there 
is a point beyond which the proportion 
borne by premium income to the amount 
at risk cannot safely be reduced. We 
should not go on indefinitely adding bil- 
lions of dollars every year to the grand 
total of the insurance we have in force 
and at the same time allowing the insur- 
ance fund which supports those insur- 
ances to diminish in a relative, if not in 
an absolute sense, unless there are jus- 
tifiable reasons. 

“Accordingly, I desire to urge upon the 
members of the National Board a careful 
study of the causes that are operating 
to depress our average premium rate for 
each $100 of insurance, with a view to 
ascertaining as quickly as_ possible 
whether some, at least, of these causes 
are based upon conditions which warrant 
the continued lowering of the average 
tate. Many classes of risks which are 
subject to an inordinately high burning 
ratio should not be permitted to enjoy 
credits which belong to those classes 
where modern construction and protec- 
tion demand full consideration.” 





ACTUARIAL BUREAU REPORT 


C. E. Case, chairman of the Actuarial 
Bureau of the National Board, reported 
to the annual meeting that the Bureau 
consists of 241 companies. The estimated 
expenses of the Bureau for 1929, includ- 
ing loss information service, will reach 
$233,000. The 1929 property loss report- 


ed to the Bureau for 1928 was $377,- 
779,700 





MISS SWERIG CHAIRMAN 

Miss Mabel B. Swerig, librarian of the 
Insurance Society of New York, has 
een made chairman of the insurance 
Stroup of the Special Libraries Associa- 
tion of the United States. Miss Laura 
A. Woodward, librarian of the Mary- 
and, is secretary. 





NEW YORK VISITOR 
Price K. Johnson of Cravens, Dargan 
0., Houston, Tex., was in New York 
a few days ago. 





Police Work 


During the course of his talk at 
the annual meeting of the National 
Board this week President Bulkley 
said: 

“The fire insurance companies in 
the regular course of their business 
do a large amount of what is really 
police work in the way of protect- 
ing the public at large against inor- 
dinate fire insurance costs by reason 
of dishonest or excessive loss claims, 
as well as losses resulting from the 
crimes of incendiarism and arson. 
When these services of the compa- 
nies, which subserve primarily the 
public welfare and only secondarily 
that of the companies themselves, 
are surveyed in their totality, and 
when account is taken of the labor 
and expense required to maintain 
them, it is difficult to avoid the con- 
clusion that stock fire insurance 
stands today in the front rank of 
the great businesses of the country 
in respect of its disinterested contri- 
bution to the national well-being. 
What other business can be named 
which so consistently devotes itself 
to the improvement of conditions 
affecting the lives and prosperity of 
the entire people?” 











NINETEEN NEW BOARD MEMBERS 





No Resignations During Year; One 
Company Lost by Merger, Com- 
mittee Reports 

Nineteen new members were added to 
the National Board of Fire Underwrit- 
ers during the year, the membership 
committee headed by C. Weston Bailey 
(American of Newark) reported. No 
resignations were made, but one com- 
pany was removed from the roll through 
a merger. 

The new members are American Na- 
tional Fire, Anchor, Cosmopolitan Fire, 
Empire Fire, Empire State, Fidelity and 
Guaranty Fire, Germanic Fire, Lion 
Fire, Long Island Fire, Mercury, Na- 
tional Guaranty Fire, National Standard 
Fire, North Carolina Home, Pacific Am- 
erican Fire, The Pavonia Fire, Roches- 
ter American, Seaboard Fire and Ma- 
rine, Standard of New York and Sussex 
Fire Insurance Company. 

The company that merged was the 
Delaware Insurance Co. 





Committee Reviews Its 
Contact With Agents 

PERCIVAL BERESFORD’S REPORT 

Most Matters Brought Up Outside 


Scope of National Board’s Functions; 
Cannot Bind Members 








In his report as chairman of the ex- 
ecutive committee of the National Board 
of Fire Underwriters, Percival Beresford 
had the following to say about matters 
that came up during the year between 
the National Board and the National 
Association of Insurance Agents: 

“A declaration of principles was pre- 
pared by a committee of the Agents’ 
Association and our Conference Commit- 
tee as then constituted, which, in turn, 
was presented to our executive commit- 
tee; and while the report of the joint 
committees was accepted, the executive 
committee did not, and could not, bind 
its membership to subscribe to the prin- 
ciples embodied therein—which position 
was apparently understood by the 
Agents’ Association at the time, for they 
thereupon solicited the companies’ indi- 
vidual endorsement of the declaration of 
principles. 

“During the past year the National 
Board, through its committee, was re- 
quested to arbitrate a difference which 
arose in connection with a bank agency 
representation; but the National Board 
clearly could not act in a matter of this 
kind, and the committee representing the 
Agents’ Association was so advised. 

“A further review of the principles in 
the so-called agreement was had by your 
committee and with the concurrence of 
the executive committee, the following 
action was thereafter communicated to 
the National Association of Insurance 
Agents: 

That the conference committee with the Na- 
tional Association of Insurance Agents be con- 
but be limited in its discussions to mat- 
ters coming within the scope of the activities 
of the National Board of Fire Underwriters. 

That Sections 1, 2 and 3 of the so-called 
Conference Agreement, received by the execu- 
tive committee of the National Board April 29, 
1926, cover matters which have not at any time 
come within the scope of the activities of the 
National Board. 


tinued, 


“The executive committee also gave 
consideration to a brief filed with us by 
the committee of the Agents’ Association 
on the subject of limitation of agencies; 
and it was the opinion of our committee 
that this is a question lying beyond the 
scope of activities of the National 
Board.” 








NEWARK FIRE INSURANCE COMPANY 
Newark, N. J. 


agents. 





Agents Wanted Where Not 


A Company with a continuous 
and unblemished record of over 
a Century in protecting the 
interests of policyholders and 











Represented 





ame Vibe. 





Nearly 200 Attend 
Sumner Ballard Dinner 





Sumner Ballard’s dinner last night, at 
his home in East Seventy-ninth street, 
always one of the big social affairs of 
the year to which invitations are highly 
prized, had a turnout of unusually dis- 
tinguished guests. At the head table sat 
John F. Curry, new chief of Tammany 
Hall; Judge Olvany, former chief; John 
H. McCooey, Democratic boss of Brook- 
lyn; Governor Larson of New Jersey; 
Senator Copeland of New York; Speaker 
Machold; Charles D. Hilles, vice-chair- 
man Republican National Committee; 
Darwin P. Kingsley, president New York 
Life; Wilfred Kurth, president, Home; 
Superintendent Conway; James Wyper, 
vice-president Hartford; and former 
Governor Edwards of New Jersey. 
Among those present were the follow- 
ing: 

joseph Andrews, Bank of New 2 & Trust 
Co.; Harry Austin, manager, A. F. Ae & 
Weston Bailey, president American be Newark: 
William M. allard; W. N. Bament, vice-presi- 
dent Home; District Attorney Banton; Guy E. 
Beardsley, Aetna (Fire); Charles K. Beekman, 
New York; James A. Beha, International Ger- 
manic; Percival Beresford, Phoenix of London; 
William G. Besley, Central Railroad of New 
Jersey; H. Edward Bilkey, vice-president Stuy- 
vesant; James G. Blaine, banker; Joseph 5S. 
Blume; E, J. Booth, Michigan Fire & Marine; 
Ernest B. Boyd, Yorkshire; George G. Bulkley, 
president National Board; Frank E. Burke, 
Home; Joseph Button, Virginia ; James G. 
Byrne, president borough of Brookl yn; L. R. 
Bowden, Pacific Fire; Col. Frank Brown. 

Hartwell Cabell; Sheldon Catlin, Ins. Co. of 


N. A.; Lewis  L. Clark; James W. Cochran, 
Fire ‘Ass’ a: <.. & Conklin, Northern; S. 
Conover, president Fidelity Trust; R. A. Cor- 
roon; D. Crane, Ohio Farmers; W. 
Cruttenden, Springfield F. & M.; B. M. Culver, 
Niagara; H. T. Cartlidge, L. & fe & G. 

Hart Darlington, U. ? manager, Norwich 


Union; J. M. Davis, D., & W.; District At- 
torney Charles Dodd of “nauains Thos. B. 
Donaldson, Eagle; J. J. Dorman, fire commis- 
sioner ; Charles J. Druhan, Supreme Court of 
Brooklyn; Commissioner Dunham, Connecticut ; 
P. Donlon, district attorney’s office; J. 
Egan, Tammany Hall; Gresham Ennis, McGee 
& Co.; Joseph ral Flynn, Flynn & Harrison; 
J. A. Foley ; _ Fowler, Deputy Superintend- 
ent; Joseph S. “‘Suleatanene president Stuy- 
vesant; Isaac Fuld; M. O. Garner, National 
Surety; August Geberth, International; former 
Ambassador James W. Gerard; John F. Gilli- 
ams, Camden Fire; Louis Goldstein, Brooklyn; 
Sigsbee Graham, New York; H. W. Gray, Lon- 


don & Lancashire. 

Paul L. Haid, America Fore; Charles Hay- 
den, Stone; W. R. Hedge, president Boston ; 
James J. Hoey; C. H. Holland, Independence 
Indemnity; G. C. House, president Providence 
Washington; R. B. Ives, Aetna; John B. John- 
son; Ralph Jonas, Goldman-Sachs; Nathan 
Jonas, Manufacturers Trust; William B. Joyce, 
National Surety; Harold Junker, North River; 
I. Kaplan, lawyer; L. G. Kaufman, Chatham- 
Phenix National Bank; Asa B. Kellog; Frank 
B. Kelly; Archibald Kemp, Fireman’s of New- 
ark; David Knott, General Surety; William H. 
Koop, Great American; F. Kortenbeutel, vice- 
president International. 

E. Lane, Niagara; F. D. Layton, Na- 
tional; Richard Lord, Inter-Ocean; Edson S. 
Lott, U. S. Casualty; H. W. Lowe, Johnson 
& Higgins; Julian Lucas, Davis, Dorland & 
Co.; A. P. Lathrop, Amerigan Light & Trac- 
tion Co.; Charles H. Lum, National Board; W. 
E. Mallalieu, general manager National Board; 
William Mackintosh, manager Royal; A. J. Ma- 
kins, Commercial Union. 

Ballard McCail, National Surety; Everett and 
J. H. McCooey, ir; William H. McGee; Sam- 
uel McRoberts, Chatham-Phenix; C. V. Meser- 
ole, Pacific Fire; i. ie ne Globe & 
Rutgers; W. I. McCain, Aetna; C. Merrill, 
New York Life Insurance & Be Ca.3-2. CG. 
ere gs, Jr.; Charles A. Nottingham, kL. & 

& G.; Joseph Noonan, Tiffany & Co.; John 
ii Packard, London Assurance; J. Lester Par- 
sons, president United States Fire; Jesse S. 
Phillips, Great American Indemnity; E. G. 
Piper, Rhode Island; W. L. Piotrowski, Great 
Lakes; John O. Platt, Insurance Co. of North 
America; O. J. Prior, Standard of Trenton; 
Frank Presbrey, advertising man; Dana Pierce, 
Underwriters’ Laboratories. 

Joel Rathbone, National Surety; G. Remak, 
Jr., Philadelphia; C. Remington; William 
Reynolds, Corroon & Reynolds; Judge Edward 
Riegelman; Norman T. Robertson, Germanic 
Fire; S. P. Rodgers and Walter Roedel, Ins. 
Co. S. of P.; Charles D. Ross;. Victor Roth, 
David Rumsey, Sumner Rhoades. 

Charles H. Sabin, Guaranty Trust; W. C. 
Scheide, reinsurance; Carl Schriener, reinsur- 
ance; Cecil F. Shallcross, North British & Mer- 


cantile; H. A. Sieman, F. N. Smalley, Glens 
Falls; ‘Harold V. Smith, Home; R. L. Stuart; 
E. A. St. John, National Surety; Francis R. 


Stoddard; Ernest Sturm, America Fore; N. B. 
Saklatvela, New India; U. S. District Attorney 
Tuttle; Comptroller Tremaine; S. Y. Tupper, 
Atlanta; C. L. Tyner, Home; C. J. Voorhis, 
Crum & Forster; J. H. Vreeland, Scottish; 
David C. Wakeman, ka & Foster; Harold 
Warner, L. & L. & G.; N. A. Weed, Republic; 
Spencer Welton, N. Y. Indemnity; Louis Wi- 
ly, N. Y. Times; L. J. Wolfe, actuary; H. J. 
Wyatt, Home. 











Page 30 


May 24, 1929 








ow Muth America’ ~ 
Ads Aim to Help Agent 


CREATE CONSUMER ACCEPTANCE 
C. A. Palmer, Advertising Manager, Cites 
Results of Survey of Agents to Show 
Effective Results 


How and why the Insurance Co. of 
North America is offering its agents ad- 
vertising co-operation of a rather com- 
prehensive nature was explained at some 
length by Clarence A. Palmer, advertis- 
ing manager of the North America, 
speaking Tuesday at Allentown, Pa., be- 
fore the Pennsylvania Insurance Days 
convention. From the company’s stand- 
point, Mr. Palmer said, national adver- 
tising builds a good will background to 
make selling easier for the local agents, 
it helps to reduce losses and it attracts 
to the company’s agents a larger per- 
centage of the more desirable risks. 

While the North America’s advertising 
is placed largely in magazines of na- 
tion-wide circulation, it is also decidedly 
local, according to Mr. Palmer, in that 
it reaches in most communities a large 
percentage of the persons agents want 
to do business with. This is accom- 
plished by distributing the advertising 
contracts in publications which reach dif- 
ferent sets of people, so that through 
some medium every person is approached. 

Telling why the North America adver- 
tises, Mr. Palmer said it was not so 
much to create an overwhelming demand 
for North America policies as to create 
an atmosphere of consumer acceptance, 
rendering it easier for an agent to close 
a sale after the prospect has been sold 
somewhat upon the strength of the com- 
pany and the value of insurance by read- 
ing of these things in some. publication. 


Other Objectives of Advertising 


“And, while the primary object of our 
company’s national advertising is to build 
good will for the company and its agents 
and thereby make it easier for North 
America policies, there really are other 
objectives which have influenced the 
adoption of this particular style of ad- 
vertising. For one thing, we are anxious 
to keep: the subject of fire prevention 
alive in the public mind to make people 
think about fire hazards and be anxious 
to reduce them; to point out to them 
some of the most common hazards and 
how they have been eliminated. An- 
other reason for this style of advertis- 
ing is that we are anxious to attract the 
attention of the kind of people who na- 
turally are interested in the economic 
side of the question of fire prevention 
(people of a little more than the average 
intelligence, if you will)—because gener- 
ally such people are responsible for the 
placing of insurance on the large and 
more desirable risks, and that means 
more satisfactory business for our agents 
and for us. 

“T don’t know that our objectives are 
much different from those of any other 
fire insurance company which is adver- 
tising. Our method is different—that is 
about all. For instance, there has been 
much written about the comparative val- 
ues of positive advertising and negative 
advertising. Positive advertising is that 
which shows the benefits of proper fire 
prevention measures and proper insur- 
ance coverages. Negative advertising, 
sometimes called ‘scare’ advertising, is 
that which makes its appeal by picturing 
what happens when proper fire preven- 
tion measures are not taken and insur- 
ance coverages are inadequate. 

“I could argue for one type as well 
as for the other. There are many points 
in favor of each. There are many peo- 
ple who can best be appealed to by scar- 
ing them. There are probably just as 
many (particularly among the classes of 
people in whom we are most interested) 
who are open to reason and who are best 
appealed to by picturing for them the 
benefits of fire prevention and adequate 
insurance. Our advertising is along posi- 
tive lines, while the advertising of some 
other insurance companies takes the neg- 
ative angle. This is a happy combination, 


I feel, The more insurance company ad- 
vertising, the better for the insurance 
business generally. And if some of the 
total amount of advertising approaches 
the subject of fire insurance from an an- 
gle which apeals to one large part of 
our population, and the rest of it inter- 
ests the remaining population, so much 
the better. 


Where Advertising Goes 


“There are in the United States ap- 
proximately twenty-seven million fami- 
lies. Only approximately three hundred 
thousand or a little more than 1% of 
this total number of families have in- 
comes*® of $10,000 and over. Only one 
million, seven hundred thousand or a 
little more than 6% of the total num- 
ber of families have incomes of between 
$5,000 and $10,000. Twelve million, five 
hundred thousand or nearly 47% have 
incomes of between $2,000 and $5,000. 
Ten million, seven hundred thousand or 
nearly 40% have incomes of $1,000 to 
$2,000. And one million, eight hundred 
thousand or about 614%4% have incomes 
of less than a thousand. 


“Naturally, the most desirable business 
from a property insurance standpoint is 
placed by property owners in the higher 
income groups—$5,000 and up—and it 
should be the objective of any insurance 
company’s advertising to reach as large 
a number of these desirable prospects 
as possible. At the same time, however, 
in that great group with incomes of $2,- 
000 to $5,000 (47% of the total number of 
families) there is much desirable insur- 
ance business represented, and no com- 
pany or agent can afford to overlook this 
group. 

“Now, an insurance company such as 
ours has agents in every section of the 
United States, and since the primary ob- 
jective of our advertising is to help our 
agents, we cannot very consistently ad- 
vertise in one section of the country 
and neglect another section. We cannot 
play favorites. We must, therefore, look 
for a means of reaching as many as pos- 
sible of the people in the higher income 
groups in every section of the United 
States at the lowest cost per person 
reached. We know that the majority of 
magazine readers are to be found in the 
higher income groups. The newspaper 
is an excellent medium, too, but to run 
adequate newspaper advertising in every 
city in which we have representation 
would involve an expenditure which 
would be prohibitive. We, therefore, de- 
cide that magazines will be used to carry 
our messages to the public. 


Analyzing Magazine Circulation 


“The next step in planning the com- 
pany’s campaign is to analyze the cir- 
culations of every desirable magazine and 
select the publications which will give 
us the greatest coverage in the income 
groups to which we wish to appeal at 
the lowest cost. Without going further 
into the intricate details of making such 
an analysis, let me show you the results 
of all this work: 

Next month, for instance, the White 
Fireman will appear in magazines 
which will reach 100% of all families 
in $10,000 and over group, 73% of all 
families in $5,000 to $10,000 group, 26% 
of all families in $2,000 to $5,000. 
“That represents very nearly perfect 

coverage in the two higher groups and 
is about as complete coverage as is prac- 
ticable in the third group, in view of the 
fact that a smaller percentage of people 
in this lower group are magazine read- 
ers. Incidentally, the 26% in this third 
group represents a total circulation of 
nearly three and a half million. 


Aiding the Individual Agent 


“So far I have discussed only the gen- 
eral magazine advertising done by an 
insurance company. While this, perhaps, 
is the most spectacular part of any in- 
surance company’s advertising program, 
the insurance company’s advertising ef- 
forts-do not stop there. The national 
advertising is building general good will 
for the company and its agents. But we 
must help each individual agent to cash 
in on this good will. We must do our 


part in directing to the individual agent 
his share of the national good will which 
is being created. We must help each in- 
dividual agent to advertise himself in 
his own community. There are several 
ways in which an insurance agent may 
advertise his services. Newspaper ad- 
vertising is one. The sales letter cam- 
paign is another. Printed circulars are 
good. Posters are helpful. Telephone 
directory advertising has its advantages. 
Blotters, calendars and other such print- 
ed material all help. 

“But where is there an insurance agent 
who has the time or the inclination to 
personally plan and prepare an advertis- 
ing campaign for himself. Occasionally 
we meet one who can and does take the 
time and trouble to do so. But such 
agents are few and far between. How- 
ever, there are many agents who are firm 
believers in the value of advertising and 
would willingly spend the money to ad- 
vertise if someone would assist in the 
planning and the writing of the adver- 
tising. 

“That is why our company is offering 
its agents advertising co-operation of.a 
rather comprehensive nature. For in- 
stance, we furnish our agents with copy 
for newspaper advertisements regularly. 
We send them suggestions for sales let- 
ters. We furnish them with printed cir- 
culars featuring specific types of insur- 
ance, and these circulars are imprinted 
with agents’ names and addresses. We 
furnish posters which are enlarged re- 
productions of our national advertise- 
ments in order to give our agents anoth- 
er means of identfying themselves with 
our White Fireman advertising. We 
supply every week a new pictorial news 
service poster. 

“And recently we have made a con- 
tract with the Bell Telephone Co. which 
enables our agents to list their names 
and telephone numbers under a special 
North America classification so that 
prospects who are impressed with our 
national advertising may readily locate 
the nearest North America agent. As 
radio broadcasting becomes more and 
more an important advertising medium, 
we probably shall prepare and send to 
our agents suggestions for radio pro- 
grams which they can put on the air 
through a local station. 


How Agents Are Using Ads 


“Recently our company made a survey 
to find out to what extent our agents 
were using these various advertising ser- 
vices furnished by the company, and to 
learn of any other possible ways of help- 
ing our agents in their sales work lo- 
cally. The opinions of about 2,000 of 
our agents were secured, and we felt that 
this number represented a fairly good 
cross section of our entire agency repre- 
sentation. I will give you briefly some 
of the outstanding points which this sur- 
vey developed: 

“The question was asked, ‘Has the 
general advertising of our company in- 
creased North America prestige to the 
end that it has made it easier for you 
to approach prospects ?’ 

“71.8% of our agents answered ‘Yes. 

“68% answered ‘Yes’ to the question, 
‘By creating greater confidence in the 
company, has its advertising helped you 
in getting renewals on North America 
policies ?’ 

“Asked if they had been appealed to 
for advice on fire prevention as the re- 
sult of our advertising, 44.9% answered 
‘Yes.’ 

“One of the most remarkable of all the 
points developed was in answer to the 
question, ‘Have there been instances of 
property owners requesting North Am- 
erica policies as a direct result of the 
advertising?’ 33% of the agents said 
‘Yes.’ 

“57.4% of the agents said that they 
used the company’s national advertise- 
ment as an exhibit in their personal sales 
work. : 

“847% said that they used the posters 
featuring the company’s national adver- 
tisements. 

“More than 70% reported that they 
used the printed circulars furnished 
them.” 





Cutting Clients’ Costs 
Profitable For Agenis 


LEADS TO LARGER ACCOUNTS 


New York Broker Tells of Favorahle 
Arrangements For Agents on Sprink- 
ler System Installations 


From the economic point of view ii is 
far preferable for an agent to lose a few 
dollars’ in commissions by advising an 
assured to install a sprinkler system or 
some other feature reducing the tmsurciice 
charge than to continually face the danger 
of losing the whole account to some wide- 
awake competitor who offers such a sav- 
ing to a client, according to Fred D. 
Schnebbe, president of Schnebbe & Co, 
Inc., insurance brokers in New York Ci ity, 
and also president of the Schnebbe Fire 
Protection Engineering Corporation. 
Speaking Tuesday of this week at Allen- 
town, Pa., before the convention in con- 
nection with Pennsylvania Insurance Days 
Mr. Schnebbe said that the agent or 
broker who aims to effect every possible 
saving in insurance costs for his assureds 
will probably more than make up any 
commission losses by gaining additional 
insurance coverages from these same 
persons. 

Mr. Sc hnebbe’s sales talks are presented 
herewith in part: 


Interview With Head of Corporation 


Let me suggest that for a moment you 
consider yourself the president or execu- 
tive officer of a corporation operating 
a large plant in a prosperous and grow- 
ing community. 
I approach you along these lines: Good 
morning, Mr. Jones. I happened to have 
some clients in this vicinity and passing 
by your plant I noticed that you are 
not enjoying real fire protection. I am 
an insurance man and I naturally ap- 
preciate the value of adequate insurance 
protection. May I ask you a question, 
Mr. Jones? Would you be willing to 
sell your business for the amount of fire 
insurance that you carry? .(Rather a 
startling question to ask a prospect.) 

Naturally, the answer will be “no,” be- 
cause what does the average fire line 
cover on the average plant. Nothing, 
you will find, but actual values and prob- 
ably only 80% of values of the actual 
cost of replacement of buildings and con- 
tents. So, naturally, the thought would 
immediately come to his mind: how about 

good will, the earning ability of the plant, 
etc. What then? If he answers “no,” 
you can come back with the statement, 
Well, then you admit, Mr. Jones, that 
insurance alone does not give you com- 
plete protection. You have a plant here 
that is making money for you, and al- 
though you are, as you may feel, thor- 
oughly covered by insurance, a fire cer- 
tainly would cause you considerable in- 
convenience, a loss of orders, and if it 
is a real serious fire, result in the loss 
of a good many of your accounts; be- 

cause, while you cannot deliver the goods 

to your clients, i is it nota wonderful op- 
portunity for your competitors to step m 
and get the business away from you? 

This being so, Mr. Jones, would it not 
be well for you to consider making your 
building more fire resisting and equip it 
so that a serious fire cannot occur! 
Imagine having in your plant thou sands 
of silent watchmen in every nook an¢ 
corner to function at a moment’s »otice 
to put out a small fire before it gains any 
headway. “Yes, Mr. Schnebbe, there 
is a great deal of logic in what you say, 
but I am afraid that the expense: in- 
volved are too great and we coul: not 
spare the capital at this time for mak- 
ing any such extensive improveme ts in 
our plant.” But, Mr. Jones, if I ould 
arrange for you to make all these 1m 
provements at our expense, and tc fur- 
nish you with all of. your necessary 1 
surance requirements for less mone) than 
you are now paying for your insurance 
alone, would you not naturally be ‘tet 
ested? By this time you can re adily 
appreciate the fact that I have ar use 
his interest and the chances are that 


I am the salesman and_ 
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when I make the last statement he very 
seriously doubts whether or not such a 
staicment can be truthfully made, and 
whether or not IT actually carry out my 
proposal. 


Prospect Becomes Interested 


10 you think, however, that by this 
time he would be ready and willing to 
investigate further the proposition that 
| have presented to him? He most as- 
suredly would be, and if I carry out my 
proposition and prove to him that I can 
install in his plant a complete system of 
automatic sprinklers and such other im- 
provements and apparatus as will pre- 
vent a serious loss, and furnish him with 
his necessary insurance requirements, all 
fur less money than he now pays for 
insurance alone, the chances are that un- 
less his broker is very, very close to 
him, | will get his business; and, gentle- 
men, let me tell you that this is being 
accomplished almost every day in the 
year. And let me also tell you that if 
your client’s plant is susceptible to a 
proposition ‘such as 1 have outlined to 
you, and if you do not suggest it to 
him and advise him to look into the pos- 
sibility of such an arrangement, it is 
just a question of time before some oth- 
er broker or agent will, resulting in the 
loss of the business to you. 

Insurance costs make up a good por- 
tion of the overhead of the average plant, 
and if you can show your prospect how 
this terrific cost can be reduced, he most 
naturally must be interested—as a reduc- 
tion in overhead means smaller produc- 
tion costs and results in putting him in 
a better position from a competitive 
standpoint in producing his product. Now 
the question naturally comes up in your 
mind: But how is it possible to give a 
client or a prospect such a remarkable 
proposition? ‘The answer is very sim- 
ple. There are many different sprinkler 
companies all anxious and look for work; 
and most of these sprinkler companies 
also have connections for financing the 
cost of the sprinkler installation over a 
period of years, allowing the owner of 
the plant to apply his savings in insur- 
ance costs against the annual payment. 


Combination Contract To Assured «+ 


By this time it has probably occurred 
to you that if you could give to your 
prospect or your client a combination 
contract that would obligate him to place 
all of his insurance requirements through 
your office over a period of years, and 
provide for the installation of automatic 
sprinkler system and such other improve- 
ments and protection against fire as 
might be warranted, all for a set sum 
guaranteed to be less than he now pays 
for insurance alone, that such a contract 
Should be easy to sell. There are, I 
am happy to say, several concerns who 
will work with brokers and give them 
practically just such a service or con- 
tract: and if you do not know of any 
such connection I shall be happy to have 
you consult with me after the meeting, at 
which time I shall be glad to give you 
such «dditional information as you might 
require. We, in New York, use a con- 
tract to which we are a party. Under 
Such 2 contract, we, as a broker, are 
Made « party thereto and all insurance 
1s placed through our office and so guar- 
anteed for the term of the contract, be 
it three, five or ten years. Let me illus- 
trate such a contract to you by giving 
you an example. 

Let us consider the following hypo- 
thetical case: John J. Jones is an en- 
terprising agent of Harrisburg, Pennsyl- 
vania. For years he has been trying to 
Participate in the large insurance. lines 
Aang Smith Manufacturing Co., of that 

we 


One fine morning, armed with an idea 
and fired with ambition, he ‘calls once 


more on Mr. Smith and learns the fol- 
Owing facts: 


fire’ phe. Smith Mfg. Co. carries $500,000 of 
€ insurance at an average rate of $1.00 or 
Premium of $5,000. 

P Mr. Smith has considered a sprinkler sys- 
Pen many times, but has objected to the ex- 
aa" of installation (about $15,000), feeling 
: this much money can be used to better 
vantage in his business. 


3. Mr. Smith does not object to cutting 
down his annual insurance expense if there 
is no initial cash outlay. 


How Contract Works Out 


The following week our friend, Mr. 
Jones, again visits Mr. Smith, accompa- 
nied by a representative of the A. B. C. 
Sprinkler Service Co., and the following 
proposal is explained: 

The Smith Mfg. Co. is to pay to the 
sprinkler company and Mr. Jones jointly 
the sum of $4,500 per annum for a period 
of five years. For this he is to receive, 
without additional expense on his part, 


(a) $500,000 of insurance for the five-year 
period. 


(b) The use of a complete system of auto- 
matic sprinklers which is to be installed in his 
plant immediately. 

(c) Periodical inspection service 
both the equipment and the plant. 

d) Upkeep and maintenance of the sprink- 
ler system in order to keep it in good work- 
ing order, 

(e) The Smith Mfg. Co. makes the first 
payment only when the equipment is completed 
and approved. When the last payment is made, 
the equipment becomes a permanent plant asset 
and from that time on continues to earn a 
greatly reduced rate of fire insurance of say 
twenty-five cents per hundred. 

Mr. Jones, the agent, is to profit in 
obtaining a considerable volume of new 
business, casualty as well as fire. 


The A. B. C. Sprinkler Service -Co. 


covering 


= 


stands to make a profit on their end of 
the work. 

The Smith Mfg. Co. will undoubtedly 
profit from the transaction, as the re- 
duced premiums are guaranteed. 

The question naturally arises as to who 
will really pay for the sprinkler installa- 
tion. There can be but one answer— 
the insurance companies. 

3ut there will be one sufferer and 
chief mourner; and that is the agent or 
broker who is about to lose the account, 
for how can Mr. Smith afford to turn 
down such a proposition ? 


(Continued on Page 32) 





People ask for a Hartford 


policy just as naturally as they 


ask for Ivory Soap or Knox 


hats — and for the same rea- 


‘son. Are you a Hartford Agent? 








HARTFORD FIRE INSURANCE CO. 


HARTFORD ’ CONNECTICUT 
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Bar Ambiguous Phrases 
Applied To Exchanges 


MAKES A 


ILLINOIS RULING 





Attorney General Gives Definitions of 
Words “Exchange,” “Subscriber” and 
“Attorney-In-Fact” 





Ambiguous phrases and terms in the 
description of a reciprocal or its meth- 
ods are taboo in Illinois as a result of 
an opinion by the attorney general which 
in substance holds that a reciprocal by 
any other name is still a reciprocal. The 
attorney general accordingly holds that 
it should be described by the terms used 
in the Illinois laws. 

It appears that an ambitious promotor 
of Chicago sought to organize a recip- 
rocal but that the ordinary terminology 
associated with such enterprises was en- 
tirely too specific for him. According- 
ly, he submitted a copy of the power 
of attorney which he proposed to use 
which substituted “manager” for “attor- 
ney-in-fact”; “members agreement” for 
“power of attorney” and “member” in- 
stead of “subscriber.” 

Feeling that such should not be, the 
Insurance Department sought the ad- 
vice of Attorney General Oscar Carl- 
strom, who, in his reply, quoted from 
the state law as follows: 

“That the word ‘exchange’ when used 
in this act shall mean the office of the at- 
torney-in-fact, being the place where the 
contracts of indemnity are issued; that 
the word ‘subscriber’ when used in this 
act shall mean the participant or policy- 
holder; that the words ‘attorney-in-fact’ 
when used in this act shall mean the 
representative of the subscriber.” 

Mr. Carlstrom points out that the ap- 
plicant sought to use the terms which 
the statute uses in defining the principal 
terms of the .act and that the legislature 
contemplated the use of the specific 
terms “exchange,” “attorney-in-fact” and 
“subscriber.” 





BEACH ON LOCAL ASS’NS 


Tells Syracuse Convention that Once 
They Are Started Steps Should Be 
Taken to See That They Continue 
Syracuse, May 21.—The report of the 
committee on local organizations was 
presented today by Eugene A. Beach, 
chairman of this committee, in which 
he emphasized that two problems be 
met by the New York State Association 
of Local Agents in regard to forming 
local organizations. The first is the ne- 
cessity of getting across to the agents 
a vision of the necessity of a local asso- 
ciation, and what such an organization 
can do. The second is keeping the 
breath of life in them after they have 
been organized. Mr. Beach said that it 
was not so difficult to convince agents 
of the advantages of local organizations 
but to keep them alive required the use 

of a good strong pulmotor. 

Mr. Beach made the suggestion of a 
“sponsor idea,” meaning that each of the 
stronger local boards should be made 
responsible for the organization of as- 
sociations in smaller communities easily 
accessible to the city in which the larger 
board is located. He also recommended 
that the state association should arrange 
for speakers whose duties it should be 
to attend meetings of local associations 
throughout the state and address such 
meetings on pertinent subjects. These 
speakers would be asked to volunteer 
their services but their traveling expens- 
es would be taken care of by the state 
association. 

His final thought was that every local 
organization, large or small, should be 
represented at the state convention and 
National Association meetings, having 
their expenses paid by the local organi- 
zation. He strongly urged the procur- 
ing of a man who would travel the state, 
attend the local meetings, and who, by 
combining these duties with those of an 
executive secretary, would increase the 
membership of the state association. 





G. & R. To Launch Its 
Own Casualty Company 


NOT TO BUY ONE AS RUMORED 





Globe & Rutgers Has $100,000,000 Assets 
and Net Premiums of Close to 


$30,000,000 





For some weeks the rumors on Wil- 
liam street have been that the Globe & 
Rutgers was looking over the casualty 
field with the idea of buying a casualty 
company. 

This idea has been dropped and the 
Globe & Rutgers will start a company 
of its own. At the office of the Globe 
& Rutgers this week no further details 
were given out but the fact that the 
Globe & Rutgers will launch a casualty 
company was corroborated. 

The Globe & Rutgers is one of the 
most successful companies in America. 
At the present time it has assets of 
about $100,000,000. In 1921 its assets 
were less than half of that amount. Its 
surplus over capital and liabilities at the 
end of last year was $37,252,917. Its net 
premiums are close to $30,000,000 a year. 

. C. Jameson is president of the 
Globe & Rutgers and the vice-presidents 
are Lyman Candee, W. H. Paulison, J. D. 
Lester and J. H. Mulvehill. 





NEED FOR RESCUE EQUIPMENT 





Cleveland Tragedy Outstanding Example 
of Necessity for Proper Protection 
for Firemen 


The recent fire and explosion in the 
X-ray room of the Crile Clinic in Cleve- 
land is an example of the dangerous con- 
ditions under which fire departments 
must work in this scientific age, accord- 
ing to the National Board of Fire Un- 
derwriters. Advances in the chemical 
industry have introduced new materials 
in everyday life and have increased not 
only the probable causes of fires but 
have complicated fire-fighting through 
the liberation of various noxious gases. 
Many fire departments have recognized 
this and have realized that the fire de- 
partment is an emergency organization 
which may be called upon in any and all 
catastrophes to render aid and help save 
life. 

Several of the larger fire departments 
have provided rescue squads or compa- 
nies equipped with helmets, oxygen 
tanks and other emergency provisions, 
but these are seldom sufficient to be 
valuable in a catastrophe such as that 
in Cleveland. The result is, as in Cleve- 
land, that heroic firemen, one or more, 
are called upon to give their lives in 
the attempt to rescue persons in the 
building. 

Nitro-cellulose material, the cause of 
most. deaths in the Cleveland fire, is 
used in many industries of the country 
and is to be found in various articles in 
the principal stores of every town and 
city throughout the country. It is there- 
fore highly probable that firemen may 
be called upon to rescue people or to 
fight fires in buildings containing ma- 
terial which will give off these toxic 
gases. The National Board of Fire Un- 
derwriters has for many years recom- 
mended the introduction, and greater 
use, of oxygen helmets and gas masks 
in fire departments. City officials should 
start an early investigation of conditions 
in their city and should properly outfit 
the men on the ladder trucks or rescue 
squads with sufficient equipment to per- 
mit efficient operation under conditions 
— to those which existed in Cleve- 
land. 





JERSEY SPECIALS OUTING 

The annual outing of the New Jersey 
Special Agents Association will be held 
on Monday, June 10, at the North Jer- 
sey Country Club. There will be golf, 
quoits and other outdoor sports. Prizes 
will be awarded to the winners in all 
of the events. A beefsteak dinner will 


bring the activities of the day to a close. 


EXCELSIOR CO. MEETING 





Endorses American of Newark on Non- 
Policy Agents; Two New 
Directors Appointed 
The Excelsior Insurance Co. of Sy- 
racuse, at a meeting of directors and 
stockholders held Monday in Syracuse, 
went on record endorsing the position 
of the American of Newark that there 
are only two legitimate classes of in- 
surance producers, the local agent and 
the broker. The Excelsior concurs with 
the American that the non-policy writ- 
ing agent should not receive more than 

a broker’s compensation. 

About forty agents of the Excelsior 
attended this meeting. President Fred- 
rick V. Bruns presided and reports 
showing fine progress were made by 
General Manager Robert C. Hosmer and 
Nelson P. Snow, chairman of the execu- 
tive and finance committees. Since the 
first of this year more than seventy 
new agents have been appointed, mak- 
ing the total for the company over 300. 
Two new directors were also elected. 
They are C. C. Nicholson of Durfee, 
Clark & Nicholson, Decatur, Ill, and 
Harry Green of Hildenberger & Green, 
Allentown, Pa. 





SYRACUSE BANQUET 

Samuel Macpeak, deputy superintend- 
ent of the New York State Insurance 
Department, told something of the 
growth of the department at the ban- 
quet this week at the Hotel Syracuse of 
the New York State Association of Lo- 
cal Agents. The Rev. Hubert S. Wood 
told several amusing stories in French- 
Canadian dialect. Frank L. Gardner act- 
ed as toastmaster. 


Cut Clients’ Costs 


(Continued from Page 31) 

Undoubtedly you can see how such a 
proposition is possible to submit to a 
prospect. First the prospect has been 
paying $5,000 per annum. To get the 
valuable addition of an automatic sprink- 
ler system is very enticing, especially so 
if it doesn’t cost him any money, and 
will, in fact, immediately cut down his 
insurance overhead from, let us say, $5,- 
000 per annum to $4,500 per annum. 

Second, the rate having been reduced 
by the installation of an automatic 
sprinkler from 1% to .25%, allows the 
broker to buy this insurance for a total 
cost of but $1,250, leaving a balance of 
$3,250 per annum to be applied toward 
the payment of the sprinkler installation. 

And let us not lose track of the fact 
that John J. Jones, the agent, is now 
boss of the situation, having been desig- 
nated in the contract as the broker 
through whom all insurance requirements 
of the Smith Mfg. Co. must be placed 
during the full period of five years. 
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Joins America Fore 


STOCK WILL BE EXCHANGED 








Continental and Fidelity-Phenix to Boost 
Capital $5,000,000; Handle All Lines 
Except Life 





Realizing that the comparative growth 
in premium income is greater in casu- 
alty insurance than in the fire business, 
and that the insurance demands of today 
call for such broad protection as to in- 
clude both fire and casualty coverages, 
from a single source, the Continental and 
Fidelity-Phenix, of the America Fore 
Group, have completed arrangements to 
acquire stock control of the Fidelity & 
Casualty, one of the oldest and best 
established casualty companies in the 
country. This move, while of tremendous 
importance, was not wholly unexpected 
as the America Fore Companies and the 
Fidelity & Casualty have had for some 
time a working agreement to provide full 
cover automobile insurance. 

Stockholders of the Continental and 
the Fidelity-Phenix will meet June 21 
to vote on a proposal to increase the 
capital stock of the former company from 
$15,000,000 to $20,000,000, par value un- 
changed at $10, and the capital stock of 
the latter from $10,000,000 to $15,000,000, 
also of $10 par value. Stockholders will 
also be requested to authorize the direc- 
tors of the companies to utilize the ad- 
ditional shares, at their discretion, for 
the exchange of stock for other insur- 
ance corporations in which investment 
may be legally made, the distribution of 
stock dividends, or for offerings to share- 
holders to obtain additional capital. 

In a letter to stockholders, Ernest 
Sturm, chairman of the board of the 
America Fore Companies, states that the 
first use for which the directors propose 
to issue part of the additional shares 
will be in exchange for the capital stock 
of the F. & C. This company, founded 
in 1847, has a cash capital of $4,000,000 
and a surplus exceeding $7,500,000, with 
total assets in excess of $39,500,000. 

Completes Well-Rounded Organization 
“The acquisition of this company will 
give to the Continental and the Fidelity- 
Phenix of New York a well-rounded or- 
ganization offering all classes of insur- 
ance except life,” says Mr. Sturm. “Cas- 
ualty company premiums have shown 
rapid growth in the last five years, from 
$497,000,000 in 1923 to $762,000,000 in 1928, 
an increase of 53.44%, while fire company 
premiums in the same period have grown 
from $897,000,000 to $966,000,000, an in- 
crease of 9.89%.” 

Directors of the Fidelity & Casualty, 
at a special meeting last week, adopted 
a resolution setting forth the basis upon 
which the company’s stock may be ex- 
changed for the shares of the two fire 
Insurance companies, and recommended 
that stockholders take advantage of the 
offer. The plan provides that stock- 
holders of the Fidelity & Casualty will 
Tecelve in exchange for each share of 
their company’s stock one and _ three- 
eighths shares of the stock of the Con- 
tinental, and one and one-eighth shares 
of the stock of the Fidelity-Phenix. It 
1s also stipulated that an extra dividend 
of $1.50 per share, payable July 20 to 
stockholders of record July 10, may be 
declared on the stock of the Fidelity & 
Casualty. 

If, by July 10, 1929, 75% of the stock 
of the Fidelity & Casualty has been de- 
posited with the Central Hanover Bank 

‘ Trust Co. the fire insurance compa- 
= subject to the approval of the stock- 

olders, will effect the change. 

dat letter to stockholders of the 

sheas . & Casualty, it is pointed out 

a the Continental has a cash capital 

$15.000.000 and a surplus of over $37,- 

ong while the Fidelity-Phenix has a 

oe capital of $10,000,000 and a surplus 

over $29,000.00. These two compa- 

a one-half each, the American 
agle Fire, with a cash capital of $1,000,- 
pe A and a surplus in excess of $1,700.000 

the Fire Companies Building Cor- 

Poration with a capital of $3,000,000 and 
4 surplus in excess of $1,500,000. 








































ROMETHEUS 
The Fast fueman 















» / ROMETHEUS wore the 


first fire badge, we believe, way 
back in mystical mythological 
days when he scrambled up to 
— Heaven and nonchalantly walked 
out with a torchful of fire lighted at the 
chariot of the sun. The gods were mad, and 
old boy Jupiter tried to get it back. He did 
for a moment, but Prometheus was too clever 
for him; he ascended the heights again and 
brought it back in a hollow tube. 

You see, he had to provide Man, 
his newly begotten, made out of earth and 
water, with a worthwhile gift. Fire was it. 
As the champion of Man, he knew that with 
fire in his possession Man would be able to 
make his way on earth, in commerce, science 
and the arts. 








N possessing Max with Fire Prometheus showed real foresight. So 
in the prosperous flow of any business, it must be endowed with a liberal amount of 
foresight. In underwriting, foresight is a vital requisite of success. It is a com- 
mendable attribute in Home Agents, in accepting risks and carrying on the normal 
functions of their agencies. Likewise every Home Agent values it in bis Company. 
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Milwaukee Agency Features 


cAviation Jnsurance Lines 


Auer Incorporated Has Its Own Aeroplane and Advisory Committee 
On Which Are Colonel Eielson of Arctic Fame and Other 
Celebrated Flyers; Agency Started Seventy Years Ago 


One of the oldest agencies in the 
United States is also one of the most 
progressive when it comes to aviation in- 
surance. In fact, probably the most pro- 
eressive. 

This is Auer Incorporated of Milwau- 
kee. The agency was founded seventy 
years ago by Stuart F. Auer, now presi- 
dent of Auer Incorporated. He became 
president nine years ago. He had re- 
turned .to Milwaukee from war service 
and completely reorganized the office. 
During the war he had served as a pilot 
with the A. E. F. in France. Since that 
time Mr. Auer has continued his inter- 
est in things aeronautical. It is only 
natural, therefore, that his agency should 
have been one of the first to have a 
completely equipped aviation insurance 
department. The personnel in the avia- 
tion department is made up of experi- 
enced aviators, men who are well-known 
to pilots and operators throughout the 
country. 

Auer Incorporated also operates its 
own airplanes, thus enabling it not only 
to render quick service, but also keep- 
ing the organization in close touch with 
developments of the industry. On the 
advisory and technical staff of Auer, Inc., 
for aviation insurance are to be found 
some of the leading men engaged in 
aviation in the country. 

Carl Eielson on Committee 

Foremost on this committee, perhaps, 
is Col. Carl Ben Eiclson, who has been 
flying since 1917. He had an outstanding 
record in the war, was the first mail 
pilot in Alaska, but of ‘course, foremost 


in his achievements is his successful 
flight as pilot with Captain Wilkins, 
Point Barrow to Spitzbergen. His 


achievements in Arctic and Antarctic 
flying, and the medals he has received 
for these flights, is considered second 
only to Colonel Lindbergh. He is looked 
upon not only as one of the most suc- 
cessful and outstanding pilots in the 
country, but as a business man and ex- 
ecutive of rare ability. 

Another, Dan Kiser, one of the oldest 
licensed pilots in the United States, is 
now engaged in Milwaukee as an engi- 
neer, builder of aircraft. Also Major J. 
P. Wood, president of the Northern Air- 
ways, a flier of. considerable note and 
winner in 1928 of the National Reliability 
Tour. Another member is Robert Gast, 
whose flying experience dates back to 
1917, a pilot with a splendid war record 
and now chief pilot for the Chicago 
“Tribune,” having recently retired as one 
of the first inspectors of the Department 
of Commerce. Another member is 
Charles Meyers, chief test pilot for the 
Great Lakes Aircraft Corporation of 
Cleveland, Ohio. Mr. Meyers has made 
a reputation in this country both for his 
technical knowledge, as well as for his 


flying ability. He was winner of the 
1927 New York to Spokane Class B 
Race. In addition to these distinguished 


men, Auer, Inc., can draw upon others 
in the aviation industry equally prom- 
inent, in all parts of the country, for 
information concerning pilots and air- 
craft, and gather in this manner, impor- 
tant data sometimes of a very confiden- 
tial nature, which would not be available 
through the usual sources of informa- 
tion. 
The Insurance Staff 

Mr. Auer’s interest in aviation, and in 
the executive management of the busi- 
ness of Auer, Inc., which embraces all 
lines of insurance, have made it neces- 
sary to augment the personnel by the 
following additions to the staff: Kennon 
V. Rothchild, formerly western super- 
visor of the United States Casualty in 


Chicago, has been elected vice-president 
of Auer, Inc., and general manager of 
all insurance activities, including avia- 
tion. Mr. Rothchild was formerly vice- 
president of Wm. B. Joyce & Co., at St. 
Paul, a member of the executive com- 
mittee of the National Association of 
Insurance Agents, prominent in state as- 
sociation work in Minnesota, and after- 
wards manager of the Chicago office of 
one of the casualty companies before his 
connection with the United States Cas- 








perience, 
warranting early interview. 











kee, ywakes him a valuable adjunct to the 
personnel of the organization. 

In addition to the new officers above 
mentioned is B. M. Welch, vice-president 
in charge of the fire insurance depart- 
ment, who. has been with Auer Incor- 
porated for the past six years. He was 
formerly the head of the Wisconsin Rat- 
ing Bureau. 

Clyde C. Cross, 


vice-president and 
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Stuart F. Auer Standing Beside Plane 


ualty. Mr. Rothchild has had seventeen 
years in the general insurance business. 

G. Barry Nash, formerly manager of 
the casualty and surety department of 
Wm. B. Joyce & Co., St. Paul, has joined 
Auer Incorporated, and will have charge 
of the production of these lines. Mr. 
Nash was actively engaged in aerial war- 
fare with the French and American air 
forces. 

At the same time the above additions 
were made, Auer Incorporated obtained 
the general agency of the Lincoln Na- 
tional Life, of Fort Wayne, Ind., for Mil- 
waukee and Waukesha counties, taking 
over the former district office and bring- 
ing with it John J. O’Brien as manager 
of the life insurance department. His 
seventeen years’ experience in the life 
insurance business, the last four and one- 
half of which have been as district man- 
ager of the Lincoln National at Milwau- 


treasurer of Auer Incorporated since 
1921, a former banker, graduate attorney, 
an executive of proved ability, has charge 
of the financial end of the business, and 
Stewart FE. Farley, assistant secretary 
and a graduate attorney, has charge of 
the claim departments. 

Auer Incorporated is, of course, a mem- 
ber of the National Association of In- 
surance Agents, pledged to its principles, 
and represents some of the most promi- 
nent fire and casualty companies, among 
them: Liverpool & London & Globe, 
Phoenix of Hartford, Phoenix of London, 
Royal, Milwaukee Mechanics, Eagle 
Star and British Dominions and General 
Agents of the Transportation Indemnity, 
Transportation Fire, United States Cas- 
ualty Co. and the Phoenix Indemnity. 

Auer Incorporated occupy about half 
of the second floor of the Century build- 
ing in Milwaukee. 








KOOP HEADS N. Y. BOARD 





R. P. Barbour Elected Vice-President; 
Other Officers and Standing 
Committees 

The New York Board of Fire Under- 
writers held its annual meeting Wednes- 
day and elected the following officers: 
president, W. H. Koop, Great American; 
vice-president, R. P. Barbour. Northern 
of London; secretary, E. C. Decker, 
Home; assistant secretary, Clarence Mc- 
Daniel, Hooper & McDaniel; treasurer, 
Willard L. Chambers, North British & 
Mercantile, and = assistant treasurer, 
Walter C. Howe, Liverpool & London & 
Globe. 

Following are the chairmen of the 
standing committees: committee on fin- 
ance, Otto E. Schaefer, Westchester; 
committee on fire patrol, Bennett Flli- 
son, Hoey & Ellison; committee on laws 
and legislation, James J. Hoey, Hoey & 
Ellison; committee on losses and ad- 
justments, H. E. Maxson, America Fore, 
and committee on surveys, C. R. Pitcher, 
Royal. 


BACKS EDUCATIONAL PLAN 


John S. Hamilton Suggests Revresenta- 
tive to Effect Closer Contacts Be- 
tween Agents and With Public 

Syracuse, N. Y., May 21—A sugges- 
tion that the New York State Associa- 
tion of Local Agents sponsor a carefully 
planned educational program to instruct 
both the. public and local agents on gen- 
eral insurance matters was put forward 
here today at the association’s annual 
convention by John S. Hamilton of Glov- 
ersville, chairman of the civic organi- 
zations committee. This committee be- 
lieves that the association should cen- 
sider the employment of a representa- 
tive to preach the gospel of organiza- 
tion benefits, and preserving the contacts 
between the state association and local 
boards. 

Mr. Hamilton also said the association 
should give thought to the idea of a com- 
mittee, whose work it would be to ob- 
tain. speakers to address local boards on 
insurance topics. 


_________ 
WANTED 


Progressive fire insurance company requires Special Agent for Western New 
York. Applicant should be thoroughly versed in intricacies of fire and automo- 
bile business, energetic and unquestionable integrity. Give full history of ex- 
family connections, salary requirements and other information 


Box 1115 
The Eastern Underwriter 
110 Fulton Street, New York, N. Y. 













J. Campbell Haywood | 


ADJUSTER 
for STATE of CONNECTICUT 
Wide Experience Prompt Service 
Moderate Charges 
Tel. 221-4 — 
Warren, Conn. Cornwall Bridge P. ©. 


William A. Hall Heads 
Newark Salvage Corps 


BAILEY, 





BASSETT VICE-PRES, 





Underwriters Protective Ass’n Holds 
Annual Meeting; C. M. Henry, Sec.- 
Treas.; Plan 50th Year Celebration. 


For the fifth consecutive term William 
A. Hall, Jr., a prominent insurance agent 
in Newark, was elected president of the 
Underwriters Protective | Association 
which controls the Salvage Corps of 
Newark, at the annual meécting of the 
organization held in the assembly rooms 
of the American of Newark last weck. 

Other officers elected were as follows: 
C. Weston Bailey, president, American 
of Newark and Neal Bassett, president, 
Firemen’s of Newark, vice-presidents; 
Charles M..Henry, agent for the Han- 
over Fire, secretary and __ treasurer. 
Board of directors, in addition to the 
officers, is composed of Thomas L. Far- 
quhar, president, Newark Fire; Frank B. 
Heller, agent, Glens Falls; Harry 0. 
Huth, agent, Camden Fire; Charles C. 
Lyon, agent, Niagara Fire; Robert 
O’Gorman, agent, New York Underwrit- 
ers; John D. Talley, agent, Great Ameri- 
can; Julius A. Proehl, agent, National 
Fire of Hartford; Arthur D. Reeve, 
agent, Nothern Assurance; Fred H 
Walker, agent, L. & L. & G,, and Curtis 
W. Pierce, agent, Continental. Thomas 
L. Farquhar is chairman of the executive 
committee. _ : ; ; 

The executive committee is planning a 
form of celebration on July 1, when the 
organization will reach its fiftieth birth- 
day. Of the eleven insurance companies 
which were in existence fifty years ago 
and were interested in the Salvage 
Corps only four are still in business, and 
as far as could be learned none of the 
incorporators are in any way affiliated 
with the insurance world of today. 


Corps Started On Clinton St. 


The Salvage Corps established itself on 
Clinton street in Newark, now the insur- 
ance center of the city, fifty years ag? 
and remained there for twenty-years 
when they were forced to move to thet 
present quarters on Washington street. 
It has been estimated by insurance oF 
ficials that in the fifty years of thelr 
existence they have saved the insurance 
companies over seven millions of « llars 
in damaged merchandise. 

The Salvage Corps and the Under- 
writers Protective Association we:e J 
corporated last year, this action cing 
necessary as the charter of the org..11za- 
tion expired July 1 of this year ar! the 
directors did not wish to have the of 
ganization become entangled in an) legal 
complications. 

James T. Keegan, who has ber" 4° 
sociated with the Salvage Corps 1° the 
past sixteen years and who has bee! 
superintendent of the corps for about 4 
year, and his men have been cited from 
time to time for bravery at large fires. 
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INSURANCE 
_” INDUSTRY 


Public utilities and insurance 





two great and inHuencing 
factors of modern living. .Yet we are apt to overlook them 
until deprived of the benefits they furnish. A hostess with 
no electricity for her decorative lights. An office with- 
out a telephone. When the modern conveniences 
provided by great utility organizations are taken from us 
that is the time we appreciate most the excellent service 
they give us. 


When one experiences a loss with insufficient insurance 
protection, that is the time when the real value of insurance 
is impressed upon him—but then too late. Happily 
insurance agents of today are exerting every effort to give 
their clients complete insurance protection in a strong, 
dependable company like the American Eagle. 


AMERICAN. EAGLE 


FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK.N.Y. 


ERNEST STURM. Craimman of tre Boano. 
PAUL L.HAID, Presioent 


CASH CAPITAL—ONE MILLION DOLLARS 
New York Chicago Dallas 


San Francisco 
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RUSSIAN COMPANIES 





New York State Will Pay All U. S. 
Creditors in Full and Have $4,850,384 
Surplus ; 
Superintendent Conway will shortly 
file with the Supreme Court reports 
showing that all U. S. creditors and pol- 
icyholders of Russian companies will re- 
ceive 100% of their debts with interest 
and that the Superintendent will have a 
surplus of $4,850,384 which, according to 
the laws of the state, would be trans- 
mitted by the Superintendent to the par- 
ent corporaticns in Russia, but by rea- 
son of the non-recognition of the Soviet 
Government by our Government the 
: ‘i i 
funds cannot be transmitted to Russia. 
The increase jn assets by an excess 
of income over expenses is $567,786. The 
ratio of expense of liquidation has been 
unusually low. ; 
Superintendent Conway will ask the 
Supreme Court for authority to hold the 
funds without further expense; that he 
be permitted to invest cash surplus in 
new issues of short term Treasury Cer- 
tificates of the U. S. Government; and 
that the liquidation be closed as soon as 
possible. The Superintendent makes 
this suggestion to the Supreme Court: 
a. If, after the liquidation of the domesti- 
cated United States Branch is concluded and 
when a surplus arises in this proceeding, the 
government in power in Russia is still unrec- 
ognized by the Government of the United 
States, then, and in that event, the surplus 
should be disposed of by the Supreme Court 
of the State of New York decreeing that the 
Superintendent of Insurance of the State of 
New York hold such surplus until a govern- 
ment of Russia having power to exercise its 
authority in Russia is recognized by the Gov- 
ernment of the United States and that pending 
the recognition of such a government in Russia 
by the United States, all suits or proceedings 
for the distribution of such surplus to the sec- 
ond and third class creditors, stockholders, di- 
rectors or any other person or persons claim- 
ing any part of such surplus be restrained and 
enjoined, ; ‘ 
b. If, when the surplus arises as aforesaid, 
the government in power in Russia is recog- 
nized by the United States Government, then, 
and in that event, the surplus should be trans- 
mitted or distributed in accordance wtih direc- 
tions and decrees of the Supreme Court of the 
State of New York made pursuant to the laws 
and public policy of this state and the treaty 
obligations of the United States Government. 





UNIFORM ACCOUNTING 

The committee on uniform accounting 
of the National Board recently proposed 
to the commissioners’ committee on 
blanks that loss adjustment expenses be 
merged with losses, and taken out of un- 
derwriting expenses. This idea was ac- 
cepted in principle by the committee on 
blanks, but the proposal was rejected 
with the suggestion that the change be 
limited to the underwriting and invest- 
ment exhibit. The suggestion was re- 
peated with some changes and the com- 
mittee on blanks voted to defer action 
on the loss expense matter for a year, 
but accepted other suggestions with 
slight modifications. 





NO LET UP ON BUILDING 
The National Board’s committee on 
construction of buildings reported that 
most observers anticipate that the total 
volume of construction this year will at 
least equal that of last year if it does 
not slightly exceed it. 





Cc. J. AYRES GOING ABROAD 
Clinton J. Ayres, local agent of Sar- 
anac Lake, N. Y., is going abroad on a 
trip to France early in July. 


BEEBE WITH AGENCY 55 YEARS 


Gibson & Wesson Founded in 1863; 
President Started as Clerk 

In 1874 - 

Frank G. Beebe, president of Gibson 
& Wesson, brokers of 110 William 
street, New York City, has been with 
the agency for fifty-five’ years. The 
agency itself is sixty-six years old, hav- 
ing been established in 1863. Mr. Beebe 





* is sixty-nine. 


The agency was established by An- 
drew Wesson. In 1874 Henry S. Gibson 
entered his service as cashier and book- 
keeper, and Mr. Beebe entered as junior 
clerk. Later Mr. Gibson was taken into 
the firm and the name became Andrew 
Wesson & Co. In 1880 Mr. Wesson 
practically retired and the firm was 
called Wesson & Gibson. Mr. Wesson 
died and his son, Frank B. Wesson. took 
over his interests from 1885 until his 
own death in 1903. During this time the 
agency was known as Gibson & Wesson, 
and it was continued as such by Mr. 
Gibson, who took into the firm Mr. Bee- 
be and Samuel J. Graham in 1909. In 
1912 the death of Mr. Gibson occurred. 

Mr. Beebe and Mr. Graham incorpor- 
ated the agency in 1917, with the former 
as president and the latter as secretary- 
treasurer. 





TEST SIXTY DAY CLAUSE 

The Virginia court of appeals has re- 
fused to review a case from the circuit 
court of Fairfax County involving the 
sixty-day proof of loss clause in fire 
policies. The case was appealed by the 
Great American from judgment of the 
lower court awarding the Fidelity Loan 
Corporation $2,500 for loss of a dwelling 
owned by it. The company resisted pay- 
ment on the ground that the proof of 
loss was not filed within the required 
period of sixty days. George S. Graves, 
sole owner of the Fidelity Loan Corpora- 
tion, occupied the dwelling with his 
brother. It was testified that Graves 
was on the premises the night of the 
fire but his brother was at Atlantic City. 
A jury returned a verdict for $2,500. 


NAT’L. LIBERTY DIRECTOR 

Sidney J. Weinberg, a partner in Gold- 
man, Sachs & Co. and treasurer of the 
Goldman-Sachs Trading Corporation, 
was last week elected a director of the 
National Liberty, Baltimore-American 
and the Peoples National of the Home 
group. The finance committee of each 
company will be composed of Waddill 
Catchings, chairman; Sidney J. Wein- 
berg, Ralph Jonas and Wilfred Kurth. 








HEADS NATIONAL LIBERTY 


Wilfred Kurth, president of the Home, 
was last week elected president also of 
the National Liberty, Baltimore Ameri- 
can and the People’s National, these 
three companies being affiliated with the 
Home. Frank E. Burke, vice-president 
of the Home, was elected a director of 
each of these companies. 





MAJOR CARVALHO HONORED 


For services to France in both war 
and peace, the French Government has 
made Major B. N. Carvalho, president of 
the Fire Reassurance Co. and vice-presi- 
dent of the Rossia, a Chevalier of the 
Legion of Honor. 











Franklin W. Fort 








Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


18 Washington Place, Newark, N. J. 


(New Jersey) 
(Denmark) 


Thomas B. Donaldson 














New York Boston Detroit 





FORECAST IS BETTER THAN HARD WORK 


Let us help you in forecasting. We will arrange and tabulate 
your statistics; set up your current and annual statements 


Promptly — Accurately — Economically 
Recording & Statistical Bureau, Inc. 


75 Maiden Lane, New York City 


Chicago Toronto Montreal 








H. W. IVES & CO. REORGANIZE 





Name to Be Changed to Excess Under- 
writers, Inc.; Syndicate, Headed by 
W. P. Haines, in Control 

Reorganization plans for Henry W. 
Ives w Co., fire and casualty reinsurance 
underwriters, were completed this week. 
A strong syndicate headed by William 
P. Haines, Buffalo capitalist, has ac- 
quired the old business and its good will. 
The firm name is changed to the Excess 
Underwriters, Inc. Mr. Haines is asso- 
ciated with interests identified with large 
reinsurance principals both in this coun- 
try and abroad. 

The new syndicate brings with it also 
the underwriting capacity of the Security 
Mutual Casualty of Chicago, long the 
chief vehicle of Henry W. Ives & Co. 
for the writing of casualty and excess re- 
insurance lines. The Security Mutual 
Casualty has assets of upwards of 
$9,000,000. 

Joseph P. Gibson, Jr., formerly assist- 
ant manager, Builders’ & Manufacturers 
of Chicago, has been elected the resident 
and active manager of the group. Mr. 
Gibson was at one time the actuary of 
the Security Mutual Casualty. 


TURNS OVER ARSON CASES 


The New York Board of Fire Under- 
writers at its monthly meeting last week 
adopted the resolution turning over to 
the National Board of Fire Underwriters 
all activities in connection with arson 
cases. Four new members also were 
elected. They are George J. Weiss, as- 
sistant secretary of Lewis & Gendar, 
Inc.; Robert F. Wright of the Wright 
Agency representing the Commonwealth 
and the Cosmopolitan Fire; Lawrence O. 
Kupillas, vice-president of Harrison 
Moore & Co., representing the Colonial 
States, and B. N. Graham, local secretary 
of the Northern Assurance. The Nation- 
al Board through its arson committee has 
a large staff of expert investigators and 
has indicated its willingness to use these 
investigators in the New York Board 
territory. 





+ 
THOM ASS’T. MANAGER 


Kenneth Thom has been appointed as- 
sistant general manager of the British 
America and the Western Assurance to 
succeed the late E. F. Garrow. Mr: 
Thom has been in insurance in Canada 
for more than thirty-three years. He 
will take charge of the companies’ busi- 
ness in the Province of Quebec with 
headquarters in Montreal. 


LUDLUM’S FATHER DEAD 
John H. Ludlum, father of Clarence 
A. Ludlum, vice-president of the Home, 
died in Los Angeles this week at the 
age of ecighty-seven. 








EPISCOPAL CHURCH CO. STARTS 





To Sell 5-Year Policies on Instalment; 
Low Cost; Financiers on Board; 
Monell Sayre Executive V.-P. 

The Church Properties Fire Insurance 
Co. has been organized in New York 
State as an insurance vehicle for the 
Episcopal Church. It will sell five-year 
policies payable on the instalment plan 
direct to churches and their affiliated or- 
ganizations thereby reducing the cost of 

insurance. 

Monell Sayre, executive vice-president 
and a director of the organization, is also 
head of the $22,000,000 pension fund 
which was devised in 1913 to safeguard 
the old age of Episcopal clergymen. 

Members of the board include many of 
Wall Street’s leading financiers. They 
po sally fe a Morgan, Newcomb Carlton, 
Samuel M. Vauclain, Joseph E. Widener, 
Walter C. Baylies, John Nicholas Brown, 
Robert S. Brewster, R. Fulton Cutting, 
George Cabot Lee, Stephen Baker, Rob- 
ert L. Gerry, William Fellowes Morgan, 
Frank L. Polk, George W. Wickersham 
and Monell Sayre. 





S. E. U. A. ELECTS OFFICERS 

At the closing session of the South 
Eastern Underwriters Association at At- 
lantic City this week, E. N. O’Beirne, 
manager of the southern department of 
the Automobile of Hartford, was elected 
president of the Association, succeeding 
W. Ross McCain, vice-president of the 
Aetna. Other officers elected were: J. 
H. Hines, Atlanta, southern manager of 
Crum & Forster, vice-president; Joseph 


. S. Raine, Atlanta, secretary, and William 


S. Dunbar, Atlanta, general manager. At 
the annual meeting of the Southern Tor- 
nado Insurance Association, an affiliated 
organization, A. R. Phillips, vice-presi- 
dent of the Great American of New 
York, was elected president for the en- 
suing year; Dowdell Brown, Atlanta, 
southern manager of the Commercial 
Union fleet, vice-president, and H. G 
Foard, secretary of the Home of New 
York, secretary. 





Instalment Premiums 


(Continued from Page 25) 


by a committee of agents consisting of 
A. E. Deisseroth, chairman; Ralph Ellis, 
Paul Hadley and Lewis E. Lighton. 

First prize for entertainment at the 
convention went to the Marvel Quartet 
of Canandaigua. The quartet is com- 
posed of four women, one of them )eing 
Mrs. C. Strait, wife of a member of the 
Sackett Insurance Agency. 








National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1929 
page ak: eS ee $ 3,000,000.00 


F. D. Layton, President 


Vice-Presidents 
R. M. Anderson, G. F. Cowee, C. C 


F. B. Seymour, Secretary and Treasurer 
Secretaries 
R. C. Alton, L. C. Breed, H. B. Collamore 
Assistant Secretaries 
H. Hinsdale, W. O. Minter, V. I. G. Petersen 
S. W. Prince 


W. C. Browne, W. W. Corry, W. 





26,805,114.51 
16,597,595.55 

1,500,000.00 
46,402,714.06 
21,097,599.55 


S. T. Maxwell, Vice-President 
Hewitt, C. L. Miller, C. B. Roulet 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 








NEAL ns President JOHN KAY, Vice-President and f 
. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


FIREMEN’S INSURAN CE COMPANY 
OF NEWARK, N. J. 


SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 


$56,065,676.33 $19,562,549.89  $13,500,000.00  $23,003,126.44 $36,503,126.44 





HENRY M. GRATZ, President L. BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. oer RY od  eaeaaial V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


THE GIRARD F. & M. INSURANCE CO. 


OF PHILADELPHIA, PA. 


$ 6,036,606.06 $ 2,834,467.72  $ 1,000,000.00 $ 2,202,138.34 $ 3,202,138.34 





NEAL reg! President JOHN KAY, Vice-Pres’t and Treasurer 
. H. HASSINGER, Vice- Pres’t WELLS , een Tt, ——_ Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 


$ 4,881,357.40 $ 2,770,413.44 $ 600,000.00 $ 1,510,943.96  $ 2,110,943.96 





NEAL reget! President JOHN KAY, Vice-Pres’t and Treasurer 
» HASSI INGER, Vice-Pres’t WELLS % eeee rt, bi Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 


$ 5,021,040.53 $ 2,502,743.59 $ 1,000,000.00  $ 1,518,296.84 $ 2,518,296.84 





A. H. TRIMBLE, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. 7, Rugs aati V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


SUPERIOR FIRE. INSURANCE CO. 


OF PITTSBURGH, P 


$ 4,837,239.59 $ 2,492,228.84  $ 1,000,000. 00 $ 1,345,010.75 $ 2,345,010.75 





W. E. WOLLAEGER, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V.. oa nee Boaeees. V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


CONCORDIA F FIRE ; INSURANCE CO. 


$ 5,359,804.52 $ 2,486,092.08 “$1 1,000,060.00 $ 1,873,712.44 $ 2,873,712.44 





CHARLES L. JACKMAN, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V. -Pres’t A. H. HASSINGER, V. pie? AWELIS T. 5 pene’, V.-Pres’t ARCHIBALD KEMP, 2d V. -Pres’t 


CAPITAL FIRE INSURANCE CO. 


ONCORD, N. H. 


$ 666,598.88 $ 196.08 $ "300,000.00 $ 366,402.80 $ 666,402.80 





NEAL BASSETT, Chairman of Board 


+ SSOTNSENEONE IWR cast Comal 3c. MEYER, Vie rect wr 9 SRM MTSE 
METROPOLITAN | CASUALTY INSURANCE CO. 
NEW YORK, 
$15,452,308.70 $10,173.698.43 °g 1,500, 000. 00 $ 3,778,610.27 $ 5,278,610.27 
EASTERN DEPARTMENT 
10 Park Place 
Newark, New Jersey: 
WESTERN DEPARTMENT CANADIAN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, 461-467 Bay Street, 60 Sansome Street 
Chicago, Illinois Toronto, Canada San Francisco, California 
ee MASSIE & RENWICK, Limited, W. W. & E. G, POTTER, Manager 

H. R. M. SMITH Managers ’t Manager 

JAMES SMITH FRED. W. SULLIVAN JOHN R. COONEY 





alienate 

















Page 38 






mi UNDERWRITER 2 













May 24, 1929 





Safe Storage Rules 
For Nitrated Film 





NATIONAL BOARD REGULATIONS 





Cleveland Hospital Tragedy Brings to 

Fore Necessity for Proper Handling 

of Such Film 

catastrophes involving 
than the acts of God may 
and preventive measures taken to les- 
sen or eliminate the danger from the 
features which make them possible, says 
the National Board of Fire Underwriters 
in a statement on the Cleveland disaster. 
The introduction of X-ray film in hos- 
pitals has been a gradual development. 
When only a few pictures were taken a 
month, or even when the amount reached 
several a day, there was no great prob- 
lem in the storage and handling of the 
film. But when the number increased, 
and the value of the pictures to the doc- 
tors became more generally recognized, 
extremely hazardous conditions arose. 

Several warning fires of varying mag- 
nitude occurred in hospitals and X-ray 
clinics, until in 1923 a severe fire and 
explosion occurred in the Crouse Irving 
Hospital in Syracuse. Following this 
the National Board of Fire Underwriters 
instituted an investigation of X-ray stor- 
age in a number of hospitals and in co- 
operation with the experts of the East- 
man Kodak Co. prepared regulations 
which were issued in 1925, covering the 
storage and handling of X-ray _nitro- 
cellulose films in hospitals and similar 
institutions. 

“The nitro-cellulose X-ray film is simi- 
lar to motion picture film and has all 
of its properties of quick-burning and 
the giving off of dense fumes which are 
poisonous and, under certain conditions 
highly explosive,” says the National 
Board. “Previous tests and experiments 
with motion picture film had set up basic 
requirements for ‘the !storage and han- 
dling of this highly dangerous material 
and the fundamentals of these were 
urged upon hospital and other authori- 
ties for the safe storage and handling 
of the material. 

“Nitrated film. ignites at a low tem- 
perature. Examples have been known 
of decomposition being set up through 
the instrumentality of steam lines. An 
electric spark, a cigarette or sponta- 
neous ignition of oily rags and many 
other possible sources of heat or flame 
may cause this material to start decom- 
position. A dense cloud of poisonous 

vapors consisting largely of carbon mon- 
oxide and nitrous oxide is given off. Va- 
rious other compounds are given off 
through the burning of the emulsion 
used on the film. , Decomposition of film 
is progressive; the heat generated starts 
decomposition in other places in the 
film storage. Furthermore, film has the 
property of continuing to decompose 
without the presence of oxygen or air, 
as sufficient oxygen is available in the 
material. Under such conditions, sim- 
ply storing the film in a closed, sepa- 
rated room set aside for that purpose, 
is not sufficient. 

“Two major requirements are essen- 
tial for safe storage: first, that the room 
or cabinet=imust be provided with an 
ample vent leading to the outside air, 
so that none of the fumes will be forced 
through the cracks in the doors to other 
portions of the building: second, that the 
entire storage be equipped with auto- 
matic sprinklers, through the action of 
which the fumes will be kept below the 
ignition and explosion point and the heat 





Great other 


be foreseen 





of decomposition will be reduced so that 
additional film will not be ignited. With- 
out these two basic requirements no 
storage of considerable quantities of ni- 
trated film should be permitted in any 
building used or occupied by persons, or 
within a distance of fifty to one hundred 
feet of any building, because of the dan- 
ger of explosion and fire, and toxic ef- 
fect of the gases. 
Regulations in Book Form 

“The regulations of the National 
Board cover these features in detail and 
in addition give other requirements, ap- 
plying largely to housekeeping condi- 
tions. These regulations can be obtained 
without cost by addressing the board at 
85 John street, New York City, or 222 
West Adams street, Chicago, or Mer- 
chants Exchange building, San Francisco, 
or from the local fire insurance board or 
inspection bureau. 

“Probably of greater value than im- 
proved storage conditions for X-ray film 
would be the elimination of the ni- 
trated type of film. A safe and equal- 
ly good substitute is available, known as 
the acetate cellulose or safety base film. 
The ase of this safety film for all fu- 
ture work is highly desirable but in 
many hospitals there is already a large 
quantity of the nitrated film, which the 
hospital authorities wish to keep as con- 
stituting valuable exhibits. If safety 
base film is to be used, some provision 
must be made for the proper storage of 
the nitrated film now on hand. Where 
the quantity is small, or not over 500 
pounds’ capacity, it could be stored on 
the roof of a building, in a specially pre- 
pared structure with proper venting to 
the outside air, and such storage would 
not have to be equipped with automatic 
sprinklers, but for larger storage either 
a standard sprinklered, vented storage 
room is necessary or the material should 
be removed entirely from the hospital.” 


Federal Defendant 
In Marine Litigation 


COMPANY DENIES _ LIABILITY 





Assured Réfuses to Sue Steamship Com- 
pany First, Contending Policy Cov- 
ered Loss Fully 





A situation has arisen under a marine 
insurance policy which will resolve itself 
into a question of law for the Court in 
the action of E. M. Javitz & Son, Inc., 
against the Federal Insurance Co. in the 
City Court of New York. The policy 
insured a shipment of the plaintiff con- 
sisting of yacca gum on board the steam- 
ship “Cape May” from the Port of Ade- 
laide, Australia, to the Port of New 
York. A loss occurred to the property 
so insured by perils covered under the 
said marine policy. 

The insurance company through its at- 
torneys, Bigham, Englar & Jones, de- 
clared that it is not liable under the pol- 
icy and suggested that the plaintiff pro- 
ceed against the steamship company and 
that if it appears in that action that the 
loss falls within the policy coverage that 
the insurer would pay the loss based on 
invoice values, in accordance with the 
terms of the policy, in addition to the 
expense of the litigation. 

The defendant’s attorneys, however, 
insisted that the litigation against the 
steamship company should be at the ex- 
pense of the plaintiff if the plaintiff 
should be unsuccessful in the action 
against the steamship company. The pol- 
icy does not by any of its terms obli- 
gate the assured to litigate the question 
of liability as against the steamship com- 
pany. 

It is the contention of the plaintiff 
represented by Alex Davis of Goldstein 


—= 


& Goldstein, its attorneys, that the posi- 
tion taken by the insurance company's 
attorneys is inconsistent with the terms 
of the policy and furthermore that jf 
the assured did bring action against the 
steamship company and obtained a judg. 
ment, it would be unnecessary to resort 
to the policy to be reimbursed for the 
loss because the judgment would be suf- 
ficient as against the steamship com- 
pany and that the assiired should not 
be obligated to pay all expenses in the 
event that it should be unsuccessful 
against the steamship company. 





CAPITAL TO BE $5,000,000 





Increase by National of Hartford: 
Special Dividend of $5 a Share 
Also Declared 


The directors of the National Fire of 
Hartford have voted to increase the cap- 
ital stock of the company from $3,000,000 
to $5,000,000, the additional stock to be 
issued (at the rate of two additional 
shares of present stock) to stockholders 
of record at 3 o’clock in the afternoon, 
standard time, on May 20, 1929, at $200 
per share, payment of $200 in full to be 
made on or before July 17, 1929, thereby 
adding $2,000,000 to capital and an equal 
amount to surplus. This action was 
taken under authority granted the di- 
rectors by the stockholders of vote of 
January 21, 1908, in connection with 
charter amendments approved March 19, 
1907. 

At a meeting on May 20 the board de- 
clared a special dividend of $5 per share. 





RESIGNS NATIONAL GROUP 

The Lockwood Agency, Inc., 100 Wil- 
liam street, is resigning on May 31 the 
Mechanics and Traders for Manhattan 
and the Bronx and the National Fire 
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Firemen’s Fleet of 13 
Leaves Coast Board 


STATEMENT SENT TO AGENTS 





Milwaukee Mechanics Application Had 
Been Denied; Bassett Calls Rate 
Cutting Unsound in Principle 





Neal Bassett and Wells T. Bassett of 
the Firemen’s of Newark and W. W. 
and E. G. Potter, managers on the Pa- 
cific Coast of that company, have sent 
a statement to agents in that territory 
relative to agency representation and 
compensation. The Firemen’s became a 
member of the Pacific Coast Board of 


Fire Underwriters in 1907. On May 13, 


of this year the company resigned, the 
resignation taking in all the companies 
in the Firemen’s fleet. There are thir- 


teen companies, including subsidiaries. 
This was because the Milwaukee Me- 
chanic’s application for membership was 
denied. 

In a statement to agents in the terri- 
tory Messrs. Neal and Wells Bassett 
and W. W. and E. G. Potter, managers, 
say : 

“We are advised that under the so- 
called ‘Separation’ rule just voted by the 
board, it will be demanded of our agents 
that they elect either to resign our 


- agency or else resign the agency of com- 


panies members of the Board of Fire 
Underwriters of the Pacific. We there- 
fore now feel entirely free to say to 
you that immediately upon being relieved 
of our obligations to the Board of Fire 
Underwriters’ of the Pacific our com- 
missions to you will be in accordance 
with the scale named in the enclosed 
(duplicate) Agency Commission Agree- 
ment. We ask that you sign both 
copies and return them to us in the en- 
closed stamped and addressed envelope, 
whereupon we will sign and return one 
copy for you for your file. Our commis- 
sion to agents will be uniform; therefore 
your signature is not necessary to make 
the commission effective, but it is asked 
in order that there can be no question 
as to its having been read, understood 
and accepted by you, to the end that un- 
certainties will be removed and corre- 
spondence minimized. We believe that 
you will consider this commission not 
only fair but also very attractive, and 
we believe it to be sound. 

“We are not asking you to resign the 
agency of any other company now rep- 
tesented by you, but should you now 
or hereafter be confronted with the al- 
ternative of resigning our agency or else 
the agency of some other company or 
companies, or should you voluntarily 
elect to do so, we call to your attention 
the fact that the compensation named by 
us is of important moment to you and 
we further state to you that it is our 
earnest belief that we can and will take 
care of the entire direct business of 
your agency (fire, automobile, casualty 
and surety), if in your opinion it be de- 
sirable. While we do not believe it to 
be the case, it is of course possible there 
May be some few agencies where lines 
are so large and of such nature that we 
would find it impossible to give an agent 
the facilities required. Therefore if you 
deem it desirable, upon inquiry we. will 
In advance of any determination upon 
your part, and after a full conference 
either in our office to which you report 
or through our field force) give you prop- 
cr advices, and will upon your request 

? cheerfully retire from your office if we 
are unable to give you the needed fa- 

Cilities. Permit us to repeat that we 
think this event is most unlikely. 

ou have a right to be advised both 

48 to the present financial soundness and 
the Stability of any company you repre- 
Sent. In connection therewith we call 
your attention to the fact that this com- 
Pany and the other companies affiliated 


With it, both fire and casualty (in the’ 


order of their affiliation) showed as of 
January 1, 1929, the following: (Editor’s 


Note:—Assets of the Firemen’s group 
are $133,548,804.) 
Called Unsound in Principle 

“The acceptance of business at less 
than properly established rates (rate cut- 
ting) is unsound in principle, unsafe in 
practice and harmful alike to the pub- 
lic, to the companies and to the agents. 
If carried to its logical and (if persisted 
in) therefore inevitable conclusion it de- 
stroys the soundness of the indemnity 
offered the public; it destroys the value 
of the company’s plant and depletes its 
treasury; and it immediately reduces the 
agent’s income in the same percentage as 
the cut in rates and concurrently in- 
creases his expense ratio and soon de- 
stroys the value of his business. It is 
futile to believe that any company or 
any agent can cut rates and thus secure 
business from his competitors’ books 
without inviting and receiving retaliation. 
Human nature insures this and experi- 
ence proves it. Soon all business is writ- 
ten below the rate necessary for the pub- 
lic to pay if it desires sound indemnity; 
below the rate necessary for the com- 
pany to receive if it desires to maintain 
its existence: and below the rate nec- 
essary to be collected by the agent in 
order that his commission based thereon 
shall be enough to support his business. 

“Unquestionably if rates on all or cer- 
tain classes prove to be too high they 
should be reduced, but they should be 
reduced in orderly, sane and scientific 
procedure and not reduced in whole or 
in part for the immoral, uneconomic and 
unlawful purpose of driving competitors 
out of business. Unsound competition 
always eventually dies of its own un- 
soundness and unsound retaliation in- 
evitably meets the same end. 

“Predicated upon a present day aver- 
age company expense ratio of 46% and 
assuming the average loss ratio of the 
country to be 50% and taking $100 to 
be the premium income involved and the 
cut in rate to be 20%, the following brief 
table will show the effect of such cut. 


Before Rate Cut 
Expense proportionately 
Reduced by Cut 


Ontario Asks For 
Car Loss Experience 


COMMISSION SENDS 


Later, Loss Cost Experience Will Be 
Published By Data Bureau and 


Insurance Department 


BLANKS 








Following the investigation of auto- 
mobile insurance rates in Ontario Jus- 
tice Frank E. Hodgins, commissioner of 
the Insurance Rates Inquiry Commission 
of Ontario, has ordered that companies 
of all kinds shall prepare and file with 
the Ontario Insurance Department sta- 
tistical data of loss cost experience for 
the complete policy year 1927, and the 
incomplete policy year 1928 in accord- 
ance with forms he has mailed. This 
data will be compiled (at the cost of the 
companies) by the Recording and Statis- 
tical Service Corporation, Ltd. 

All companies must prepare their ex- 
perience data for the policy year 1929 
in accordance with the Bureau's statis- 
tical plan and later produce such data. 
Also, it is announced the Rureau will 
file before September. 1929. a statement 
showing a revaluation of the estimates 
of losses outstanding and unpaid includ- 
ed in the amounts ‘of Ontario losses in- 


curred for each of the years 1924, 1925, 
and 1926, having regard to claims paid 
or reported between the date of the 
preparation of these data by the compa- 
nies and the 30th of June, 1929. 

Before October 1, 1929, loss cost ex- 
perience for Ontario for the complete 
policy year 1927 and incomplete policy 
year 1928 will be filed by the Bureau and 
the Ontario Department. 





After Rate Cut 








Premium Premium 
$100.00 $80.00 
VaResiy. ccc eee teee tees $3.00 $ 2.40 
Commission (average) ....... 20.00 16.00 
Expense Fixed 
Not Reduced by Cut 
Salaries, Rent and all other 
OVECHEAM oso a:e-s a'ecle/ duis 23.00 23.00 
$46.00 41.40 
BOSSES S020 acc catamen sarees 50.00 50.00 
$96,00 $91.40 
Trade: Profit .:.co.2es cae ee 4.00 Trade Loss 11.40 
iC | re nn ee $100.00 $100.00 $80.00 $80.00 
“The result stated in percentage is: 
Increase in companies’ expense ratio from .......... 46.00% to 51.75% 
Increase in companies’ loss ratio from .......... 50.00% to 62.50% 





Increase in combined expense and Loss ratio from 96.00% to 114.25% 
Reduction in agents’ commission income 20.% or one-fifth. 


“The final result must be survival of 
the financially strong and the wrongful 
elimination of the weak. We deplore 
such a result and we now disclaim re- 
sponsibility therefor, although we will be 





among the survivors and in the rebound 
(if it comes) will reap the benefits which 
may then accrue to a few. 

“We wish our business at properly 
established rates, but we will legitimate- 
ly defend our agents and ourselves.” 








AJAX FIRE WITH TREISS 


The Ajax Fire of Newark, which has 
been admitted to New York, has appoint- 
ed H. G. Treiss, 80 John street, as its 
metropolitan and suburban manager. The 
Ajax is affiliated with the Sussex Fire of 
Newark. Mr. Treiss also represents the 
American National, Empire Fire and 
Rochester American. In the same office 
Chesebro & Treiss represent the Guar- 
anty Fire of Providence for fire insur- 
ance in the New York metropolitan ter- 
ritory. 





Charles R. Page, vice-president of the 
Atlantic marine. department of the Fire- 
man’s Fund, is to be transferred from 
New York to the home office in San 
Francisco about July 1. 


BLUE GOOSE SPEAKER 


Malcolm La Prade, the man from 
Cook’s and who radios travel talks daily, 
will be the speaker at the New York 
City Pond dinner of the Blue Goose 
which will be held next Tuesday evening 
at the Planters Restaurant. “Bob” Sher- 
wood, the former circus clown, will also 
be a guest of the evening. For the first 


time in the history of the Pond, ladies _ 


will be present. 


MICHIGAN INSURANCE ACT 
With every barrier to its final enact- 
ment successfully hurdled, Michigan’s 
much improved insurance code was actu- 
ally put into effect during the past week 
and is now available for working out 
the reforms for which it was designed. 





Royal’s Crack 
Woman Athlete To 
Compete Abroad 





Miss Anna Pitlitsky, the Royal’s crack 
woman athlete who has won many 
events in discus and javelin throwing, 
shot-putting and high and broad jump- 
ing, will sail for Europe on the “Isle 
de France” June 7 and later will com- 
pete in a number of field events in Po- 
land at Posen. She will also be a mem= 
ber of a party which will be entertained 
by Countess Zamboyska at her castle in 
Poland. The countess has her own ath- 
letic field and additional events will be 
held there. 

_Miss Pitlitsky has been in the agency 
division at the head office of the Royal, 
No. 150 William street, New York, for a 
year and a half. She is a member of the 
Polish Falcons of America, a patriotic 
and athletic order consisting of descend- 
ants of Polish parents. Some of the 
Falcon orders have their own club 
houses which are fitted with gymna- 
siums. Others use public athletic fields. 
The society also stimulates study of the 
Polish language and keeps alive Polish 
traditions. 

At a recent meet Miss Pitlitsky won 
first place in high jumping and the shot 
put. In Syracuse at a national field 
meet of the Falcons last September she 
was second in one of the big events. Her 
trip abroad will be as a member of a 
large delegation of the Falcons. 





FINANCIAL STATEMENT SUIT 





Assured Claims Standard Policy Does 
Not Require Financial Data Before 
Policy Is Issued 


The appellate division of the New York 
Supreme Court has rendered a decision 
in the case of Solomon Albert and New 
York Loan & Security Corporation, re- 
spondents, against the Hamilton Fire, 


appellant. Various other fire insurance 
companeis are affected by the decision 
of the Appellate Division, having agreed 
to abide the event of the ruling. The 
insurance companies had. set up a de- 
fense in the actions which had not here- 
tofore been asserted under the standard 
form fire insurance policies in claiming 
that the policies were avoided and that 
they were relieved of all obligation or 
liability, because the assured had pre- 
sented a misleading financial statement 
in pursuance of which they claimed they 
issued. the policies. 

At the Special Term and in the Ap- 
pellate Division, Alex Davis of Goldstein 
& Goldstein, pointed out to the court 
that the standard form of fire policy 
does not require an assured to submit 
a financial statement, in order to obtain 
the issuance of a policy. The insurance 
companies, represented by Leo Levy, 
claimed that notwithstanding the plain- 
tiffs-respondents’ contention, the policies 
were avoided. 

The Appellate Division has ordered 
and directed the insurance company to 
amplify the defense by setting forth haw 
the alleged defense avoided the issuance 
of the policy and “the material respects” 
in which the insurance companies claim 
the financial statement affected the valid- 
ity of the policies. 

This decision is important in view of 
the fact that insurance companies have 
recently been asking for financial state- 
ments being filed by assureds before is- 
suing policies of insurance. 





ROCHESTER SEEKS RATE CUT 


City Manager Stephen B. Story of 
Rochester, N. Y., will ask the fire under- 
writers for a general resurvey. of that 
city as the result of the adoption of a 
new zoning ordinance by the city coun- 
cil. Mr. Story believes an improved fire 
department and the zoning of the city 
justify a general rate reduction. 
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Fire Companies Cut’ 
Loss Ratio To 46% 


LOWEST RATIO IN LAST DECADE 





Favorable Experiences of 280 Companies 
in Connecticut Better Even Than 


1927 Figures 





The annual fire and marine insurance 
report, covering the year 1928, made 
public by Insurance Commissioner How- 
ard P. Dunham, of Connecticut, indi- 
cates that the favorable underwriting 
conditions experienced by the fire insur- 
ance companies in the country in 1927 
were more than duplicated in 1928. This 
is evidenced by the fact that the fire 
and marine insurance companies report- 
ing to Connecticut showed a loss ratio 
of 46.23% in 1928 as compared with 
49.28% in 1927, which is the more in- 
teresting in view of the fact that the 1927 
ratio was the lowest shown by the com- 
panies since 1919. The total losses in- 
curred by all the companies decreased 
by $16, 791,049, whereas earned premiums 
increased by $23,205,642. 

In 1928 an aggregate underwriting 
gain in surplus of $78,334,171 was report- 
ed by 280 fire and marine companies, as 
against $54,283,870 reported by 259 com- 
panies for 1927. This gain was more 
than sufficient to offset the decrease in 
investment profits from $184,349,173 in 
1927 to $167,804,401 in 1928. 

The Connecticut stock fire insurance 
companies shared in the favorable under- 
writing experience throughout the coun- 
try, showing an underwriting profit of 
$8,810,746 in 1928 as compared with $6,- 
498,790 in 1927. The ratio of losses in- 
curred to premiums earned for these 
companies was 47.97% in 1928 as against 
50.91% in 1927. 

The interests and rents earned by 
Connecticut stock companies amounted 
to $12,482,221 in 1928 which is a slight 
increase over the preceding year. In- 
vestment gains in surplus decreased 
somewhat, being $22,274,977 as compared 
with $27,369,197 for 1927. Dividends de- 
clared were $7,333,000 in 1928 as against 
$7,164,000 in 1927. 


AGENCY QUALIFICATION BILLS 








Situation in Illinois; Local Agency Lead- 
ers Have Not Given up 


Hope There 


Leaders among the local agents of II- 
linois have not given up hope for a 
suitable agents’ qualification law for that 
state despite the fact that thcir bill 
was killed last week when it came up 
for third reading in the house. A re- 
vised bill which meets the objections of 
the bill’s opponents will be introduced 
and final passage is expected before the 
legislature adjourns. 

Prospects also are brighter for the 
companion bill, House Bill 310, which li- 
censes insurance brokers, as a result of 
its withdrawal from third reading to sec- 
ond reading in the house for amend- 
ment. 


NAME LEWIS & GENDAR, INC. 


Lewis & Gendar, Inc., have been ap- 
pointed agents for the National Fire of 
Hartford in Brooklyn, and for one 
of the affiliated companies, the Mechan- 
ics & Traders, in New York City. This 
well-known agency has represented the 
Franklin National, of the National group, 
as general agents for several years. 


LOSSES IN EXCESS OF $1,000 

Among other things recommended by 
the National Board’s committee on ad- 
justments is that where more than one 
company is interested in a loss and the 
amount of loss is $1,000 or more it shall 
be automatically referred to the adjust- 
ment bureau. 


LICENSED IN WEST VIRGINIA 

The Consolidated Indemnity & Insur- 
ance Co. has been licensed in West Vir- 
ginia. 











WITH LEWIS-DEWES & CO. 





H. N. Leissler to Be Associated with 
Insurance Stock Trading Depart- 
ment; Advice About Investments 

Announcement that H. N. Leissler, 
formerly associated with the General 

Motors Acceptance Corp. in its Houston 

and San Antonio branches, had become 

associated with its insurance stock trad- 

ing department is made by Warner S. 

Conn, vice-president of Lewis-Dewes & 

Co., investment bankers of Chicago. Mr. 

Leissler will head a new service and ad- 

visory division in the department which 

has been created in order to acquaint 
investors, both in and out of the insur- 
ance business, with the worth of insur- 
ance stocks as long term investments. 

Mr. Leissler is a brother of John C. 
Leissler, insurance editor of the Chicago 
“Journal of Commerce.” 





RUN Q. AND A. COLUMN 


The Louisville “Courier Journal,” 
which is running an insurance page each 
Monday morning, edited by Leo Thie- 
mann, secretary of the Louisville Board 
of Fire Underwriters, has opened a 
question and answer department on this 
page, dealing with live insurance sub- 
jects, under the heading “Do You 
Know ?” operated for the purpose of tell- 
ing assured the answers to the many 
problems which are out of their grasp. 
One recent question was as to the 
amount of fire insurance that should be 
carried on a home, and the answer was 
80%, with an equal amount of tornado. 
Another question dealt with automobile 
liability, the assured wishing to know 
how far it covered in event other mem- 
bers of his family, or friends should 
drive the machine. 





Paramount Underwriters, Inc., has 
been chartered for general insurance 
business in New Rochelle, N. Y. Her- 
man Warshauer, Noah L. Braunstein 
and Ely W. Goluboff are directors. 
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UNIFORM COMMISSIONS 





Recently Enacted New Jersey Act Held 
To Be Constitutional by 
High Court 


The law enacted in New Jersey last 
year requiring fire companies to pay uni- 
form commissions to their agents in New 
Jersey was held constitutional by the 
Court of Errors and Appeals in New 
Jersey this week. The test case was 
that of O'Gorman & Young, Inc., against 
a Phoenix Assurance and the Hartford 

ire. 





TEN YEARS OLD 


“The Tebco Messenger,” most quoted 
of ali publications gotten out by local 
agents, and the organ of the T. E. Bran- 
iff Co., Oklahoma City, Okla., is a dec- 
ade old. Phil Braniff is editor. His 
slogan is “It’s lots of fun to make a 
living.” 
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H. E. WRIGHT DEAD 








Vice-President and Business Represen- 
‘tative of “The National Underwriter” 
Had Long Been IIl. 


H. E. Wright, one of the vice-presi- 
dents of The National Underwriter Co, 
and well known to insurance people in 
many parts of the country as traveling 
business representative of “The National 
Underwriter,” died in Chicago Tuesday 
after an illness of several months. 

Mr. Wright, who was fifty-two years 
old, had for many years traveled 
throughout the Middle West, the East 
and other parts of the country and was 
well known to thousands of insurance 
people. He was a familiar figure at many 
insurance conventions, especially those of 
local agents’ associations. 





GET WEST VIRGINIA INJUNCTION 


The United States District Court of 
the Southern District of West Virginia 
last week awarded the Aetna (Fire) and 
other companies belonging to the West 
Virginia Uniformity Association a tem- 
porary injunction against E. C. Lawson, 
ex-officio insurance commissioner of the 
state, restraining him from interfering 
with the companies’ agency contracts. 
The court held that the commissioner 
has no authority to fix commissions be- 
tween companies and their agents. The 
scale of commissions now in effect in 
West Virginia and which has been ac- 
cepted by a majority of agents is the 
same as that used in the ordinary terri- 
tory of the Eastern Underwriters Asso- 
ciation. 


BIG LOSS ON “RALPH BUDD” . 

Loss on the steamer “Ralph Budd, 
which went ashore in Lake Michigan 
near Eagle Harbor on May 16, will 
amount to $600,000 on cargo and $450,000 
on hull, according to officers of the 
Great Lakes Transit Company, Buffalo, 
owner of the ship. A mixed cargo 0 
package freight was destined to that city 
from Duluth when the steamer, which 
was 23 years old, was forced off her 
course by an unusually severe spring 
storm, and struck on the rocks. The 
heavy waves breaking over the ship 
washed her cargo ashore and caused her 
breakup to an extent indicating that lit- 
tle salvage was possible. The hull may 
have to be abandoned also. 








LEFT WIDOW $25,000 

James B. Smith of Louisville, a mem- 
ber of the firm of Barbee & Castl - 
insurance agents, left an estate of 
000 to his wife. One-third interest A 
the firm is left to Harry R. Textor, who 
with the widow of Smith, Mrs. Regia 
Smith, is made executor of the will. 


PROLONG LIFE OF MAPS 
At the request of the committee S 
maps of the National Board of Fire Un 
derwriters, Percival Beresford, chairman, 
the Sanborn Map Co., is further extene 
ing the practice of correcting sheet maps 
thus prolonging their life. 
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Pascoe-Rutter’s Comments On “U. S. 


Governor of London & Lancashire Says This Country Has Become 
Permanent Important Competitor in All Markets of 
World; Common Goodwill Is Essential 


F. I’. Pascoe-Rutter, governor of the 
London & Lancashire at the home of- 
fice in London, one of the most brilliant 
of British fire inswrance company heads, 
and well known to executives and under- 


writers in this country, devoted consider-. 


able space in his recent annual report to 
comments upon general business condt- 
tions in the United States. In fact, Mr. 
Pascoe-Rutter spoke more at length upon 
American affairs than he did upon any 
other one subject in his report dealing 
with the 1928 results of the London & 
Lancashire, which, by the way, were very 
profitable. With reference to this coun- 
iry he said: 

“Since I last dealt with the subject, you 
have heard a good deal about America, 
and, by America, I mean the United 
States. Indeed, we are always hearing 
about America. Before the war they had 
come into their own; that is to say, 
the gradual evolution and progression of 
anew country had become crystallized 
into the solidity and weight of a great 


power. Since the war, all that has be- 
come accentuated, and America is the 
great exemplar of the adage ‘Money 


tells’ At present, America dominates 
many of the financial transactions of 
the world. Our trans-Atlantic friends 
have made so much, subsequent to, and 
mainly consequent upon, the happenings 
of the great war, that their activities 
are not restricted, as used to be the 
case, to their own confines, which were, 
in the old days, sufficiently extensive 
for all their natural expansion; but 
their prosperity: and enterprise have 
induced them to extend their speculative 
propensities to other countries, and 
farticularly our own. All this thas to be 
reckoned with, not merely as a passing 
incident, but as a permanent factor in 
the world’s activities. 

“Insurance business has consequently 
been affected by this spirit, and the 
tncertainty of calculations as regards the 
luture has been increased rather than 
minimized, 

Hopes For Goodwill on Both Sides 


“It is now forty-two years since I paid 
my first visit to that great country, where, 
personally, I have always been hand- 
somely received, and where I have formed 
many close personal ties. And when there 
'Sat times a tendency to criticize or ques- 
tion the methods of a particular kind of 
evolution in a new country, because after 
al, America is a new country as com- 
pared with Europe—it is necessary—at 
aly rate, it is expedient—to retain an 
open mind, to endeavor to adapt oneself 
to the amosphere of their conditions and 
make the fullest allowance for national 
Mosyncrasies, due to climate and other 
“tcumstances different from our own. 
. y own fervent belief is that we can- 

» Speaking internationally and com- 
mercially, do without the goodwill of 
a and that America cannot do 
ithout the goodwill of our own country. 
win I confess that the United States 
=a ically puzzle me. They so often 
tai away from what we consider to be 
sll lon—that is to say, our preconceived 
a “pm of what we might naturally ex- 

tas a result of what has already gone 
hia And preconceived notions about 
eg have so frequently gone by the 


iogametica is a country of brilliant para- 
inne and, whilst, in the main. one’s 
m ssions and judgment as regards what 
m scat ciate may be sound, they are 
ent to constant, and, sometimes, vio- 
i UCtuations. 
ave told you, for instance, what is 
t, that frequently our best results 
* ace have been obtained in a year, 
when 4 period, when things were slack; 
Worked einery was not being over- 
be sie and when there was not an un- 
leve Orage capacity. I have also, I be- 
» told you what is becoming a 


a Tae 
In 


generally recognized axiom, that you can- 
not normally expect a good profit in 
America in a presidential year, because 
the uncertainty of things upsets commerce 
and industry, and has, therefore, a detri- 
mental effect upon insurance business. 
And yet in 1928 both of these assump- 
tions were wrong. America had not only 
a prosperous, but a booming year; the 
presidential election happened, and yet 
the results for the insurance companies— 
at any rate, in the fire department—were 
better than in any year since 1919. We 
participated in that prosperity, but not ap- 
preciably more than other companies, and. 
therefore, seeing that our business in 
America is comparatively small. we do 
not reap the abundance of profit which 
some have done on a much larger income. 
Maintains Conservative Policy 

“But you know the policy that we have 
always pursued—with your consistent ap- 
proval—and that is to err on the side of 
conservatism, and not to run the risk of 
an unduly large stake in a country which, 


however much it may be in the public 
eye, is still a very variable quantity in 
the world’s total commercial and financial 
activities. 

“Before I leave this subject of America, 
I may earmark another apparent para- 
dox. While, having regard to the rosy 
spirit which has colored the whole trans- 
Atlantic atmosphere, one might naturally 
have assumed that there would have been 
an improvement in the values of the first- 
class investments which we hold; as a 
matter of fact, in 1928, the appreciation 
in America which had been going on for 
some years came to a halt. This was 
probably largely due to the selling of 
bonds and other gilt-edged securities in 
order to participate in the enhanced values 
of ordinary stocks. This depreciation has, 
during the three or four months of this 
year, continued, not only in America, but 
extended to the other classes of securities 
which we hold. Consequently, this nest- 
egg, the difference between our book 
values and our market values, which we 
regard as a hidden reserve, is at present 
less than it was, although I am glad to 
sav that it is still represented by seven 
figures. 

“Incidentally, you will bear in mind 
that, in order to keep in touch with con- 
ditions, and with men, I have myself paid 
almost numberless visits to the other side, 
and Mr. Hendry, who has for some years 


been taking up the running, will go over 
a fortnight hence, in order to put the seal 
upon, and follow up, the various revisions 
which have been in contemplation in the 
administration of our business during the 
past year or two. Knowing him as I do, 
you may count upon his exercising to the 
full his undoubted energy and ability. 

“His visit happens to synchronize with 
the jubilee of what was, at the time, for 
us, a great adventure—the purchase of 
our first company in the United States, 
and the establishment of our American 
organization. I am sure you would wish 
to join with me in an expression of grati- 
tude to our American friends during these 
fifty years for what they have done and 
for what they are going to do.” 


ROBERT H. WALLACE DEAD 

Robert H. Wallace, assistant manager 
of the Columbia Fire Underwriters of 
Omaha since 1916, died recently at the 
age of forty-six years, following a three 


weeks’ illness. He was widely known in 
the West. 








TWIN CITY FIRE IN MASS. 
The Twin City Fire, of Minneapolis, 
has been licensed to write fire and ma- 
rine lines, except ocean, in Massachu- 
setts. The company has appointed Floyd 
W. Andrews, 141 Milk street, Boston, as 
agent. 
































Guardian Fire Assurance Corporation 
of New York 
76 William Street 
STATEMENT AS OF DECEMBER 31, 1928 
ASSETS 
Gh: | ee eee Sid ambos $7,124,664 
I piccdicsinstssensasiscrrerennctincnniccaanitoercnne 353,387 
FN Oe AT TT RT eT 9,458 
rN sain cikinstiind tii Binh cstadeleiehlinata 425,569 
: $7,913,078 
LIABILITIES 
Reserve for Unearned Premiums................---------------- $2,513,856 
TAL TO ROT 372,303 
Reserve for all other Liabilities....................-.---.----+---++ 91,707 
Voluntary Reserve for Contingencies.............----.------ 1,250,000 
 iiied ans ..-$1,500,000 
gM See ae vere estes eae . 2,185,212 
Surplus to Treatyholders.....................-. iaididiln sain 3,685,212 
$7,913,078 
3- Year Progress 
Assets Surplus to Treatyholders and Unearned : 
SE er $3,219,319 Voluntary ae Premium Reserve 
Ne os een 1,558,253 Wee. Sn ee eee 1,401,352 
1927........--..5+. Se MO ees, usa gyenre 
i. gaa aRparareete ee 7,913,078 NO Ss ok eet 4,935,212 | arene eet Wes 2,513,855 
® a 
Fire Reinsurance 
RoBERT VAN IDERSTINE, President H. ERNEST FEER, Secretary 
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Gardner On Companies 


(Continued from Page 22) 

nies should go without dividends. have 
some stock myself and can assure you 
that I am interested in its paying a fair 
return, but if high and unreasonable 
commissions paid for the business can 
not be justified, just so true is it that 
the present day profits are the cause of 
our troubles and will finally result in a 
loss if not handled sensibly and I am 
optimistic enough to believe that it will 
not be long before that fact is recog- 
nized and the underwriting statement of 
a company will once again be the barom- 
eter that tells whether the company is 
going ahead or back. 

“What does the future hold for the 
agent? I believe that this is the time 
when he will be able to thank those men 
who long ago started an agents’ organi- 
zation which has now grown in strength 
until it is able to meet the future with- 
out fear, but with the knowledge of a 
lot of hard work ahead, for with the 
companies all scrambling for business it 
is very easy for bad practices to creep 
in. They will need attention called to 
them in a fair but thorough manner. 


Fears New Financial Interests 

“T have no fear of the company lead- 
ers who have been in touch with the 
producing end of the business. They ap- 
preciate the need of good agents and 
we have always found them willing to 
work for a fair understanding of rules 
and regulations covering acts that af- 
fect both the company and the agent, 
but what I do fear is new financial in- 
terests that will be looking for business, 
like the boy who has not been brought 
up prope rly, grab it if he thinks no one 
is looking, and will not have respect for 
the practices which time has shown are 
wise for all who are in the insurance 
business. 

“We must look out for the selfish man 
or group of men, who would cast aside 
agreements or ethics for the chance of 
getting 2 a few extra dollars in premiums; 
so if we are to be prepared for the fu- 
ture, -we should do all we can to 
strengthen our organization and will be 
sure that any move that is made by us 
is only made after due consideration 
with the benefit of all the experience 
that has been to our advantage in the 
past. We want all companies to prosper 
and are always ready to devote our time 
freely to keep legislatures from enacting 
unwise or confiscatory legislation, but we 
are satisfied that the people of this na- 
tion have been better served and will 
be by a combination of insurance com- 
panies and qualified, trustworthy agents. 


Opposes Agency Consolidations 

“Some of the companies have talked 
consolidations so long for themselves 
that they are now trying to. get 
agents to do it, and so form one big 
agency to write the vast ‘majority of 
business in some of the cities or towns. 
The company, of course, is interested. for 
they hope to get a large share of the 
business. Any agent to whom such a 
proposition is made should study it very 
carefully, for it means turning out a lot 
of companies and they will not be con- 
tented to see business going off their 
books without making a fight for it and 
will appoint new agents or use other 
means to protect themselves. Be slow 
to take advice that would result in either 
the turning loose of old connections or 
having new men look after the business 
of your assured. Short cuts look good 
on paper but do not always pan out that 
way. 

“It has been well said that an ounce 
of prevention is worth a pound of cure. 
Therefore, let us insure our own busi- 
ness by building up agents’ local organi- 
zations and thus strengthen the state 
and national associations. Let us be 
sure to elect good officers and support 
them in the work which they are doing 
for us.” 





H. Hackenburg & Son have become 
Philadelphia agent for the Imperial of 
Providence. 


Albert Dodge’s Report 


(Continued from Page 22) 
we have been able to bring very forcibly 
to our members much information re- 
garding the activities of our Association 
as the publicity gained from _ these 
meetings has spread very widely. 

“We had a particularly fine meeting 
in New York City, the second time we 
have held a regional meeting in that 
city, and it was a great success both in 
point of numbers and subject discussed. 
Our other meetings were most enthusi- 
astic and beneficial. Too much praise 
cannot be given to the committees who 
handled these various meetings. We 
have also had a number of local board 
and club meetings which have been at- 
tended by the chairman of our execu- 
tive committee, which have been of great 
benefit in cementing our organization, 
and enabling us to carry on our work. 

“Our law and legislation committee has 
been. particularly active in watching 
legislation introduced, and we are for- 
tunate in having as chairman of that 
committee our own beloved past presi- 
dent, Frank L. Gardner. The one piece 
of legislation which was passed this 
year and is of particular interest to us 
and which will become a law on Sep- 
tember 1 is the safety-responsibility 
bill. This law must be studied very 
carefully by all of those engaged in the 
insurance business both companies and 
agents because it does throw a tremen- 
dous responsibility on the agents and 


companies, if it is to operate success- 
fully. 
“In my opinion: it is a step in the 


right direction and should be of great 
benefit in the promotion of safety on 
the streets and highways of our state. 
Your directors approved the bill particu- 
larly in regard to its provisions for the 
promotion of safety and it is hoped that 
all of our members will take a particular 
interest in discussing the bill before any 
organizations that they have an oppor- 
tunity to do so in order that there may 
be as complete an understanding of it 
as possible. 

“Your committee on agency qué ilifica- 
tion has been ‘quite active during the 
year. Owing to the change in the of- 
fice of Superintendent of Insurance ac- 
tion on the question has been delayed 


somewhat but it is hoped in the near 
future some definite action will be 
taken.” ‘ 





MISSOURI RATE SITUATION 


Whether Judge Henry S. Caulfield, 
governor of Missouri, and Joseph B. 
Thompson, superintendent of the Mis- 
souri Insurance Department, accept the 
compromise offer in the now famous 10% 
fire rate reduction litigation depends en- 
tirely on the extent to which the com- 
panies operating in the state are willing 
to go in recognizing the authority of the 
insurance department to fix and regulate 
the rates charged for stock fire, hail, 
lightning and tornado insurance.  AI- 
though the daily press of both St. Louis 
and Kansas City have predicted that the 
governor will reject the peace proposal 
and that the attorney general will be 
directed to prosecute the suit to conclu- 
sion in the United States Supreme Court 
it is known that these reporters were 
merely speculating and had nothing tan- 
gible from either Governor Caulfield or 
anyone else in authority on which to 
base their conclusions. 





ON BROKERS’ COMMITTEE 


George Sullivan, secretary and director 
of the insurance brokerage office of Kent, 
Taylor & Co., Inc., has been elected a 
member of the executive committee of 
the General Brokers’ Association of the 
Metropolitan District, Inc. The full com- 
mittee includes the following: Bernard 
FE. Frank, chairman; Louis Keepnews, 
William J. McLaren, S. Nicoll Schwartz, 
Abraham Prusoff, Paul Simon, Herman 
A. Bayern, Benjamin M. Edgerton, 


George Sullivan. 
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ODAY with over twenty-seven million automobiles on 





the highways, Agents should give close attention to auto- 
mobile owning clients and prospects. Personal direction is 
needed —and our agents can issue policies to take care of the 
individual requirements of each customer. = e 4 f 
The Agents of this company study their clients’ insurance 
needs. Our Agents know the latest rates and rulings of Auto- 
mobile Insurance. They realize that the Agent who is content 
with mechanically renewing old policies is not only losing out 
on new business but is not rendering complete service to his 
clients. 7 r r r r 7 ’ Cf r 7 
As experts in Automobile Insurance these insurance advis- 
ors are welcomed everywhere. By offering well planned advice 
they are filling a real need of the times and steadily increasing 


their clientele. 7 ’ gy g , g 4 e 
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jurisdiction Is Denied 
In Action to Recover 


u. S. SUPREME COURT RULING 





Highest Court Holds Service on Attorney 
“of Foreign Corporation in Miss. 
Was Improper 





The local courts of Mississippi and 
the Federal District Court for the South- 
ern District of Mississippi, upon removal 
of the cause from a state court to that 
court, were held by the United States 
Supreme Court last week not to have 
jurisdiction of an action to recover on a 
contract .of insurance, issued by the 
Skandinavia Insurance Co. of Denmark 
in Buenos Aires, brought by Morris & 
Co, a Louisiana corporation, for dam- 
ages due to a loss of goods occasioned 
outside Mississippi. 

The plaintiff had had process served 
on the defendant, the Denmark corpora- 
tion, pursuant to a state statute, under 
which the defendant designated a state 
oficial of Mississippi as its attorney 
upon whom process could be served so 
long as any liability remained outstand- 
ing within the state. This service of 
process, it was held, was invalid, the 
transaction having occurred outside of 
Mississippi, and the state statute not 
permitting service under it on such trans- 
actions. 


Jurisdiction Not Extra-State 


The purpose of such statutes, requiring 
the appointment by foreign corporations 
of agents upon whom process may be 
served, is primarily to subject such cor- 
porations to the jurisdiction of local 
courts in controversies growing out of 
transactions within the state, it was 
tuled. 

_The text of the court’s opinion, de- 
livered by Mr. Justice Butler, follows: 

In April, 1925, petitioner filed its dec- 
laration in the circuit court of Harris 
county, Mississippi, in an action to re- 
cover $50,000 from respondent, a Danish 
corporation, on an insurance policy. 
Thereupon the sheriff served a summons 
upon the state insurance commissioner, 
and the clerk of the court mailed a copy 
addressed to respondent at its home of- 
fice in Copenhagen. There being divers- 
lty of citizenship, respondent removed 
the case to the United States district 
court for the Southern District of Mis- 
Sissippi, and filed a motion to quash and 
Plea to the jurisdiction on the ground 
that respondent was not doing business 
in the State and had not authorized or 
consented to such service. Issue was 
joined, there was a trial at which much 
evidence was heard, the district court 
found for respondent, held the service 
invalid, sustained the plea and dismissed 


the case. The Circuit Court of Appeals 
affirmed. 

No Business Done in State. 
, Petitioner was incorporated under the 
aws of Louisiana and engaged in the 


business of packing and shipping meats 
in the United States and other countries. 
Respondent was incorporated in Den- 
mark and engaged in the insurance busi- 
Fa Neither of the parties was a resi- 
= Or citizen of Mississippi; and, as 
ound by both courts, respondent was 
11 doing business in that State. In 

18 at Buenos Aires, Argentina, re- 
Spondent issued to petitioner the policy 
atch this action was brought. It 
a a shipment of beef belonging to 
7 Joner in a vessel at Montevideo, 
eee to be carried to Havana, Cuba. 
= € declaration alleged a total loss and 
: ayed judgment for the full amount of 
€ policy. : 
ao March, 1923, respondent, conform- 

Y to section 5864, Hemingway’s Code, 


1927, appointed the state insurance com- 
missioner its attorney upon whom pro- 
cess might be served. The authorization 
states that service upon him shall be 
deemed to be valid personal service upon 
the company, and that such authority 
shall continue “so long as any liability 
of the company remains outstanding” in 
Mississippi, whether incurred before or 
after such appointment. And respon- 
dent, in accordance with the same sec- 
tion, appointed a resident of the State 
for transaction of the business of rein- 
surance therein. It also annually re- 
ported such business and paid a license 
fee. Sections 5866, 5877, 5888. It made 
a deposit with an officer of the State of 
New York for the security of its policy 
holders in the United States and so com- 
plied with Mississippi law. Section 5868. 

Respondent’s business in the United 
States was confined to reinsurance, and 
all such contracts were made in New 
York City. Some of the reinsured risks 
covered property in Mississippi, and that 
made the above mentioned appointments 
necessary in order to comply with the 
laws of the State. Section 5865. 


Status of Reinsurance. 


Reinsurance involves no transaction or 
privity between the reinsurer and those 
originally assured. The lower courts 
rightly held that the making of the re- 
insurance compacts in New York between 
respondent and insurers of property in 
Mississippi was not the doing of busi- 
ness in that State. And, as its consent 
to be sued there cannot be implied from 
any transactions within the State, there 
is no jurisdiction unless respondent’s 
authorization in respect of service is 
broad enough to extend to this case. 

The policy sued on was issued and the 
loss occurred in South America. The 
importation of such controversies would 
not serve any interest of Mississippi. 
The purpose of State statutes requiring 
the appointment by foreign corporations 
of agents upon whom process may be 
served is primarily to subject them to 
the jurisdiction of local courts in con- 
troversies growing out of transactions 
within the State. The language of the 
appointment and of the statute under 
which it was made plainly implies that 
the scope of the agency is intended to be 
so limited. By the terms of both, the 
authority continues only so long as any 
liability of the company remains out- 
standing in Mississippi. No decision of 
the State Supreme Court suvports the 
construction for which petitioner con- 
tends. And. in the absence of language 
compelling it, such a statute ought not 
to be construed to impose “upon the 
courts of the state the duty. or give 
them power, to take cases arising out of 
transactions so foreign to its interests. 
The service of the summons cannot be 
sustained. - 


E. M. Mountain on Lloyd’s 


(Continued from Page 1) 


not made,” he said. “I know of no idea 
that has done more harm. It is undoubt- 
edly true that many men have more apti- 
tude for it than others, and there may 
be some geniuses, but just as in any 
other walks of life, such as music, art, 
literature or law, there is no success with- 
out vast experience. I have had the 
pleasure of knowing most of the leading 
underwriters for the last four decades, 
and many of the leading men intimately, 
but a genius has never existed without 
the infinite capacity for taking pains.” 

Alfred Martineau, chairman of the 
Aberdeen board of the Northern Assur- 
ance of England, in his annual report de- 
voted considerable space to a discussion 
of the reduction of the fire and marine 
premium income and to the better re- 
sults generally achieved during 1928. He 
said in part: 

Fire Results in U. S. 


“In our fire department the premium 
income amounted to £2,599,323, being a 
decrease of £90,568 as compared with the 
preceding year. Nearly the whole of this 
decrease occurred in the United States. 
You will remember that a year ago my 
predecessor told you of the general re- 
organization and revision in our United 
States business which had been taking 
place. We are advised that the reduc- 
tion in premiums to which I have alluded 
is still attributable to some extent to this 
reorganization, to the increase in com- 
petition brought about by the establish- 
ment of some 40 new companies in the 
country, and that the premium income 
of the United States as a whole was 
somewhat less in 1928 than it was in the 
preceding year. 

“T am pleased to be able to tell you 
that our United States business yielded 
a very satisfactory profit last year. There 
have been decreases in premium income 
in certain other parts of the world, where 
local competition is becoming increasing- 
ly active, and where we, in common with 
other British offices, are at somewhat of 
a disadvantage as compared with the lo- 
cal or national companies. 

“The loss ratio for the year was 50.4%. 
which is, of course. a moderate ratio, and 
after reserving 50% for unearned premi- 
ums, a profit of £145,381 is disclosed. You 
will probably have noticed that there is 
an increase in the exnense ratio on this 
occasion of 1.3%. and this is accounted 
for partly by an increase in uncontrolla- 
ble expenditure, such as foreign and co- 
lonial taxation, and partly by the reduc- 
tion in the premium income, which nat- 
urally has the effect of increasing the 
ratio of overhead expenses until stch 
time as thev can be dealt with. The 
question of the expenses of the company 
is having the careful attention of vour 
directors and the management, as it is 
recognized that an exnense ratio of 45.8% 
is higher than we like it to be. 

Marine Business of 1928 


“Coming now to the marine depart- 
ment, you will notice that the premium 
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income shows a reduction of no less than 
£570,375. “This is brought about in pur- 
suance of the policy deliberately under- 
taken, to which my predecessor referred 
in his speech last year. All our com- 
panies show a reduction in income. The 
Indemnity underwriter is writing a very 
much smaller account; the Northern is 
now confining its operations entirely to 
the business brought to it through its 
agency organizations, which has: always 
proved profitable; the London & Scottish 
account last year was less than one-half 
of what it was in 1927, and the World 
Marine also shows some reduction. 

“The marine market has certainly 
shown an improvement during 1928, par- 
ticularly in connection with hull busi- 
ness; but many of the rates offered on 
the London market at the present time 
are, in the judgment of our underwriters, 
inadequate, and it is part of the policy 
of your directors that business at rates 
which we consider inadequate shall not 
be undertaken. Last year my prede- 
cessor had to recommend to you a sub- 
stantial transfer to the marine account 
from profit and loss, and I am pleased 
to say it falls to my lot to be able to tell 
you that, so far as it is possible to esti- 
mate, the marine fund, supplemented as 
it was last year, is adequate to run off 
the liabilities attaching to it. 

“The settlements in 1928 in respect of 
1927 and previous. years have been well 
within the figure which was estimated. 
Dealing with marine business generally, 
efforts have been and are still being made 
to bring about a better condition of 
things in the marine market, and while 
these efforts have on many occasions 
met with failure, or, at the most, with 
only partial success, there is little doubt 
that the cumulative effect of them has 
been good, and that conditions are show- 
ing some signs of improvement. 

“In all probability some considerable 
time will elapse before marine business 
is in a stable and satisfactory condition, 
but, bearing in mind the importance of 
this market to trade and to business gen- 
erally, one cannot believe that it is per- 
manently incapable of rectification.” 


RIVER PLATE CLAUSE CHANGE 








London Institute Fixes Place Above 
Buenos Aires for Limit of 
Stranding Claims. 

Underwriters have been reminded by . 
the Institute of London Underwriters 
that clause 15 of the Institute Time 
Clauses for Hulls in so far as it applies 
to the River Plate reads as follows: 

“Grounding * * * in the River 
Plate (above Buenos Aires) or its tribu- 
taries * * shall not be deemed to 
be a stranding.” 

A subcommittee, in consultation with 
representatives of the Average Adjusters’ 
Association. has recently had under con- 
sideration the desirability of fixing some 
definite line, for the purpose of the ap- 
plication of this clause, in place of the 
words (“above Buenos Aires”). This 
subcommittee has recommended that the 
words “(above Buenos Aires)” be deleted 
and the following substitute : 

“(Above a line drawn from the North 
Basin, Buenos Aires, to the mouth of 
the San Pedro River).” 

The above suggestion has been con- 
firmed, and arrangements have been 
made for the Institute Time Clauses to 
be reprinted, giving effect to the above 
alteration as from July 1 next. 


DANISH DIVIDEND 


Nordisk Gjenforsikrings-Selskab, the 
third largest of the Danish companies 
which are writing re-insurance exclusive- 
ly, will pay forty-five Danish kronen on 
each share, from profits for the business 
year 1927-1928. This corresponds to a 
rate of 10% on the paid-in capital. Last 
year the same dividend was paid. 








Joseph W. Walt, president of the Cali- 
fornia Union Fire of Los Angeles, is 
dead. 
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R. J. Hillas 


On America Fore Tie-Up 


Fidelity & Casualty President Says He Was Impressed By The Finan- 
cial Advantages Which The Affiliation Would Give His Company; 
Emphasizes That No Changes In Official Staff, Agency Methods 
Or Corporate Name Are Contemplated 


The affiliation of the Fidelity & Cas- 
ualty with the Continental and Fidelity- 
Phenix by stock control, which was dis- 
cussed freely in casualty circles this 
week as one of the most important deals 
in the history of insurance, is regarded 
by Robert J. Hillas, president of the 
Fidelity & Casualty, as a splendid move 
for his company. 

In an interview with The Eastern Un- 
derwriter Mr. Hillas said that when he 
was approached by the America Fore 
interests the angle of the proposal which 
carried the biggest appeal to him was 
the financial department facilities which 
such a merger would afford his organi- 
zation. Uppermost in his mind was the 
tendency these days toward a diminish- 
ing underwriting profit and a greater 
concentration on the investment end of 
insurance company operations. The 
slump lately in profits on automobile 
business and the unsatisfactory state of 
affairs in the compensation field were 
cases he cited to show the way the wind 
was blowing. 


America Fore to Handle F. & C. 
Investments 

The success of large scale investment 
activities in the equity securities of the 
major industries of the country, on the 
other hand, has been demonstrated, he 
said, by the experience of great insur- 
ance institutions like the America Fore 
group, which is credited with having one 
of the shrewdest financial departments in 
the business. Mr. Hillas looks with favor 
upon the present trend toward invest- 
ments in seasoned common stocks. He 
said that the financial department of the 
America Fore would handle the invest- 
ments of the F. & C. 

“The consolidation will not involve any 
changes in the official staff of the Fi- 
delity & Casualty, nor in its name,” he 
emphasized. “Furthermore, there will 
be no change in agency or claim adjust- 
ing methods. The present branch office 
and general agency supervision of spe- 
cific and definitely outlined territories 
will continue as heretofore, reporting di- 
rect to the home office of the ¢ompany. 

Centralization of Activities 

“We do plan, however, for a centrali- 
zation of activities under one roof when 
the home offices of the Fidelity & Cas- 
ualty are moved from 92 Liberty street 
to 80 Maiden Lane, the home of the 
America Fore group.” 

Asked why there had been such a 
growing movement in recent months for 
substantial fire and casualty companies 
to effect major mergers, Mr. Hillas re- 
plied: “Mergers are in the air. The 
seven big consolidations of New York 
City banks since the first of this year 
prove this. Since the New York insur- 
ance law does not provide for the mer- 
ger of fire and casualty companies, the 
negotiations in this transaction were con- 
ducted along the lines of an interchange 
of stock control which would bring the 
Fidelity & Casualty and America Fore 
companies into a mutually profitable af- 
filiation.” 

New Agency Affiliations 

Mr. Hillas indicated that the insurance 
business was obligated now more than 
ever before to put at the disposal of the 
insuring public through reliable and well 
established agencies the facilities of 
strong and substantially backed compa- 
nies. He said that the new companies 


which have been formed in the past fif- 
teen months will not all find the path a 
The swiftness of the com- 


smooth one. 


petition may be expected to force some 
of them out of the running. 

When questioned as to the effect of 
the affiliation on the field organization 
of both interests, he predicted a healthy 
reaction and an increased volume to be 
brought about by the planting of his 
company in local agency offices of the 
Continental and Fidelity-Phenix. This 
arrangement will be made wherever pos- 
sible. Similarly, it will work out in favor 
of the America Fore companies in giv- 
ing them an agency entree to desirable 
casualty lines. 

Fidelity & Casualty Long a Leader 

The Fidelity & Casualty is fifty-three 
years old this September and Mr. Hillas 
has been that many years with the or- 
ganization, the past nineteen of which 
he has been at its helm. Its first presi- 
dent was General Thomas A. Davies of 
Civil War fame. Curiously, General 
Davies knew absolutely nothing about 
the insurance business and had only or- 
ganized the company with money made 
through the sale of some property upon 
the recommendation of a friend. The act- 
ive management at that time was in the 
hands of Lyman W. Briggs, vice-presi- 
dent and general manager, who later 
helped to organize the American Surety. 

The turning point in the company’s 
affairs came in 1887 when George F. 
Seward, for many years the United 
States minister to China, came into the 
Fidelity & Casualty as vice-president. 
Later he was made its president upon 
the death of William M. Richards. 

In the span of more than half a cen- 
tury the Fidelity & Casualty has grown 
steadily until its net premium volume last 
year reached $26,033,408, the biggest pro- 
duction in its history, which figure is in 
sharp contrast to the $61,000 in premi- 
ums produced by the close of the com- 
pany’s first year in business. The as- 
sets of the company have climbed stead- 
ily upward until now they have reached 
the $40,000,000 mark. The present sur- 
plus is more than $7,500,000 and the sur- 
plus to policyholders is $11,241,466. The 
cash capital now stands at $4,000,000. 





INDIANA APPOINTMENT 





Prominent G. L. Rainey Agency of In- 
dianapolis Named General Agents for 
Standard Surety & Casualty 
The Standard Surety & Casualty has 
appointed the G. L. Ramey agency of 
Indianapolis as its general agents for 
casualty and surety lines in the state of 
Indiana. This agency is one of the most 
progressive in the state. Its present cas- 
ualty and surety departments are being 
reorganized to develop both phases of 
the business on a large scale under the 
departmental management of a man who 
has been prominent for the past fifteen 

years in Indiana casualty circles. 

The agency has one of the largest fire 
agency plants in Indiana and in less than 
five years it has built up a premium 
volume in this class of more than a mil- 
lion dollars. Six hundred agents report 
to the agency embracing a territory in- 
cluding ninety-two counties. Three spe- 
cial agents cover this territory and at 
the same time a weekly bulletin service 
helps to maintain a close contact with 
the field producers. 


Frank A. Milbauer, who played tackle 
at Notre Dame on the teams of ’22, ’23 
and ’24, and did well in track events 
also, has gone with the United States 
Casualty as district supervisor in N. J. 
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Only Fittest Agents 
Can Survive, Says Reid 


HIGHLIGHTS OF SYRACUSE TALK 








Globe’s President Says That in Rapidly 
Growing Casualty Field Mere 
Order Takers Can’t Win 





Before the annual convention of the 
New York State Association of Local 
Agents this week at Syracuse, A. Duncan 
Reid, president, Globe Indemnity, gave a 
graphic picture of the thirty-year evo- 
lution of casualty insurance in which the 
handful of so-called casualty experts in 
production of the ’nineties has expanded 
to thousands of producers of varying 
ability and efficiency. He said that his 
observation of agents all over the coun- 
try has demonstrated clearly to him that 
they are as a whole as splendid a group 
of “go-getters” as can be found in any 
other industry in the United States. 

He was critical of the “order taker” 
type of producer and said that in this 
day of new developments it was neces- 
sary for an agent to be a student of the 
business and up on his toes every 
minute. 

Discussing the evolution of the co- 
operation during this 30-year period as 
between companies, Mr. Reid said: 
“Thirty years ago the comparatively 
small group of chief executives had no 
direct personal contact with each other. 
This unfortunate situation led to rate 
competition and other evils. I remem- 
ber that at my first attendance at a 
meeting of executives some twenty-five 
years ago, in a room at the Waldorf-As- 
toria accommodating two hundred, there 
did not appear to be enough chairs ade- 
quately to meet the seating necessities 
of those present, because peculiar as it 
may seem, each executive tried to see 
how far away he could find a seat sep- 
arating him from the others.” 

As the speaker pointed out, this con- 
dition has changed wholesomely for the 
better; casualty executives have come to 
a fuller realization of the fact that they 
owe to their stockholders, to their agents 
and to the industry as a whole, a stead- 
ily increasing amount of real and prac- 
tical co-operation. 

Praise For Superintendent Conway 

Mr. Reid touched upon the recent fu- 
rore over the merit rating plan and its 
effect on the National Bureau of Casual- 
ty & Surety Underwriters. He said that 
the disturbance which took place in the 
bureau was so serious for a time as to 
cause some of its members to believe 
that the organization would have to 
cease. “But out of the chaos,’ empha- 
sized the speaker, “has come a more sta- 
ble, more efficient, and a more binding 
degree of co-operation than has ever ex- 
isted before. I believe I can say to you 
frankly that with the new rules and the 
new basis of co-operation as brought 
about by the reorganization of the Na- 
tional Bureau, you will have less cause 
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for grievance in the conduct of Bureau 
members than at any time in the past.” 

Appropriately Mr. Reid paid a tribute 
to Superintendent of Insurance Conway 
at this point in his talk, saying: “New 
York state has been fortunate in the suc- 
cession of capable superintendents, and 
in Mr. Conway we have a man who, from 
my personal contacts with him, causes 
me to believe that he will be of real as- 
sistance to the industry as a whole.” 

Mr. Reid’s prediction of the future of 
the casualty and surety business ran 
along the following lines: “The future 
will see a gradual weeding-out of incom- 
petent agents in accordance with the 
time-honored law of the survival of the 
fittest. No matter what competitive con- 
ditions among the companies may de- 
velop, it is safe to say that the wide- 
awake and educated agent, who repre- 
sents a sound, solvent company, will 
sooner or later drive out the agent who 
can sell but cannot serve. And this pre- 
diction is based on the fact that insur- 
ance in its larger phases is becoming too 
big, too vital to economic progress and 
too complex in its technical ramifications 
for anyone but a professional expert to 
succeed.” 


N. J. COMPENSATION MEETING 








Lawrence’s Report Features High Loss 
Ratios; 4 Added to Governing Board; 
10 New Members 

At the annual meeting of the Com- 
pensation Rating & Inspection Bureau 
of New Jersey held this week in New- 
ark, the following companies were clect- 
ed to the governing committee: N. J 
Manufacturers Casualty, Standard Acci- 
dent, Liberty Mutual and United States 
F. & G. Preceding the election, John 
Roach, deputy commissioner of the New 
Jersey Department of Labor, requested 
the co-operation of those present at the 
coming inter-plant state-wide safety 
contest to run from September 1 to No- 
vember 30. He thanked the companies 
for their support of a similar contest 
last year. Mr. Roach told of the work 
of his department in reducing accidents 
in industrial plants throughout the state, 
a fact which he knew would please the 
insurance companies. 

The annual report of A. R. Lawrence, 
chairman and manager of the bureat, 
was then submitted in which it was 
shown that the following ten companies 
had joined the bureau recently: South- 
ern Surety, New York; Pennsy'vamla 
Surety, Guardian Casualty, Transporta- 
tion Indemnity, Alliance Casualty, >'ane 
ard Surety & Casualty, Glens Fa:'s In- 
demnity, Selected Risks Insuranc: (0 
Lloyds Casualty and Public Inde inity. 


Mr. Lawrence’s report feature’ the 
upward trend of compensation insurance 
rates in New Jersey during recent years 
resulting from the high loss ratios ¢& 
veloped. He said it was difficult io « 
tablish the causes for this situation bu 
in general the average medical cost pe 
case had continued the upward trend. 
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Legislative Trends As 
Seen By J. S. Phillips 


TALKS AT ALLENTOWN MEETING 








Great American Indemnity Head Criti- 
cal of Those Who Seek Unwarranted 


Bureaucratic Regulations 





An active figure in New York state 
politics before coming into the insur- 
ance business and then occupying credit- 
ably the post of superintendent of in- 
surance, Jesse S. Phillips, now president 
of the Great American Indemnity, is an 
ideal speaker to select for a talk on the 
‘Trend of Insurance Legislation.” His 
address before the Pennsylvania Insur- 
ance Days gathering in Allentown, Pa., 
this week was aimed at determental 
legislation and during its course he 
touched on such topics as monopolistic 
state funds, compulsory automobile in- 
surance, legislative restrictions upon 
company activities and other evils. 

Mr. Phillips’ opinion of legislators is 
that they are too prone to come for- 
ward with new proposals as a panacea 
for all the ills—real or imaginary—of the 
body politic. They believe that their 
legislative success depends upon the 
number of bills they introduce whereas 
they would perform far more acceptably 
if they would only bear in mind that 


. they could serve their constituents quite 


as well by first, studying what is al- 
leged to be the evil complained of; sec- 
ond, analyzing the bills introduced, and, 
third, aiding to defeat harmful and un- 
wise legislation. 

The Wrong Attitude 


The other side of the picture, in his 
opinion, is that there are altogether too 
many citizens who are quite willing to 
believe that nearly every ill can be 
cured by a law, the result being that 
legislative mills continue to grind out 
laws in an ever-increasing torrent—laws 
which hamper legitimate business and 
prohibit freedom of action of the indi- 
vidual. 

“I have always maintained,” said Mr. 
Phillips, “that reasonable regulation is 
aneedful governmental function only so 
long as it is wisely exercised and fairly 
administered. I am glad to say that a 
great majority of the insurance com- 
missioners have not, in my judgment, 
been unreasonable in their demands for 
regulation. Many of thern have shown 
aconsistent attitude of helpful co-opera- 
tion. There seems, however, to be a 
constant agitation on the part of certain 
individuals and organizations to advo- 
cate unwarranted bureaucratic regula- 
tions, the result of which would give 
the state, under the guise of regulation, 
the actual control of the business with- 


out the responsibility of ownership. 
Thus, a situation is created which 
amounts substantially to government 
Ownership. Regulations of this charac- 


ter should evoke the emphatic condem- 
Nation of all well-meaning citizens.” 

A case which illustrates this condition, 
the speaker pointed out, was the bill in- 
troduced in Pennsylvania creating a mo- 
Nopolistic state fund for official surety 
onds; still another proposal was for. the 
adoption of a monopolistic state fund for 
Writing workmen’s compensation insur- 
ance. Mr. Phillips was glad to say that 
this agitation has not met with any de- 
Stee of success, the demand for it com- 
ing almost entirely from organized labor. 
‘He touched upon compulsory automo- 
ile insurance long enough to make the 
servation, borne out by the Massa- 
Chusetts experiment, that such legisla- 
tion did not have the slightest effect in 
Preventing accidents. 4 


Sees No Need for Bond on Compensa- 
tion Losses 


suhe tendency of legislators to require 
reign and alien insurance companies 


to file a bond guaranteeing the payment’ 


% compensation losses in the states in 
Which they transact business, was viewed 


with misgivings by Mr. Phillips. He 
said: “Such legislation hampers the busi- 
ness, burdens it with an unnecessary ex- 
pense and serves no public purpose. 
Massachusetts, California and one other 
state have for some time required car- 
riers writing compensation insurance to 
file such a bond, and in the last ses- 
sion of the legislature of New York a 
similar bill was enacted. These guar- 
antees I hold to be absolutely unneces- 
sary. 

“The legislature of each state should 
prescribe sufficiently rigid requirements 
to amply safeguard the obligations of 
insurance carriers to the insuring public. 
Stock companies, for instance, should be 
required to maintain unimpaired suffi- 
cient capital and surplus to guarantee 
payment of losses to policyholders. Hav- 
ing done this, it seems illogical to say 
to a company meeting the legal require- 
ments that it must file a bond as a fur- 
ther guarantee of the payment of com- 
pensation losses. 


“Other illustrations of undesirable 
legislation affecting the insurance busi- 
ness are as follows: the constant effort 
to increase the rate of taxation and to 
augment license and other fees; pro- 
posals to permit injured employes in 
compensation cases to select their own 
physicians; attempts to force insurance 
carriers to provide counsel fees for 
plaintiffs in suits for personal injuries; 
attempts to penalize insurance compa- 
nies for failure to pay losses within the 
time limits provided in their policies; 
efforts to permit the joinder of insur- 
ance companies as co-defendants in 
damage suits; endeavors to prohibit in- 
surance companies from settling damage 
claims without court approval. 


“All of these matters have but one 
effect and that is to multiply the ex- 
penses of the insurance transaction and 
thus, ultimately, to increase the bill for 
insurance protection, which is borne by 
the public at large.” 





A MODERNISTIC ANNOUNCEMENT 





Consolidated Indemnity Uses Many-Col- 
ored Window Display at 122 Wil- 
liam Street to Tell About Its 
June 18 Opening 
The Consolidated Indemnity & Insur- 
ance Co. is opening its metropolitan 
branch office at 122 William street on 
June 18 and in order to definitely im- 
press this announcement upon the down- 
town insurance fraternity, the company 
hit upon the modernistic and novel meth- 
od of engaging two artists to spread the 
news in their best style across the en- 
tire length of the street floor display 

window of the building. 

The result of two days’ work was a 
striking display, in as many and more 
colors than there are in the rainbow, 
with the center of interest being the 
trade mark of the company, around which 
is the hand lettered inscription that on 
June 18 the Consolidated’s metropolitan 
offices will be opened. John A. Man- 
ning, manager, business development de- 
partment, was the originator of the idea. 


Courtesy And Tact Are 
Claim Man’s Requisites 


BARTLETT’S ALLENTOWN TALK 





Maryland Casualty Claim Head Says 
Public’s Opinion of Insurance Co. Is 
Formed by Adjustor’s Conduct. 





Thomas N. Bartlett, manager, claim di- 
vision, Maryland Casualty, appeared be- 
fore the Pennsylvania Insurance Days 
conference this week at Allentown, Pa., 
with an interesting talk on the “Relation 
of the Claim Man to the Agent, Assured 
and the General Public.” Mr. Bartlett 
made himself clear at the outset that if 
the claim man and his company are to 
succeed in their undertakings, courtesy, 
tact, diplomacy must always be strictly 
observed. He said that the exercise of 
these qualities was fundamental; fur- 
thermore, no claim man can _ escape, 
evade or consider them lightly. Neither 
will any company condone the failure on 
the part of its claim men to practice 
them, otherwise, it must follow as cer- 
tainly day follows night, that both will be 
traitor to that confidence which both 
— covet. Continuing the speaker 
said: 

Co-operation With Agent 

“In dealing with agents the claim man 
must co-operate in getting the true facts 
in every claim, as well as co-operation 
in the selection of, continuing on, or 
cenceling of risks; the exchange and 
giving from claim files of all valuable in- 
formation essential to the underwriters. 
He should give agents proper and timely 
explanations when and before disclaimers 
must be issued and when there is apt to 
be the slightest misunderstanding for any 
reason, the claim man should put the 
agent in possession of all the facts. 

“Claim work should also be co- 
ordinated in such a way with the in- 
terests of the agent as to make it pos- 
sible for the agent to capitalize legiti- 
mately on the results. There should also 
be co-ordination in granting of conces- 
sions when expediency demands them: 


‘co-ordination as to all facts and data 


and in checking experience, noting ac- 
cident frequency, developing of pertinent 
statistics. 

“The relation of the claim man to the 
agent is such that in every particular 
it brings about automatically an inter- 
dependence. It has been truly said that 
a claim man can by lack of appreciation 
of his office and duties (failure to co- 
operate and co-ordinate, if you please) 
drive more business from an agent in a 
week than the agent can put on the 
books in a month or months. Conse- 
quently, the claim man in his growth and 
development for greater responsibilities 
and capabilities naturally gains in ex- 
perience and expansion just in propor- 
tion as the agent grows. Tersely put, 
the bigger the volume produced by the 
agent, the necessity of a bigger claim 
man to handle the resultant claims.” 

Relations With the Assured 


In a claim man’s relations to the as- 
sured the speaker spoke first of those 
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who have purchased protection against 
liability. as a result of an accident to 
some third party. He said: 

“This relation should be such as to 
make the assured feel that he has a 
counsellor or adviser, if you please, 
whose business it is to protect him. 
Make the assured’s load as light as it 
is possible for it to be. To do this in 
the most efficient manner the claim man 
should not neglect to point out the ob- 
ligations of the assured. Bring about 
in the assured a realization that after 
all he must have a vital interest. 
“In cases where the assured is the 
direct claimant against the company the 
relation changes. Mr. Bartlett said the 
claim man becomes a mediator, adjuster 
or arbiter, representing the company. 
He must establish complete confidence at 
once so that the assured will not feel 
that the company’s representative is too 
jealously, unfairly or improperly guard- 
ing the company’s interests.” 


Patience Must Be Exercised 


_ The speaker said further: “No matter 
in which group an assured may be the 
claim man should always keep in mind 
the fact that assured, as a general propo- 
sition, are unfamiliar and unacquainted 
with insurance contracts, methods of 
procedure and most of the intricacies 
and adverse developments which may 
arise in any given case. Consequently, 
the very first duty of a claim man is to 
bring the assured into a proper apprecia- 
tion as to the reasons why certain things 
must be done in a certain way. The 
claim man must exercise patience. That 
which may be so simple and apparent to 
him by reason of his experience, is often 
complex and vague to an assured. He 
should present his propositions in such 
a way as to have the assured realize that 
he has made no mistake in the selection 
of his carrier. 

“Some claims may be refused by a 
claim man and a better impression left 
with the assured than if the same as- 
sured had been paid in full by some other 
claim man. It altogether depends on just 
how contacts are made, facts presented 
and developed, thoughts expressed and 
actions taken. 

“Even if a complete agreement may 
not be reached there is no reason in the 
world why the matter cannot be dis- 
cussed frankly, equitably and _ sanely 
without any word or action being inter- 
jected as will give room for criticism 
from any standpoint.” 

In the relation of the claim man to the 
general public, Mr. Bartlett said it should 
be kept in mind that the public is getting 
its impressions of insurance companies 
as a whole by the conduct of their claim 
men. For no other reason should the 
claim man so conduct himself as to com- 
mand good will, respect and confidence. . 





VIRGINIA MEETING JUNE 28 


Compulsory automobile liability insur- 
ance is expected to come in for consid- 
erable discussion at the annual conven- 
tion of the Virginia Association of In- 
surance Agents at Alexandria June 28. T. 
Garnett Tabb, who attended the hearings 
of the legislative commission studying it, 
is expected to make a report. Mr. Tabb 
is slated to be the next president of the 
association, succeeding Calvert D. Day. 





J. F. CALLAHAN CHANGES 
Joseph F. Callahan, New England 
automobile underwriter for the Travel- 
ers, has left the company to become as- 
sociated with John F. Gaffey, “Inc. a 





Hartford insurance and real _ estate 
agency. 
LICENSED IN MARYLAND 


The Consolidated Indemnity & Insur- 
ance Co. has received its license to do 
business in Maryland. The company in- 
tends to immediately open up negotia- 
tions for agents in that state. 





R. D. GILLETTE SPECIAL AGENT 

Ralph D. Gillette has been appointed 
special agent of the London & Lanca- 
shire Indemnity for the Bergen, N. Y., 
territory. 
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A. A. A. Bill Featured _ 
In Noxsel’s Report 


BEFORE SYRACUSE GATHERING 


Sees Agent’s Duty as One of Education 
to His Clients in Explaining 
Import of New Law 

\ discussion of the most important 
provisions of the A. A. A. safety-re- 
sponsibility law, which becomes effective 
September 1 in New York state, was 
presented by EF. G. Noxsel, chairman of 
the automobile insurance committee of 
the New York State Association of 
Local Agents, at its annual meeting in 
Syracuse this week In review Mr. 
Noxsel referred to the joint meeting of 
the association in January with repre- 
sentatives of the American Automobile 
\ssociation, the Insurance Federation of 
New York, the New York State Automo- 
bile Association, and other interested 
bodies at which the A. A. A. bill was 
discussed and approved in principle. 

The next development was the adop- 
tion of a resolution by the directors of 
the New York State Association which 
read: 

“The safety-responsibility bill spon- 
sored by the A. A. A. contains provi- 


sions which, if properly enforced, would 
in our opinion, tend to prevent reckless 
driving and the resultant accidents, and 
we therefore, express our approval of 
such portions of the proposed measure 
as have for their objects greater safety 
in the operation of motor vehicles.” 

Agent’s Responsibility Under Law 

Mr. Noxsel emphasized that the new 
law was in no respect to be considered 
as a repeal of any of the previous pro- 
visions of the highway law; nor does 
it in any manner change the law re- 
lating to automobile registration, num- 
bering and regulation, nor the licensing 
and regulation of chauffeurs and motor 
vehicle operators. It is to be construed 
as supplemental to the present highway 
law. 

Discussing the part insurance agents 
will play when the law takes effect, Mr. 
Noxsel said: 

“Our responsibilities naturally will in- 
crease as the public senses the import 
of the provisions of this bill. We are 
expected to educate our clients in their 
duty to the public after September 1. 
We find that one of the methods of 
proving financial responsibility under 
this bill is acceptable automobile liability 
insurance. It is, therefore, quite proper, 
and the act of a live insurance agent 
to educate the public, and particularly 


his clients, as to their status as motor 
vehicle Owners or operators. 

“We, as agents, will be required to 
furnish the certificates of liability in- 
surance to.the commissioner of motor 
vehicles. The crux of the whole situa- 
tion is, however, that the fact the com- 
missioner of motor vehicles must be 
given ten days’ written notice of the 
cancellation of such insurance policy. It 
is also stipulated that the commissioner’s 
office must be notified ten days before 
a policy expires. The safest manner of 
handling that detail is to have your 
renewals in the hands of your clients, 
and the new certificate of insurance in 
force, in the possession of the commis- 
sioner of motor vehicles prior to the al- 
lotted time.” 

As a further thought about co-opera- 
tion necessary to avoid criticism of the 
law or the insurance fraternity, Mr. 
Noxsel said: “We have here something 
that is almost compulsory; in a great 
many cases, it will be compulsory to 
begin with. Company underwriting 
rules must be revised and the embargo 
on certain classes raised or materially 
modified. Otherwise, we will be con- 
fronted with the state fund idea at the 
next session of the legislature.” 


Treatment of Violators 
Mr. Noxsel gave a clear explanation of 





LITTLE STORIES FROM 
GREAT INSURANCE 


INSTITUTION 


8:15 P. M. The jangle of a telephone 
shattered the silence of a deserted of- 
fice. A figure hurried to answer the call. 


“Western Union,” said a voice. ‘Tele- 


gram requiring immediate answer— 


will you take it?” 


“To———_——_,”” continued the voice, 


“reading: “CAN YOU GRANT PER- 








MISSION TRAVEL OLD MEXICO 
NON-CAN POLICY FIVE HUN- 
DRED MONTHLY TWENTY FIVE 
THOUSAND PRINCIPAL STOP 
ANSWER IMMEDIATELY PROS.- 
PECT LEAVING AT MIDNIGHT’.” 


“Answer immediately—prospect leaving at midnight” 


—and it was 8:15! 
in time? 






, 


home. 


- phone. 
ty minutes a reply was speeding back 
He wrote the policy. 


Could we get an answer there 


A telephone call to 
the executive to whom 
—_,, the message was ad- 
“44 dressed caught him at 


The message 


was read over the 


Within twen- 
to the agent. 


This perhaps is an unusual instance of service. 
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is typical, however, of the spirit that animates the 
Continental organization. 


Here in the Home Offices nearly one thousand loyal, 
intelligent, workers give their all daily, with whole 


hearted enthusiasm 
and willingness meas- 
ured neither by the 
dollar nor the clock, 
that Continental field- 
men may be served. 
It is the type of ser- 
vice that builds their 
business. 
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how violators of the highway traffic laws 
were to be treated under the provisions 
of the A. A. A. bill. Upon conviction 
or admission of guilt their licenses shall 
be suspended and shall not be revived 
until they have given proof of. their 
ability to respond thereafter in damages 
resulting from the ownership or opera- 
tion of a motor vehicle, arising by rea- 
son of personal injury to or death of any 





F. G. NOXSEL 


one person of at least $5,000, and sub- 
ject to the aforesaid limits of each per- 
son injured or killed of at least $10,000 
for injury to death of two or more per- 
sons in any one accident. The damage 
to property will be at least $1,000 re- 
sulting from any one accident. 

Mr. Noxsel said that where chauffeurs 
of pleasure cars or trucks do. not own 
the vehicle in their own name but are 
employed to operate them, they shall be 
relieved of the necessity of filing proof 
of responsibility on their own behalf. 
lhe owners of such cars, however, are 
not relieved from furnishing such proof 
of ability to respond in damages. 

Among. other features of the law 
touched on by the speaker was the pro- 
vision for the suspension of the driver's 
license and his registration certificate in 
the event of his failure to satisfy every 
judgment within fifteen days from the 
date of the judgment or within fifteen 
days from the final affirmance of an ap- 
peal rendered against him by the court. 
Explaining this provision Mr. Noxsel 
said: 

“When the judgment has been ob- 
tained as a result of a motor vehicle 
accident, which resulted in personal in- 
jury or damage to property in excess ot 
$1,000, as a result of the driver’s owner- 
ship or operation of a motor vehicle by 
him or any other person for whose negli- 
gence he shall be liable and responsible, 
the commissioner of motor vehicles '8 
empowered to take action upon recel\- 
ing a certified copy of such final judg- 
ment from the court from which the 
same is rendered showing such judgment 
to have been still unsatisfied after the 
expiration of fifteen days. 

“It is a very positive provision of this 
new law that such registration and op- 
erators’ licenses shall remain suspende 
in such event, and shall not be renewed 
nor shall any other motor vehicies sub- 
sequently acquired by such owner be I 
censed so long as any such judgment re 
mains unsatisfied. There is an exception 
however, that the owner may invoke the 
bankruptcy act,.and if he shall then be 
discharged in bankruptcy to th: extent 
of at least $5,000, in the event of injury 
to one person; and to the extent ol 
$10,000 for injury to more than one per 
son in one accident, he may ‘nen file 
proof of his ability to respond in dam- 
ages for future accidents and regain the 
registration of the motor vehicle und his 
operator’s license.” 
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Lloyds Casualty Now 
In Full Running Order 


MANY NEW ~ APPOINTMENTS 
General Agents Being Selected at 
Strategic Points; Plate Glass Ac- 


tivities Remain Unchanged 


The Lloyds Casualty, headed by Wil- 
liam ‘Tt. Woods, is now in full running 
order as a multiple line casualty and 
surety company, the change from the 
Lloyds Plate Glass Insurance Co. having 
been made with the minimum of trouble. 
The recent financing of the company has 
been over-subscribed with an encourag- 
ing response from agents; the ‘home of- 
fice personnel has been augmented in the 
past few weeks by capable underwriters, 
and general agency appointments at stra- 
tegic points are being made with an eye 
to the future. 

The plate glass end of the: organiza- 
tion continues as heretofore with Rob- 
ert K. Meneely as vice-president in en- 
tire charge of the underwriting of this 
line. Mr. Meneely is also a director. 
Similarly, Percy F. Biglin, secretary and 
treasurer of the company, continues in 
this capacity under the reorganization. 

Arnold and Briggs Vice-Presidents 

It has not been previously announced 
that John A. Arnold, in charge of cas- 
ualty operations, and Edward H. Briggs, 
in charge of fidelity and surety, have 
been elected vice-presidents of the com- 
pany. Another newly-elected vice-presi- 
dent is Clinton T. Wood, Jr., who repre- 
sents the banking group. Mr. Wood to- 
gether with John F. Barry of Gilbert El- 
iott & Co., investment bankers in New 
York City, are directors. 

The board of directors is composed of 
the following: President Woods, John F. 
Barry, Gilbert Eliott & Co., H. Edward 
Bilkey, vice-president, Stuyvesant Insur- 
ance Co.; Rollin C. Bortle, president, 
Chatham-Phoenix Corp.; Samuel T. 
Brown, vice-president, Glens Falls Insur- 
ance Co.; James Gibbs, president, Ex- 
cess Insurance Co.; Robert H. Goffe, of 
Goffe & Griswold; Rudolph O. Haubold, 
Crum & Forster, and_ vice-president, 
United States Fire; Otho E. Lane, presi- 
dent, Niagara Fire; Vice-President Me- 
neely; Russell E. Prentiss, of George H. 
Prentiss & Co.; Dunham B. Sherer, vice- 
president, Corn Exchange Bank, and 
Clinton T. Wood, Jr., vice-president. 

Careers of Meneely and Biglin 

Mr. Meneely came to the Lloyds Plate 

Glass in 1883 as an office boy; then he 
became a policy writer, and as the busi- 


ness of the company developed he grad- 
ually assumed charge of underwriting 
When he was made head of the agency 
department seven years ago there were 
about 250 agents. Under his supervision 
this department was developed to include 
about 2,000 agents of whom, some 400 
have been on the company’s books for 
twenty-five years or more. Many of 
these producers have already expressed 
their willingness to represent the Lloyds 
Casualty for multiple casualty and bond- 
ing lines. 

In 1922 the office of assistant secretary 
was created and Mr. Meneely was ap- 
pointed to the post; in 1925 he was pro- 
moted to be vice-president and assumed 
the responsibility to a considerable ex- 
tent of executive supervision of the com- 
pany’s affairs. Mr. Meneely is a thor- 
oughly capable plate glass underwriter. 

Mr. Biglin, secretary-treasurer of the 
company, joined the Lloyds Plate Glass 
in April, 1909, entering its accounting 
department after a twelve years’ experi- 
ence with the Pittsburgh Plate Glass Co. 
In 1918 he assumed charge of the sta- 
tistical department, and in 1919 became 
manager of the agency loss department, 
being appointed assistant secretary in 
1924. In January of 1927 the board of 
directors elected him secretary and treas- 
urer, and upon the reorganization he 
was elected to the same post. 

New Casualty Personnel 

The casualty department under Vice- 
President Arnold has recently been in- 
creased by the appointment of Norman 
H. Warren as head underwriter of liabil- 
ity and compensation lines, and William 
M. Ives, as office manager and purchas- 
ing agent. 

Mr. Warren started his career in the 
metropolitan office of the Ocean Acci- 
dent, later going to Marsh & McLennan 
where he obtained a broad casualty ex- 
perience. He is a veteran of the 10l1st 
Cavalry, New York National Guard, and 
holds a commission in the Cavalry Re- 
serve Corps. 

Mr. Ives first became connected with 
the business with the New York Indem- 
nity when it was organized in 1923. He 
played an active part in the building up 
of accident and health lines for his first 
two and a half years with the company, 
at the end of which time he was appoint- 
ed assistant sunerintendent of this de- 
partment. Another promotion came a 
short time later when he assumed full 
charge of the department as home office 
superintendent. At the time he was con- 
sidered one of the youngest men in the 
business to be entrusted with such a 
post. Mr. Ives successfully filled his post 
for more than three years thereafter, 





during which time the entire underwrit- 
ing policies of his department were 
changed and broadened. He came to the 
Lloyds Casualty recently as assistant to 
Vice-President Arnold. 

William L. Kick is the newly appoint- 
ed superintendent of accident and health 
lines in the Lloyds Casualty. Mr. Kick 
has been in the business since 1910 when 
he joined the National Surety after a 
short period with the art department of 
the New York “World.” After three 
years in the National’s burglary division 
he joined forces with the Maryland Cas- 
ualty in its New York branch as a bur- 
glary underwriter. He left the company 
early in 1916 for service on the Mex- 
ican border with the 7lst Regiment, re- 
turning in the fall to become its acci- 
dent and health manager in addition to 
his duties in the burglary department. 

In 1925 Mr. Kick joined Ray L. Korn- 
dorfer, Inc., the Bronx, borough agents 
of the Maryland Casualty. <A year later 
he entered the brokerage field as gen- 
eral manager of the office of Herman 
Stark, which connection he left to join 
the Lloyds Casualty. 

R. H. Reeve Fidelity Superintendent 

Assisting Vice-President Briggs, head 
of the bonding department, is R. H. 
Reeve, who has joined the company as 
superintendent of the fidelity division of 
this department. Mr. Reeve was with 
the National Surety from 1909 until 1920, 
starting in its claim department and de- 
veloping in experience ‘until he was put 
in charge of claim work for the entire 
South with headquarters at Atlanta. In 
addition he also acted as special agent in 
this territory. 

Returning to New York City in 1920 
Mr. Reeve joined the production depart- 
ment of the Fidelity & Deposit, which 
post he resigned in 1922 to go with the 
Royal Indemnity as a public official bond 
underwriter. In 1923 he affiliated with 
the Metropolitan Casualty as superin- 
tendent of its fidelity department. Two 
years later he went to Florida as Mi- 
ami branch manager for the Florida 
state agents of the Detroit Fidelity & 
Surety, covering the east coast territory 
and supervising agents and underwriting. 
When the depression hit Florida he came 
back to New York to rejoin the Na- 
tional Surety. 

Loerch Is Woodhouse’s Assistant 

Another ‘new appointment in the 
Lloyds Casualty is John H. Loerch, who 
is assistant to Robert J. Woodhouse, 
head of the engineering and inspection 
department. Mr. Loerch, a graduate of 
the Polytechnic Institute of Brooklyn, 
entered the engineering field with the 
Brooklyn Edison Co., and later connect- 
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ed with the Curtis Itlumination Co. of 
Chicago. 

After the study of several courses in 
casualty and surety underwriting he ac- 
cepted a post as field engineer with the 
Liberty Mutual of Boston, in which ca- 
pacity he handled the rating of large 
compensation and fleet risks under a 
special service plan. He then became 
industrial engineer for the United States 
F. & G,, taking a special course under 
Mr. Woodhouse, who was then chief in- 
dustrial engineer for that company. 

He was assigned to the St. Louis ter- 
ritory of the U. S. F. & G,, in charge of 
the engineering department and devoted 
his time to the servicing of large com- 
pensation and fleet risks, which service 
embraced payroll audits and kindred 
lines. Returning east, Mr. Loerch ac- 
cepted a position as superintendent of its 
engineering and payroll audit depart- 
ments, from which post he joined the 
staff of the Lloyds Casualty. 

Metropolitan Dep’t Under Maggin 

The vice-president in charge of the 
metropolitan department at No. 81 Wil- 
liam street, New York, is M. Daniel 
Maggin, previously in a similar capacity 
with the New York Indemnity. Vice- 
President Maggin recently announced 
the following appointments -of experi- 
enced underwriters who will assist him in 
the management of the office. 

Robert M. Sherrard, for the past four 


years assistant manager of the New 
York Indemnity metropolitan office, is 
assistant manager of the Lloyds Cas- 
ualty branch. Mr. Sherrard, a seasoned 
underwriter, was successively with the 
New Amsterdam Casualty and the Sun 


Indemnity as inspector and casualty un- 
derwriter before his New York Indem- 
nity connection. 

Martin E. Bennett is in entire charge 
of the plate.glass department, having 
been with the Lloyds Plate Glass Co. 
since 1896 and an assistant secretary 
since 1926. Under the reorganization he 
retains his post as assistant secretary 
and will continue to keep up the pleas- 
ant plate glass contacts that he has 
formed among agents and brokers in the 
metropolitan district. 

The manager of the bonding depart- 
ment is John R. Dunne, formerly man- 
ager of the same department with the 
metropolitan branch of the New York 
Indemnity. Mr. Dunne’s career in the 
business started with the Globe Indem- 
nity from which post he joined the New 


Amsterdam Casualty in its New York 
bonding department. He was promoted 
to assistant manager and then trans- 


(Continued on Page 50) 
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Lilly On Legal Aspects 
Of 3rd Party Insurance 


PA. INSURANCE DAYS SPEAKER 


Points Out That When There Is Uncer- 
tainty in Construction of Contract, 
Company Usually Loses 





Some idea of the astonishing range to 
the legal aspects of the insurance con- 
tract was presented by Austin J. Lilly, 
general counsel, Maryland Casualty, this 
week before the Pennsylvania Insurance 
Days meeting at Allentown, Pa. Mr. 


Lilly confined his address to the state- 
ment of general principles which, by ex- 
tension, might be considered applicable 
to the entire field of insurance. He took 
his illustrations largely from the diversi- 
fied coverage lines,—third party insur- 
ance as exemplified in the so-called lia- 
bility forms. 

Mr. Lilly early in his talk emphasized 
that the broadest and most generally 
pertinent of the rules governing the con- 
struction of a contract was that if there 
is any uncertainty as to its meaning, that 
uncertainty shall be resolved against the 
party who drew the contract. “In its 
application to many forms of contract,” 
he pointed out, “this rule works both 
ways; but in insurance contract cases it 
works only one way,—in favor of the 
assured against the company. This is 
because the assured is offered a contract 
by the company which he must accept 
or leave, precisely as it is.” 


“Indemnity” or “Insurance”? 


The speaker then took up some out- 
standing examples of policy conditions 
which, because of their peculiar legal 
aspects, have often led to misunder- 
standing, confusion and consequent liti- 
gation. His first was the question of 
whether the liability policy is a contract 
of “indemnity” or of “insurance,” a mat- 
ter that has been agitated in the courts 
for many a day. Mr. Lilly’s explanation 
of this question follows: 

“‘Indemnity’ is reimbursement for 
loss actually sustained. ‘Insurance’ im- 
plies an assumption of the loss by the 
insurer, so as to save the insured harm- 
less. The earlier liability policies were 
expressly intended to indemnify, and not 
to insure. But the courts had some- 
thing to say about it. They would not 
permit the companies to be like that. 
They construed and construed and con- 
strued. In those states whose courts 
were not, let us say, ‘ingenious’ enough 
to meet the situation, mandatory stat- 
utes were passed. 

“Finally, the leading companies, after 
first seeing a great many stars, decided 
to see the light. They realized that the 
‘indemnity’ form was unsatisfactory to 
the assured and to the public, and ut- 
terly without honor in the courts. There- 
fore, they replaced it by the straight 
‘insurance’ form, effective in all states, 
under the terms of which the company 
‘becomes directly liable to the third party 
if the assured’s inability to pay is di- 
rectly established. 

“It is interesting, from the standpoint 
of competition, to note that in Pennsyl- 
vania an indemnity policy, if skilfully 
drawn, would, even today, be construed 
as a policy of indemnification and not 
as a policy of insurance,—of which fact 
the mail-order companies take probably 
due advantage from time to time.” 


Contractual Liability 


On the question of contractual liabil- 
ity, Mr. Lilly said: “The ordinary third- 
party liability policy covers only the lia- 
bility ‘imposed upon the assured by law.’ 
But many assured assume by contract a 
distinct additional liability which would 
not be imposed upon them except by vir- 
tue of the contract. Is this contractual 
liability covered? Fortunately, this is 
now a moot question for most of us, 
since recent policy forms quite generally 
specifically exclude contractual liability 
from coverage, and cover it by endorse- 
ment for a proper premium. If it be not 





so excluded, the trend of the decisions 
is that it is covered. This is a matter 
of interest to casualty insurance agents 
everywhere. If the policy does not ex- 
clude, the agent may inadvertently or 
ignorantly place his company upon a lia- 
bility in excess of what it believed it- 
self to be assuming; and if the policy 
does exclude, he may leave his assured 
without a vitally necessary coverage: 
and in either event he is depriving him- 
self of a commission which he might 
have had for the asking,—and there is 
little nourishment in that. 


Loading and Unloading 


Mr. Lilly was not exactly sympa- 
thetic with the court’s interpretation of 
the phrase “loading and unloading” in 
the automobile liability policy. He said: 
“The expression seems simple enough 
but the courts will not admit it to be so. 
It might, for instance, be assumed that 
to load a motor vehicle means to stow 
the stuff in it, and that to unload it 
means to take the stuff out of it; but 
such inane and expedient assumptions 
are not for our respected courts of last 
resort. 

“On the contrary, the loading of a 
steam radiator upon a truck is likely to 
mean the carrying of it from the fourth 
floor of a warehouse and across a crowd- 
ed sidewalk; and the unloading to in- 
clude a similar expedition, and through 
and over innumerable hazards which 
have nothing to do with motor vehicle 
iransportation, at the other end of the 
trip. And all this, forsooth, because the 
words, despite their evident simplicity, 
are not further qualified and limited, and 
must, for the protection of the innocent 
policyholder who had to take them or 
leave them as he found them, be given 
the broadest construction consistent with 
the Constitution and the Bill of Rights, 
and to hades with the dictionary.” 

The speaker continued his talk with 
a consideration of (1) groundless suits 
and (2) suspension and cancelation. 

Groundless Suits——Our experience has 
shown that some misunderstanding ex- 
ists with respect’ to the effect of the 
words used in practically all liability pol- 
icies, that an accident shall be covered 
by the policy even though groundless. 
A groundless accident is one which has 
no basis either in fact or in law. Never- 
theless, such an accident, to subject the 
company to, let us say, liability for de- 
fense, must come within the basic cover- 
age of the policy; otherwise there is 
no obligation upon the company with re- 
spect to it. 

Suspension and Cancelation—We treat 
of these rights together, because of the 
tendency to confuse their legal effect. 
Cancelation is inherent in all casualty 
insurance policies. Suspension is lim- 
ited to a few forms, usually those which 
carry the coincident right to inspect, 
from time to time, the subject matter 
of the insurance,—as boilers, machinery, 
elevators and the like. The right of 
cancelation is usually predicated upon 
advance notice, whereas suspension does 
not require advance notice. Each right 
must be exercised in strictest conform- 
ity with the policy terms, and the slight- 
est deviation therefrom will spell dis- 
aster in the form of a “construction” in 
favor of the assured. 


A. A. A. Laws in N. Y. and N. J. 


The recently passed safety-responsi- 
bility laws in New York state and New 
Jersey were reviewed by Mr. Lilly and 
he pointed out that the important prob- 
lems for agents in Pennsylvania and ad- 
joining states was the status of their 
respective assured who might meet with 
an accident in those states. Continuing 
he said: 

“Certain defenses will continue to be 
available under policies issued in Penn- 
sylvania, which may be raised with re- 
spect to accidents occurring in New 
York and New Jersey. In New Jersey, 
the policy may be conformed as re- 
quisite after the accident; but in New 
York, with its provision for the payment 
of judgments, the assured may find him- 
self subject to a judgment which his 





Americans Praised At 
Annual Ocean Meeting 


OWEN AND CAVERS ADDRESSES 





Chairman Discusses New Competitive 
Conditions in U. S.; Personnel Here 
Is Highly Regarded 





The casualty situation in America was 
discussed at the recent fifty-eighth an- 
nual general meeting of the Ocean Ac- 
cident & Guarantee. Chairman E. Roger 
Owen said in part: 

“The United States of America, our 
most important overseas field of opera- 
tions, remains a difficult market for cas- 
ualty offices. It is an extensive field 
with great possibilities for accretion in 
premium income, but competition is very 
active, and comes from an ever increas- 
ing number of companies. Although the 
earning of underwriting profits presents 
problems by no means easy of solution, 
a very large number .of new companies, 
many of them equipped with substantial 
capital, have recently been organized to 
transact the classes of business we un- 
dertake, thus adding to the competition 
existing from the numerous companies 
already established. 

“Exact figures are not available at the 
moment, but it can be said that at least 
£10,000,000, if not considerably more, was 
invested in the new casualty companies 
organized during the year 1928. How- 
ever, the corporation’s American busi- 
ness is managed with conspicuous ability, 
is firmly and soundly established, and 
we view the future with confidence.” 

W. Langton Cavers Talk 


W. Langton Cavers, who recently re- 

turned to London from a world tour, in- 
cluding a visit to this country, said: 
_ “I am sure I shall be voicing the feel- 
ings of every one in the service of the 
Corporation at home and overseas, and 
in the service of the Columbia Casualty 
Co. in the United States of America, 
when I thank you for the complimentary 
references that have been made here to- 
day to the work of the staff. They con- 
stitute a kindly recognition which will, 
I know, be received with much satisfac- 
tion by all my colleagues throughout the 
world. 

“I returned a few weeks ago from my 
first visit to our branches in Ceylon, 
Australia, and New Zealand, and a fur- 
ther visit to our offices in America and 
Canada, and, speaking from close per- 
sonal acquaintance with our staff in 
those countries and in the other coun- 
tries overseas where we are established, 
and also at home, I say with confidence, 
and with no small measure of pride, that 
no company could be served by a more 
loyal, able, and enthusiastic personnel.” 





J. D. WHEELER TEXAS MANAGER 
The Century Indemnity has appointed 
J. D. Wheeler as field manager for the 
state of Texas, with headquarters at 
Dallas. He succeeds J. E. Curtis, re- 
signed. For the past six years Mr. 
Wheeler has been assistant manager of 
the Dallas branch office of the Massa- 
chusetts Bonding. He is a native of 
Texas and was educated in that state. 





policy does not cover, and thus, if he 
be unable to pay out of his own pocket, 
forever debarred from the use of New 
York roads. 

“It is for consideration whether the 
agents should not study this situation, 
and its unpleasant possibilities, with a 
view to discussing with their companies 
the preparation of an endorsement for 
attachment (perhaps at slight additional 
premium) to policies of assured likely to 
drive in either state, conforming the 
policy in advance to the respective laws 
for accidents occurring in the respec- 
tive states. The companies will prob- 
ably act on their own initiative; but the 
agents should likewise bear the matter 
in mind. It is, after all, their duty to 
procure full protection to their assured, 
insofar as it can be done by intelligent 
effort.” 


MASSACHUSETTS ACCIDENT CO. 
¥ BOSTON, MASS. \ 
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NON - CANCELLABLE DISABILITY COVERAGE 
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C. A. Teasdale and F. W. Hughes 
Elected; Two New Directors; Divi- 
dend Declared at Meeting 
Two vice-presidents were added to the 
executive staff of the Continental Cas- 
ualty at the annual meeting of the direc- 
tors. The appointments were C. A. 
Teasdale, vice-president in charge of 
field service and assistant to the presi- 
dent, and F. W. Hughes, vice-president 
in executive charge of the fidelity and 

surety department. 

At the meeting of the stockholders two 
new directors were elected. W. G. Curtis, 
president of the National Casualty Com- 
pany, was elected in the place of H. G. 
Johnson of Washington, and D. |)oug- 
las Stuart, vice-president of the Quaker 
Oats Co., and a director of the First 
National Bank of Chicago and the Na- 
tional Bellas Hess Co., was elected in 
the place of H. G. Badgerow. 

‘The stockholders approved the declara- 
tion of a stock dividend of 16 2/3% as 
recommended by the directors and au- 
thorized them to declare it. 





CRAWFORD CO. BOARD MEETS 


The Crawford County, Pa., local hoard 
of fire and casualty agents met recently 
at Titusville, with agents presen: from 
Meadville, Conneautville, Can bridge 
Springs and Titusville. The following 
officers were elected: president,. \ ixwell 
B. Chick, Titusville; vice-president, J. C 
McCarty, Conneautville; secretary. L. M. 
Hilliard, Meadville, and treasurer, John 
A. Bolard, Cambridge Springs. 





H. W. BLACKBURN PROMOTED 

H. W. Blackburn, Denver Colorado 
branch manger for the Federal Surety; 
has been advanced to superintendent_° 
the Mountain States division, with office 
in same city. C. H. Ritter succeeds him 
as branch manager. 
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... and it could have been PREVENTED! 


The wrecked power plant lay before the General Manager’s eyes— 
injuries and deaths had followed the deafening explosion and a fortune 
had been lost in the smoking ruins. “It could have been prevented.” 
This thought surged through the General Manager’s mind. Why hadn’t 
he heeded his insurance agent? 


Only a few weeks before a London Guarantee Boiler Inspector had 
called the boiler unsafe. The Company’s agent told the General Man- 
ager that insurance would be declined until certain repairs were made. 
But the General Manager didn’t think they were necessary. 


Hand in hand, London Guarantee inspectors and agents work to safe- 
guard business property, and owners. 


LONDON GUARANTEE & ACCIDENT CO., LTD. 


Head Office: 55 Fifth Avenue, New York—C. M. Berger, United States Manager 
New York Office: 90 Maiden Lane 
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These Advertisements Are Nationally Distributed by London Guarantee Agents 
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F. R. Jones To Manage 
Chief Executives’ Ass’n 


A. DUNCAN REID ITS PRESIDENT 
Reorganization Program Calls for Mer- 
ger of Compensation Publicity Bureau 
and Clearing House Activities 





\s generally forecasted a few months 
ago the Casualty & 
Surety Executives-has elected F. 


Association — of 
Robert- 
son Jones its general manager and under 


a broad plan of reorganization has 
amended its constitution so as to pro- 
vide for the election of A. Duncan Reid 
as president and Arthur F. Lafrentz as 
vice-president. These elections, formally 
acted upon at a meeting a few days ago, 
are for a one-year term. 

In addition the membership of the ex- 
ecutive committee of the Association was 
increased from seven to eleven and the 
whole structure of the organization was 
broadened and made more cohesive and 
effective. In order to put the Associa- 
tion upon the soundest possible econom- 
ic and financial basis, the membership 
was changed nominally from individuals 
to companies; but, in doing so, there was 
no intention whatever of departing in 
any way from, or modifying or chang- 
ing the essential and vital principle of 
representation by chief executive officers 

-the intention being that the organiza- 


tion should continue to be, as in the 
past, exclusively an executives’ associa- 
tion. ‘ 


Public Relations Body 


In discussing the reorganization of the 
\ssociation this week Mr. Jones said: 
“Our membership is now up to forty- 
eight of the leading casualty and surety 
companies whose premium income during 
1928 was $534,737,809. The general pur- 
pose of the Association is to take care 
of all of the co-operative interests of 
its members of an essentially non-com- 
petitive character. It will not cover such 
underwriting subjects as rates and fun- 
damentally allied subjects. 

“It is anticipated that the Workmen’s 
Compensation Publicity Bureau will be 
merged with the Association at an early 
date; and that certain activities of the 
now liquidating Casualty Information 
Clearing House of Chicago will be taken 
over; and also possibly some of the func- 
tions of other casualty organizations. 
The Association will be an effective and 
vital unit in advancing the interests of 
its members in every legitimate manner 
consistent with the public welfare.” 

New Executive Committee 
elected executive commit- 
tec of the Association is a strong and 
thoroughly representative body, com- 
posed, as it is, of the following compa- 
nies with their official representatives: 

Great American Indemnity (Jesse S. Phillips, 
United States F. & G. (R. Howard 
United States Casualty (Fd 
Hartford 


The newly 


resident), 
Bland, president), 
son S. Lott, 
(James L. D. Kearney, vice-president 
eral manager), Aetna Life (C. B. Morcom, vice- 
National Surety (E. A. St. John, 
Casualty (J. Ar- 


president), Accident 


and gen- 


president), 
president), New Amsterdam 
thur Nelson, president), Indeninity 
Co. of North America (C. F. 
president and general manager) and the Fidelity 
Casualty (Robert J. Hillas, president). 

The choice of F. Robertson 
considered a happy one, inasmuch as he 
is widely recognized as an authority on 
insurance matters and bureau adminis- 
tration. For years he was a college pro- 
fessor, serving on the staffs of Johns 
Honkins, Western Maryland College, 
Union College and Bryn Mawr. He is a 
writer of note, being the author of “Di- 
gest on Workmen’s Compensation Laws 
of the United States and Territories”; 
“Taxation of Insurance Companies for 
Revenue”: Essential Factors of a Good 
Workmen’s Compensation Law”; “Case 
Against State Managed Insurance Under 
Workmen’s Compensation Laws”; “His- 
tory of Proceedings of the World’s In- 
surance Congress.” 


Insurance 


Frizzell, vice- 


Jones is 


ARBITRATION AGREEMENT 


Nat’l Bureau a Drop Litigation 
for Three Kinds of Disputes; Wm. 
Butler Heads Committee 

Member companies of the National 
Bureau of Casualty & Surety Underwrit- 
ers have formulated an arbitration agree- 
ment whereby all claims tha’ 
in three 


may arise 
possible types of disputes are 
to be heard before the arbitration com- 
mittee of the Metropolitan Claim Asso- 
ciation rather than to permit oy oer 
William Butler, general counsel, United 
States Casualty, 1s chairman of this com- 
mittee which consists of R. N. Caverly, 
managing attorney, Globe Indemnity; W. 
A. Earl, general attorney, Hartford Ac- 
cident; F. C. S. Knowles, manager, New 
York claim department, Standard Acci- 
dent, and C. P. Reid, manager, New 
York claim division, Travelers. 

The disputes to be settled by arbitra- 
tion are: (1) all collision subrogation 
claims involving amounts up to $1,000; 
(2) all questions of subrogation of com- 
pensation claims and medical expenses 
borne by the compensation carrier up to 
a like amount; and (3) claims against 
an assured where policies of more than 
one company are involved. 


This arbitration agreement not only 
takes care of all future cases but all of 
those which have been pending. The 


Arbitration Association, 
through its president, L. R. Eastman, 
views this arrangement as one of the 
most significant arbitration developments 
of the year. 


American 





INDIANA LICENSING 
12,000 Agents and Brokers Interested in 
New Law; Some Questions Which 
Must Be Answered 

The new licensing measure of Indiana 
is attracting attention among the 12,000 
agents and brokers there. Among the 
questions asked applicants are: 

“Have you ever had an_ insurance 
agent’s license refused or revoked by 
the Insurance Department of any state? 

“Have you ever been arrested or con- 
victed of any crime? 

“What experience have you had in the 
insurance business ?” 

The new law gives the insurance com- 
missioner wide power in revoking or sus- 
pending licenses. 





MADE INDUSTRIAL CHAIRMAN 

Breaking a deadlock which had existed 
since Bolling H. Handy, chairman, re- 
tired from the industrial commission of 
Virginia on April 15, the commission has 
selected a chairman, William H. Nickels, 
Tr., who was appointed to succeed Mr. 
Handy on the industrial body. 








Mr. Jones has served with the Com- 
mittee of Nine on Financial Responsibil- 
ity for Automobile Accidents, also as a 
National Councillor and Delegate of the 
Chamber of Commerce of the United 
States Bureau of War Risk Insurance, 
Military and Naval divisions. From 1907 
to 1912 he was assistant secretary of the 
Fidelity & Casualty from which post he 
branched out into bureau work 

The Association of Casualty & Surety 
Executives will have its offices at No. 


Park Avenue, New York. 








FRANKLIN SURETY EXPANSION 


To Increase Capital Funds to $2,000,000 
by Stock Split-up; Expect to 
Enter Casualty Field 
In anticipation of its active participa- 
tion in the casualty field, the Franklin 
Surety of New York last week adopted 
a program of expansion calling for (1) a 
split-up of its stock on the basis of one 
and one-quarter new shares for each old 
share held, thereby providing for an in- 
crease in issued shares from 46,667 to a 
minimum of 75,000 shares and (2) a re- 
duction in the par value of the stock 

from $15 to $10 per share. 

Upon completion of this split-up the 
paid-in capital and surplus will be in- 
creased to $2,000,000, the first step in 
the future capitalization of the company 
up to $5,000,000. Under the plan addi- 
tional shares will be available to stock- 
holders at $28 a share. Rights to pur- 
chase new shares will be offered to them 
as of May 28. 

Insurance brokers will have the oppor- 
tunity to become stockholders of the 
Franklin under the new arrangement in- 
asmuch as some of the directors have 
agreed to waive a portion of their rights 
so as to make available to brokers the 
new stock at the same price as stock- 
holders will pay. 

The company reports that its traders’ 
protective bond has attracted consider- 
able attention. 





APPEALS SURETY CASE 

The Phoenix National Bank & Trust 
Co. of Lexington, Ky., has appealed from 
the decree of the United States District 
Court in that city which had dismissed 
its suit against the Aetna Casualty & 
Surety in which the bank sought a judg- 
ment against the surety company under 
a blanket bond of indemnity. The rec- 
ord shows the amount of the money 
sought represents the aggregate of a 
number of raised checks of the Petro- 
leum Co. of Lexington, one of the bank’s 
depositors. 





STONE TALKS IN SOUTHWEST 

E. C. Stone, United States manager of 
the Employers’ Liability group, ad- 
dressed the Tulsa Board of Fire and 
Casualty Underwriters at a recent meet- 
ing and told about the compulsory auto- 
mobile law of Massachusetts. 

Following a visit to Oklahoma City, 
E. C. Stone and T. E. Braniff left for 
Texas. 





JOHN W. MELROSE’S NEW POST 

John W. Melrose has joined the Royal 
Indemnity this week as agency assistant, 
succeeding George A. Jackson, resigned. 
Mr. Melrose has been in the business 
fifteen years, first in the general agency 
field, then as special agent, Globe Indem- 
nity, in Boston, and more recently with 
the Employers’ Liability as assistant 
manager, agency department of its New 
York branch office, from which post he 
joins the Royal Indemnity. 





E. T. HAYNES IN CLAIM OFFICE 

Edward T. Haynes has been appointed 
assistant to J. H. Bilbrey, attorney in 
charge of the claims division of the Na- 
tional Surety’s branch office in Washing- 
ton, D. C. Mr. Haynes has been prac- 
ticing law in Richmond, Va., for the past 
three years. 








T. J. FALVEY, President 


MASSACHUSETTS BONDING AND INSURANCE. COMPANY 


Surplus to Policyholders Dec. 31, 1928. 


$10,546,801 .00 
Transacts Business throughout the United States writing 


| Fidelity and Surety Bonds, Liability, Property Damage, 
Automobile, Personal Accident, Health, Burglary, Rob- 
bery and Plate Glass Insurance. 





Home Office: BOSTON 




















Lloyds Casualty Staff 


(Continued from Page 47) 


ferred to that company’s Brooklyn office 
as manager of bonding lines. 

Harry C. Neavitt is in charge of com- 
pensation and liability lines. He comes 
from the New York office of the Indem- 
nity Insurance Co. of North America 
where he occupied a similar position. His 
first insurance experience was with the 
Baltimore office of the United States 
F. & G,, later joining the New York 





Underwood & Underwood 
D. WHITEMAN 


office of the same company where he 
remained for five years. 

For the burglary department Vice- 
President Maggin has appointed Harold 
F. Lynch who comes to the Lloyds Cas- 
ualty after experience with the Fidelity 
& Deposit, Eagle Indemnity and Fqui- 
table Casualty & Surety. He also spent 
three years with the Holmes Protective 
Co., specializing on open stock protec- 
tion. 

Business development and special ser- 
vice activities of the metropolitan branch 
of Lloyds Casualty are under the direc- 
tion of Harry G. Voorhees, Frank A. 
Smith and Charles P. Cross. 

Mr. Voorhees had fourteen years of 
underwriting experience with the Mary- 
land Casualty and Travelers, and sub- 
sequently for eight years managed the 
casualty department of Howie & Cain 
and Alberti Carleton & Co. Mr. Smith 
has been a special agent of the Lloyds 
Plate Glass and continues in the same 
capacity with the Lloyds Casualty. Mr. 
Cross recently resigned from the Leslie 
D. Forman agency to become solicitor 
and service man with the Lloyds Cas 
ualty. 

Joseph M. Lenty, who has served the 
Lloyds Plate Glass as manager of its 
loss department, will continue in the 
same capacity under the reorgani vation. 





URGE STATE FUND MONOPOLY 
The Virginia Federation of Labor 
went on record at its convention last 
week in favor of a monopolisti state 


fund for workmen’s compensati:i. ! 
also declared its approval of several 
changes in the present act, reducing the 
number of employes necessary bring 
a firm under the law, granting ¢ ompel 
sation for occupational diseases ad ite 


creasing benefits. 





HONOR FOR A. H. REEVE 


Augustus-H. Reeve. casualty 1 anage! 
of the Travelers in Philadelphia, 2s the 
distinction of being the only T ivelers 
man who has served as manager of the 
same office for a quarter of a ccntury. 
He was honored recently on his 2 i 

oa 


niversary by a banquet at the Pe! 
letic Club. 
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One Year's Embezzlements 


$125, 
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“ohe Revised Mechanic’s Lien Law Gn IN. YN. State 


By WALLACE P. HARVEY 
General Counsel and Vice-President, Fidelity & Deposit 


No.2 


Let us now consider the question as to 
whether or not the amendment to the 
mechanic’s lien law increases the under- 
writing hazard. In the event the owner 
does not avail himself of the privilege or 
option given by Section 37 the hazard is 
changed but little, if at all. 

The mechanic’s lien law is comprised of 
three articles. Article 1 comprises the 
short title and definitions of the terms 
used in the law. Article 2 contains pro- 
visions which, speaking broadly, define 
the nature and extent of the mechanic’s 
lien. Article 3 contains provisions in ref- 
erence to the enforcement of the me- 
chanic’s liens. 

The only substantial changes made to 
the definitions comprised in Article 1 are 
as follows: 

lst: A surveyor is expressly put on 
the same basis as an architect or an en- 
gineer and has a right to a mechanic’s 
lien for his services just as the architect 
and engineer. 

2nd: Under the law as amended, ma- 
terials actually manufactured but not de- 
livered to the real property are included 
in the definition of the word “improve- 


3rd: Three new definitions are set 
forth. The three following terms, for the 
first time, are defined: “Cost of im- 
provement.” “Building loan contract.” 
“Building loan mortgage.” 

It is quite obvious that these modifica- 
tions and additions to the definitions of 
the terms used in the chapter on me- 
chanic’s liens will not to any material ex- 
tent affect the hazards of a risk on a 
contract bond. 

When Article 2 of the chapter on the 
mechanic’s lien law as amended is ana- 
lyzed many changes and additions will be 
found to have been made. 


Puts All Lien Claimants on a Parity 


Section 3 of Article 2 is amended for 
the purpose of making a wife the agent of 
her husband and vice versa, and if it has 
any affect whatsoever on the underwriting 
risk probably is more appropriately con- 
sidered under the discussion of discharge 
mechanic’s lien bonds than under a dis- 
cussion of contract bonds. 

By the terms of Section 13 of the law 
as it is to be when amended, a provision 
is included intended to place all me- 
chanic’s lien claimants on a parity, where- 
as under the old law such lien claimants 
had priority according to the date of filing 
a notice of lien. This is one of the basic 
changes made by the amendment. It may 
seriously affect the rights of materialmen 
and subcontractors but apparently will 
have but little affect on the risk assumed 
by a surety company writing a contract 
bond unless by reason of the provisions 
the underwriter assumes that the chances 
of trouble arising from exaggerated or 
fradulent claims is to be diminished by 
reason of the change from priorities to 
parities. 

Sections 26, 27, 28, 29, 30 and 31 under 
the old law and under the new include 
provisions which are explained by their 
respective titles. 

Section 26 is entitled “Subordination of 
liens after agreement with owner.” 

Section 27 is entitled “Subordination of 
liens after agreement with contractor.” 

Section 28 is entitled “Lien of certain 
judgments postponed.” 

Section 29 is entitled “Subordination of 
liens to subsequent mortgage.” 

Section 30 is entitled “Subordination of 
notices of lis pendens.” 

Section 31 is entitled “Discharge of 
liens on sale of real property.” 

Speaking broadly, the substantial change 
made by the amendment in sections just 
above referred to is to reduce the amount 
of liens which it is necessary to control 
in order to effect a subordination agree- 


ment. Under the old law the provisions 
called for the consent and approval of the 
holders of 75% of the amount of liens 
and under the new law it is 55%. 


Sections 34 to 38 New 


Sections 34, 35, 36, 37 and 38 are new, 
and in effect engraft upon the principles 
underlying the present mechanic’s lien law 
principles which apparently place the 
rights of all parties affected on an en- 
tirely new basis. 

Section 34 is entitled “waiver of lien” 
and provides that a contractor, subcon- 
tractor, materialman or laborer may not 
waive his lien except by an express agree- 
ment in writing specifically to that effect 
signed by him or his agent. This section 
may be of interest to an underwriter when 
the applicant for a contract bond seeks to 
convince the underwriter that the risk is 
made safe by reason of the contractor’s 
statements that his subcontractors are 
willing to waive their rights to a me- 
chanic’s lien. | 

Section 35 is entitled “waiver of arbi- 
tration.” By decisions of the courts under 
the present law if one of the parties to 
a contract containing an arbitration clause 
filed a lien the arbitration provisions of 
the contract were thereby voided. 

Section 35 of the law as it is to be 
amended expressly provides that the filing 
of a notice of lien shall not be a waiver 
of any right of arbitration of a con- 
tractor, subcontractor, materialman or 
laborer secured to him by his contract 
to furnish labor or materials. This sec- 
tion also provides that in case the arbi- 
trators, in any arbitration proceeding had 
pursuant to any such contract, shall de- 
termine the value or price of labor per- 
formed or materials furnished, their 
award shall be conclusive as between all 
narties to the arbitration in anv section to 
foreclose the lien. If this addition to the 
law has any affect on underwriting it is 
beneficial rather than prejudicial from a 
surety company’s viewpoint. 

Section 36 is entitled “owner may not 
divert funds.” The provisions of this 
section are more approprratety considered 
in discussing mortgagee and lessee com- 
pletion bonds as it is not evident how the 
provisions of the section affect the under- 
writing of a contract bond. 


Provisions of Section 37 

Section 37 is entitled “Bond to discharge 
all liens” and has hereinbefore been ex- 
plained. It is intended to give an owner 
the right to file as a matter of public 
record a surety bond with a corporate 
surety which will take the place of the 
real property on which the improvements 
are made, and will relieve it from lien 
burdens. Obviously, this statutory bond, 
if written in conjunction with an ordinary 
contract bond, increases the hazard or risk 
of the surety company and the under- 
writing hazards to be applied in consider- 
ing such a bond must be high. It may be 
interesting to note, however, that Section 


37 of the law contains the following pro- - 


visions which appear to have been in- 
cluded for the purpose of making the 
bond an underwritable proposition: 

Ist: In order to establish a claim 
against the surety, the claimant must file 
a notice of claim as a matter of public 
record within the time which he would 
have been required to file his notice of 
lien. 

2nd: Any suit brought against the 
surety on the bond must be begun within 
one year after the completion of the con- 
tract, or in the event the contract is 
abandoned, within two years after the 
last item of labor or material is fur- 
nished. 

3rd: A provision which eliminates the 
danger of having claims asserted against 


the surety hy various claimants in dif- 
ferent courts in more than one suit. 

The provision limiting the time within 
which suit is to be brought in the event 
the contract is abandoned may confront a 
surety company with a problem, when the 
claimant is claiming for materials manu- 
factured but not actually delivered, such 
materials having been included in the 
definition of improvement as has hereto- 
fore already been explained. 

Section 38 is entitled “Itemized state- 
ment may be required of lienor; wilfully 
exaggerated lien void.” .The provisions of 
this section, as it will appear from the 
title, are intended to be beneficial to the 
owner and general contractor, and in any 
event, can certainly not increase the haz- 
ard of underwriting a contract bond. 

So much for the affect of the amend- 
ment on the underwriting risk of a con- 
tract bond when neither the owner nor 
the contractor avail themselves of the 
option given by the provisions of Section 
37 of Article 2 of the amendment. 

When Contract Bond is Coupled With 

Statutory Bond 

When the underwriter is considering 
the risk of a contract bond coupled with 
the statutory bond provided for in Section 
37, a different picture is, of course, pre- 
sented. In such a case, the hazard will 
be greater than the hazard now presented 
to the underwriter in passing upon an ap- 
plication for a contractor’s bond running 
in:favor of the United States Government 
conditioned both for the completion of the 
contract and for the prompt payment of 
the bills of all laborers, materialmen and 
subcontractors. In such a bond the under- 
writer need not be concerned with the 
solvency of the United States Government 
nor of its inability to raise the required 
funds. 

In considering a contract bond coupled 
with the statutory bond provided. for 
under the amendment to the mechanic’s 
lien law, the situation is different. The 
underwriter will most assuredly, in the 
latter case,be concerned with the solvency 
of the owner or with his ability to raise 
the funds required by the terms of the 
contract to be paid to the contractor. 

Section 37 starts off by permitting an 
owner or a contractor to give the bond, 
but from an underwriting standpoint the 
surety company starts off with the propo- 
sition that the bond in reality guarantees 
not only the contractor’s ability to com- 
plete and pay his subcontractors and ma- 
terialmen but also the owner’s ability to 
pay the contractor. Notwithstanding this 
increase in the hazard, the hazard is not 
thereby rendered unwritable. 

The underwriter will have been con- 
fronted with a similar hazard in passing 
upon an application for completion bonds 
as in such cases the surety company is 
concerned with the financial arrange- 
ments made or to be made by the owner 
as well as with the owner’s ability to com- 
plete, or in the case of a general con- 
tractor being employed by the owner, 
with the ability of such general contractor 
to complete and pay. 

Effect on Premium Income 

The effect on the premium income by 
reason of the amendment to the mechan- 
ic’s lien law to be derived from comple- 
tion bonds, such as are included in Class 
No. 2 referred to above, is doubtful al- 
though it is perhaps possible to assume 
that when the amendment becomes ef- 
fective lendors and lessors may, for the 
reasons hereafter set forth, think it ad- 


visable to require for the borrower or the. 


lessee an agreement which will not only 
call for the completion of the improve- 
ment but will also require that the bor- 
rower or lessee enter into a general con- 
tract with some contractor for such com- 
pletion. Also that the borrower or the 


lessee, as the case may be, or the con- 
tractor, must give a bond in accordance 
with the requirements of Section 37, 
This is a question which it might be well 
for the insurance brokers having among 
their clientele lending houses and title 
companies to bear in mind. 

The relief from interference and med- 
dling which may be obtained by owners 
and general contractors filing the statu- 
tory bond provided for by the amend- 
ment has already been referred to in 
commenting upon contract bonds de- 
scribed in the classification which for the 
purpose of this article we will refer to 
as Class One. The same commentary, of 
course, may be even more readily applied 
to the completion bonds included in the 
classification which for the purpose of 
this article we will refer to as Class Two. 

The relief afforded to owners and gen- 
eral contractors from interference and 
meddling of subcontractors and material- 
men may make a strong appeal to the 
prospective borrower or lessee and in- 
duce him to seek a surety bond to avoid 
such interference and meddling as well 
as to avoid the harrassment and incon- 
venience arising from the filing of me- 
chanics’ liens. 


(To be concluded next week) 





P. W. LITTLE DEAD 





Late Vice-President of F. & D. With 
Company Twenty-Nine Years; 
Headed Management Dep’t 

Vice-president P. W. Little, of the 
Fidelity & Deposit, died in Baltimore on 
May 14, following an illness of several 
months. 

Mr. Little, who was the son of the 
late Rev. Dr. Francis T. Little, was born 
March 20, 1881. Following his graduation 
from the Western Maryland College in 
1900, he joined the Fidelity & Deposit as 
a stenographer in its contract depart- 
ment. He subsequently served at one 
time or another in practically every one 
of the company’s home office depart- 
ments. 

In 1921 the personnel, printing, mail- 
ing, supply, travel, telephone, real es- 
tate and filing divisions were grouped 
under one department and Mr. Little 
placed in charge, being elected a vice- 
president. Mr. Little was marricd in 
1913 to Miss Caroline Duke of Calvert 
County, Mr., who survives him. 





EQUITABLE CASUALTY AGENTS 
Sundberg & Co. in Rhode Island; Brody 


Core in Union Town and 
Freiberger in Cleveland 
The Equitable Casualty & Surety has 
appointed three more general agents. 
One is Sundberg & Co., Inc., Providence, 
Rhode Island. This agency is headed by 
Paul V. Sundberg and is one of the best 
known agencies in that territory 
Another appointment is that of Brody 
& Core, Union Town, Pa. This agency 
is composed of John M. Brody ani J. C. 
Core and has been active in the d-velop- 
ment of fidelity, surety and casualty lines 
in its territory. , 
Freiberger, Inc., has been mace gem 
eral agent in Cleveland, Ohio. Max 
Freiberger, the president, is treasurer 





. of the Casualty Underwriters Clu!) there. 





RELIANCE BUFFALO AGENCY 

Hoyt & Hamiltort of Buffalo, N. Y: 
have been appointed general agents for 
the Reliance Casualty in that district. 








With 


the 
re on 
veral 


f the 
born 
ation 
ge in 
sit as 
part- 
: one 
y one 
part- 


mail- 
1 es- 
ouped 
Little 

vice- 
ed in 
alvert 


NTS 


Brody 
| 


y has 
gents. 
dence, 
led by 
e best 


Brody 
gency 
i J.¢ 
velop- 
y lines 


. genl- 
Max 
asurer 
there. 





ute too) 


=a UNDERWRITER asso 





May 24, 1929 


—_— 





Page 53 





















INTERNATIONAL 
RE-INSURANCE CORPORATION 


(CASUALTY) 





BALANCE SHEET 
April 30, 1929 










ASSETS 

Real Estate (Home Office Building)................... $ 275,000.00 
PIRI a te > RAR ne a 220,000.00 
Se I 588, i, i nb wks nin area ON 905,400.00 
Bonds and Stocks 

U. S. Government Bonds............ $ 252,312.50 

State and Municipal................ 1,025,027.86 

yi, ee ee 1,112,316.59 2,389,656.95 











cbs ea Oh Be eS oh a ce mae oda kee 100,000.00 
Ce a en I so os se en ewe SOs BSI 94,312.95 


PI no ee re er ee 45,437.32 
EL catsdonacaseiecet _ 360,990.30 












$4,390,797.52 


























LIABILITIES 
Reserve for Unearned Premiums...................... 993,884.75 
RT Se i en eee a 371,830.80 
Reserve for Commissions, Taxes and Other Liabilities. .:.. . 152,113.33 
CE I wks oa ds os co ee 100,000.00 
SGI 5 as Crd eae Ae $1,000,000.00 
IS 55a ae eee ee ats 1,772,968.64 2,772,968.64 








$4,390,797.52 


CASUALTY AND SURETY 
TREATY RE-INSURANCES 


SHARE AND EXCESS 






International Re-Insurance Corporation 


Carl M. Hansen, President 






Home Offices 
Pacific Finance Building 


LOS ANGELES, CALIFORNIA 
U. S. A. 
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What Kind of Company 
Should Agent Take On? 


VIEWS OF AETNA LIFE GIVEN 





Interesting Slant of Powerful Company 
Group; Froduction Division’s New 
Publication 





In a new publication gotten out by 
the Aetna Life and Affiliated Companies’ 
producuon division some interesting com- 
uuicuts are made on what should motivate 
agents when they torm new company 
counections. The statement is made that 
back Ot every successful insurance agen- 
cy business 1s a successful company con- 
nection. NO insurance agency can keep 
is policyholders satisfied without the 
help of good company claim service, to- 
gether with country-wide service facili- 
ues and up-to-date policy contracts cov- 
ering every need. ‘The Aetna Life and 
Affiliated Companies offer the following 
pots tor consideration by agents before 
they make up their decision as to what 
company shall be added to their office: 
ls it a strong company? 

An insurance company should have 
resources sufficient to take care of 
unexpected as well as expected losses. 
Capital, surplus and reserves should 
be ample to withstand the demands 
made by any emergency. 

Is it a company with a good claim policy ? 
A company with a reputation for 
prompt and fair claim settlements is 
the greatest asset any agency can 
have. Every agent owes it to himself 
as well as to his clients to make cer- 
tain that the company with which he 
associates himself is able and willing 
to perform as well as to promise 
satisfactory claim service. 


Age and Reputation 


Is it a long-established company? 
Just to stay in business over a long 
period of years denotes possession of 
more than average management abil- 
ity. To grow in resources and in 
public favor year after year an or- 
ganization must be guided by right 
principles, and practice sound and 
progressive business methods. A 
smoothly running insurance organi- 
zation cannot be built in a day. A 
company that has been in success- 
ful operation over a long period of 
years has learned how to avoid many 
of the pitfalls that confront newly 
established companies. 

ls it a company with a country-wide ser- 

vice organization ? 

More and more, insurance buyers 
are requiring service in distant parts 
of the country. An automobile own- 
er from Connecticut may have an ac- 
cident in Illinois. A concern in 
Maine may require a bond to be filed 
in California. To assure its clients 
satisfactory service whenever and 
wherever they may need it, an agen- 
cy must represent a company whose 
service organization is country-wide. 

Is it a well-known company? 
A company which is_ nationally 
known and nationally advertised is 
obviously a great asset to any agen- 
cy. If you were going into the au- 
tomobile business you would natural- 
ly try to get an agency for Buick 
or Packard or some other well ad- 
vertised car. Anything that people 
know about is easier: to sell than 
something they have never heard of. 
Asking and answering questions 
takes time, and time is your working 
capital. 

Is it a helpful company? 
Does it co-operate with its repre- 
sentatives by providing: 
—a well equipped supervising office; 
in fact, a service station located con- 
veniently to the agency? 
—education courses and material? 
—national advertising? 
—local advertising aids? 
—sales promotion plans and mate- 
rial? 
—a Washington service bureau? 


Does it provide its policyholders with 
these helpful services: ~ 
—inspection and accident prevention 
service ? 
—safety engineering service? 
—automobile identification card ser- 
vice? 
Size and Progressive Ideas 

Is it a big company? 
Other things being equal, it is easier 
to sell insurance in a large company 
than in a small organization. Peo- 
ple like to do business with big in- 
stitutions. They have more confi- 
dence that they will get good treat- 
ment. They reason that to have be- 
come big a company must be giving 
satisfaction to its customers. They 
have found in their own experience 
that, as a rule, they get better ser- 
vice, a better adjustment, if some- 
thing goes wrong, from a big organi- 
zation. As a representative of a big, 
well-known company, doors open to 
you more readily. You yourself 
think more of a man who represents 
one of the leaders in any line of 
business. Your clients will do the 
same. 

Is it a progressive company? 
It is good to keep up with the pro- 
cession. It is better to lead it. It is 
better to be part of a progressive, 
forward-looking organization rather 
than one wedded to the past. A pro- 
gressive company is alert to equip its 
representatives with up-to-the-min- 
ute policy forms, new advertising and 
sales methods. Representatives of 
such companies “have the jump” on 
their competitors. 

Granting that the foregoing require- 
ments should be weighed carefully before 
making an agency connection, still an- 
other question remains to be asked and 
answered on this problem, “Is there an 
insurance organization that measures up 
to all these exacting standards and, if 
so, what is its name?” 





SMALLEST CASUALTY CO. 





Organized by Schaol Children in Wis., 
Against Glass Breakage; 
Has $13.30 Capital 

The Lincoln School Window Glass 
Casualty Co., organized by school chil- 
dren in Sheboygan, Wis., to insure 
against breakage of windows during ball 
games on the school playground, believes 
it operates with the smallest working 
capital of any insurance company in the 
world. 

One hundred and thirty-three policies 
have been sold by its authorized agents 
at ten cents each, yielding a capital of 
$13.30, indicating that agents are not 
paid any commissions for the policies. 
A policyholder recently smashed out a 
long hit—and a window. The company 
authorities reported the matter to the 
school officials and a settlement was ef- 
fected and the window replaced. 





UNLICENSED BROKER CONVICTED 


David J. Gerstein, 1264 Boynton ave- 
nue, the Bronx, New York, was con- 
victed by the Court of Special Sessions 
for violating Section 143 of the insurance 
law—doing an insurance brokerage busi- 
ness without a certificate of authority 
from the State Department of Insurance. 
The court increased Mr. Gerstein’s bail 
to $1,000 pending sentence on May 10, 
1929. The complaint also alleged that 
Mr. Gerstein failed to account for vari- 
ous insurance premiums which he has 
collected. 





WILL FIGHT FOR LICENSE 

Charles P. Whitehead,- St. Louis in- 
surance agent and broker whose broker’s 
license was canceled by the Missouri In- 
surance Department on March 4, fol- 
lowing a hearing held at the Mayfair 
Hotel, St. Louis, at which a number of 
persons testified concerning his methods 
of doing business, has announced 
through the St. Louis daily newspapers 
that he will resort to appropriate court 
procedure to force the insurance depart- 
ment to restore his license. 


Raise German Social 
Insurance Limits 


MANY CLERKS NOW INCLUDED 





Compulsory Plan Has Employes Pay 
Half, Employers Half; Department 
of Commerce Gets Report 





The spread of “social insurance” out- 
side of the working-man class in Ger- 
many is shown in a report to the De- 
partment of Commerce, May 14, from its 
Berlin office. At the end of 1928, ac- 
cording to this report, there were 3,300,- 
000 clerical workers coming under the 
federal law making insurance compul- 
sory. 

Until last year only persons receiving 
salaries less than 6,000 marks per year 
were legally compelled to become insured 
by the Federal Board for Insurance of 
Employes, but the limit has now been 
extended to include those receiving up 
to 8,400 marks per year. 

‘The total amount of premium paid in 
1927 to the Federal Board for the In- 
surance of Employes was 280,900,000 
marks. This sum increased 317,200,000 
marks in 1928. It is to be borne in mind, 
however, that only 50% of this amount 
is to be paid by the employes. The other 
50% is to be paid by the employers, ac- 
cording to the law. In many cases the 
employers pay the full amount volun- 
tarily. 

Receipts from interest on capital in- 
vested by the Board increased from 37,- 
100,000 marks in 1926 to 48,000,000 in 1927 
and again to 66,900,000 marks in 1928. 
Total receipts including revenue from 
various other sources increased from 
340,600,000 marks in 1927 to 406,500,000 
marks in 1928. The capital owned by 
the Board increased from 732,700,000 
marks at the end of 1927 to 1,000,600,000 
marks at the end of 1928. 


LONDON AUTO RATES UP 








Non-Tariff Company Raises Premiums 
20%; Cars Over Five Years Old 
Uninsurable 

London auto insurance circles were 
surprised when one of the non-tariff 
companies (corresponding to a non-bu- 
reau company here) announced that pre- 
miums on London automobiles would be 
raised about 20%; that applications from 
members of the theatrical profession, 
bookmakers and members of the naval 
and air forces would not be accepted, and 
that accidental damage would not be cov- 
ered on cars and motorcycles over five 
years old, only public liability, fire and 
theft being allowed. 

Managers and underwriters of motor 
departments of two of the largest tariff 
companies and two of the largest non- 
tariff companies in London stated that, 
save in one or two isolated cases, there 
had been no advance in motor premiums 
since March, 1928. Certain professional 
men, notably doctors and lawyers, might 
still obtain a private car policy from the 
majority of offices. 

The refusal to pay for.accidental dam- 
age to cars over five years old was de- 
scribed as “an entirely new departure,” 
“ridiculous,” and showing “a want of dis- 
crimination.” 





HUNGARIAN INSURANCE SOCIETY 

A Hungarian Society for Insurance 
Science was founded April 5 in Buda- 
pest. Secretary of Commerce Dr. Jo- 
hann Budd was elected president. Spe- 
cial departments are provided for poli- 
tics and economics, organization, medi- 
cine, law, mathematics and statistics and 
social insurance. : 





FRENCH SOCIAL INSURANCE 

According to the law of April, 1928, 
social insurance will take effect in 1930. 
So far thousands of “sickness funds” 
have applied to the.government for ac- 
ceptance as official branches of social in- 
surance. Similar applications were made 
by a number of private invalidity insur- 
ance institutions. 


Country Inspector Is s 
Quaint But Effective 


HAS “LOW-DOWN” ON NEIGH Bors 





Rural Inspection Reports May Be Naive 
But They Are “The Goods” or 
Revealing Character 





Rural inspection reports furnish the 
comedy relief of the inspection end of 
the business, but they are not ‘hereby 
regarded as less dependable than the 
reports from the more sophisticz‘ed yr- 
ban inspector. Indeed, they are often 
unsurpassed for revealing characier and 
the essentials desired in an_ inspection 
report. Some samples of the frankness 
and naivete of the country inspection 
reports are given by B. A. Richardson, 
of the Retail Credit Co. in “Inspection 
News” in the following: 

“This man is a booze-hound and gen- 
erally no good, but you better get some- 
one else to make the report. He is my 
brother-in-law.” 

So writes an inspector about a man 
on whom he had asked to report, thereby 
providing another of the regularly recur- 
ring incidents which have built in us 
through thirty years of experience, an 
abiding faith in the general honesty and 
straight-forwardness of the men selected 
as our country correspondents. It is an 
exceptional happening when an inspector 
consciously covers up information which 
he knows to be unfavorable. 

“A good man—makes the best whiskey 
in these parts!” is the way one inspector 
classified a risk, and his naiveness is 
hardly exceeded by another who report- 
ed: “They say the applicant was drunk 
on Armistice Day, but I can’t say, as I 
was drunk that day myself.” 

This is the type of statement which 
features reports from our country in- 
spectors, the sort of information which 
our managers run across in their daily 
mail and take out of the regular run 
of business for confirmation. The in- 
spectors responsible for the two latter 
statements quoted above were eliminated 
from our files, not that either had at- 
tempted to conceal information, but be- 
cause an inspector, like the wife of 
Caesar, must be above suspicion. 

So many things can be wrong with 
inspectors, aS every manager knows! 
Here is one whose views seem to be col- 
ored by strong personal prejudice; here 
is another who gazes on the world round- 
about with unseeing optimism—each ap- 
plicant is “O. K. in every way”; and here 
is one who is just naturally lazy and 
cannot make a report promptly. Once 
an inspector is classified as belonging to 
any one of these types, he is promptly 
eliminated as a representative, a neW 
correspondent is appointed, and such rec 
ord is made of the unsatisfactory man 
that he will not again be used. 

This is the eternal sifting process that 
is an essential part of maintaining a de- 
pendable inspector force. Reserve i 
spectors are moved up to regular corre- 
spondents; new men are appoirted by 
correspondence, or, in difficult situations, 
by the manager of the office on a specia 
trip. If you had a case delayed in Litch- 
field, Minn., this week, it is a safe bet 
that your next reports from that tow! 
will be on time. f 

So we read our daily mail: “!'is only 


physical defect is a bald head !ike my 
own.” “His assets are limited, but 


only liability is a nagging wife” F 
gets drunk every time he’s in town—an 
he never misses a Saturday.” 
Not reporting language, you so? But, 
after all, do not such comments :s thes¢ 
give you a definite picture of t! > risk! 
The inspector frequently lacks p lish ™ 
his expressions, yet his statemen's carty 


conviction of intimate knowledg:, 5 ™ 
the following remarks: ‘ail 
“Bad morals, ignert & Bull —teade® 


I wouldent say a word that woul’ — 
Boy but. this boy is already au outlen 
but has been razed that way. Came 


it honestly.” le 
And you would have believed ™ 


you could have read the rest of the 
port! 
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